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Quest for Quality, 
New Layoff Penalties 
Delay Usual Surge 


_ By Maynard M. Gordon 
‘ News Editor 
x ORY insistence on maxi- 
mum quality and increased 
enalties for layoffs have combined 
9 keep the lid on field inventories 
“new models, an AUTOMOTIVE News 
survey showed last week. 
/ With dealers in all makes com- 
jlain ng of shortages and unfilled 
Srders, the auto manufacturers 
have reversed scheduling policies 
thich led to last winter’s stockpile 
surpluses. 
p lid may fly off the sched- 
tles as new-model quality im- 
proves, but reliability efforts are 
r rigid at the plants that this 
may prove a make-by-make situ- 
ation. The new labor contracts, 
g workers increased supple- 
ental unemployment benefits 
for plant shutdowns, have added 
fo the general caution in Detroit. 
“Every maker is hell-bent for 
ty,” a General Motors execu- 
live said last week. ‘Poor products 
the showrooms can wreck a sell- 
¢ effort, which happened to sev- 
makes in ’61.” 
oe * * 
SED data on Noy, 1 inven- 
tories disclose that franchised 
lers held only a 33-day supply 
bf domestic new cars. The 677,557 
ew cars in dealer yards or in 
wansit was imperceptibly changed 
from the 678,060 total of Oct. 1. 
A year ago, November arrived 
h the national inventory at 913,- 
? units. Buildups in production 
hedules shot the stockpile to 
0127 on Dec. 1 and 995,128 on 
n, 1 


If early November sales pyra- 
mid the surge which began late 
last month and if quality “bugs” 
can be ironed out, schedules 
could be adjusted upward swiftly 
toward the end of this month. 
Suppliers expect this to happen, 

(Continued on Page 4, Col, 1) 


fagon Analysis 
Shows Compacts 


With Half of Sales 


A CLOSE-UP view of a surpris- 
ingly splintered market within 
amarket is provided by the report 
of station-wagon sales in the latest 
model breakdown of new-car regis- 
trations. 

In many cases, the way the 
Wagon market shapes up bears 
little resemblance to “historic” 
patterns in new-car retailing. 
Station-wagon selling appears to 
be pretty much a world all its own. 
For one thing, the compact concept 
has had a far greater impact on 
Wagons than it has had on other 
models, 

* * * 

HE wagon market itself is a 

big one. So far this year, sta- 
40n Wagons have accounted for 
one out of every seven new-car 


With 630,070 wagon registra- 
8 in the first nine months, 
wagons accounted for 14.92 per- 
Sent of the total. Wagons repre- 
Seated 13.25 percent of the Sep- 
r registrations with 49,082 
' recorded. 
No part of this good-sized chunk 
tthe market goes by default. Com- 
AContinued on Page 41, Col, 3) 
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New-Car Stocks 


In Field and in Transif, 
Domestic Makes 


913,750 
677,557 678,060 


October, 
1961 


November, 
1960 


November, 
1961 


Current Records 
High (1,038,967) - - July 1, 1960 
Low (157,607) - - - Nov. 1, 1954 
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Townsend Names 
Dealers to Aid 
Future Planning 


A DIRECT pipeline between 
Chrysler Corp. dealers and the 
company president was created last 
week. 

Six “dealer consultants to the 
president” were named by Presi- 
dent Lynn A. Townsend to re- 
view future product planning and 
retail sales goals with him period- 
ically. 

Membership in the six-dealer 
panel will be rotating, and the 
group will function separately from 

(Continued on Page 44, Col. 1) 
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Names Dealers, GM Chiefs ... 


Discounter Sues in L.A. 


By William Carroll 
West Coast Editor 

> ANGELES. — Robert Chico, 

used-car dealer and new-car 
broker, last week filed an action for 
treble damages in the amount of 
$3,045,000 in Federal Court against 
General Motors, two Chevrolet deal- 
er associations and four Chevrolet 
division executives, all of whom 
were appearing for arraignment on 
a criminal indictment issued Oct. 
12. A Federal Grand Jury has 
charged antitrust violation in dis- 
tribution of Chevrolet cars in the 
Los Angeles area. 

In addition, Chico’s complaint 
named Citizens’ Chevrolet Co., 
Courtesy Acceptance, Inc., Bob 
Wondries Motors and Charles 
Schonlaw, of Schonlaw Chevrolet. 
In his complaint, Chico alleges 
the defendants violated antitrust 
laws, commonly known as the 
Sherman and Clayton Acts. 


Chico states in his complaint that 
for three years prior to February, 
1961, he was a broker in the sale 
of new cars, and dealer in the sale 


TOP CARS 


No October new-car registra- 
tions were available from R. L. 
Polk & Co. last week. Top Cars 
will resume next week. 


Station Wagon Standings 


SEPTEMBER, 1961 


Ford Total 
Falcon 


Chevrolet Total 
Standard Chevrolet 
Corvair 


Rambler Total 
Standard Rambler 
Rambler American 


Plymouth Total 
Standard Plymouth 


Pontiac Total 
Tempest 
Standard Pontiac 


Mercury Total 
Comet 
Colony Park 


Oldsmobile Total 
F'-85 


Buick Total 
Special 
Standard Buick 


Studebaker 
Chrysler 


FORD MOTOR OO. ................ 
GENERAL MOTORS 
AMERICAN MOTORS 
CHRYSLER CORP. ................ 
STUDEBAKER-PACKARBD .. 


FIRST 9 MONTHS, ’61 
Pct, Share 
Of Wagon 
Market 
31.79 
16.30 
15.49 


25.82 
20.74 
5.08 


13.89 
10.32 
3.58 


6.18 
4.30 
1.88 


Pct. Share 
Of Wagon 
Market 
33.36 
17.24 
16.12 


19.74 
15.58 
4.16 


18.40 
13.17 
5.23 


7.32 
5.10 
2.22 


6.01 
3.14 
2.87 


Regis. 
200,281 
102,673 

97,608 


162,686 
130,682 
32,004 


87,545 
65,004 
22,541 


38,962 
27,098 
11,864 


32,888 
16,222 
16,666 
31,885 
19,461 

6,062 

6,362 


25,148 
17,606 
5,973 
1,569 
21,623 
11,276 
10,347 
17,725 
12,185 
5,540 
1,647 
8,680 


630,070 


232,166 

234,922 

87,545 
67,790 10.76 
1,647 1.21 

© 1961, Automotive News 


37.29 
13.89 


of used automobiles. Business ad- 
dresses listed included an office at 
1710 N. La Brea, Los Angeles, a 
used-car lot at 2322 W. Lincoln, 
Anaheim, and sales offices in dis- 
count houses in Anaheim, Downey, 
San Bernardino, Montclair, Canoga 


GM Arraignments 
Are Continued 


OS ANGELES.—Arraignment of 
General Motors, three local 
dealer associations and four Chev- 
rolet executives, indicted Oct. 12 
under sections of the Sherman and 
Clayton Antitrust Acts for alleged 
refusal to sell new cars to discount 
(Continued on Page 41, Col, 3) 
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Park, Bakersfield and Santa Ana, 
Calif. 
+ 


* + 

HICO’S complaint alleges “that 
plaintiff during the course of 
his business operations, negotiated 
and contracted for the purchase of 
General Motors manufactured auto- 
mobiles from defendants, Citizens’ 
Chevrolet Co., Courtesy Acceptance, 
Inc., Wondries Chevrolet and 

Schonlaw Chevrolet. 

“That each of said defendants 
supplied Chevrolet automobiles 
manufactured by General Motors, 
to plaintiff, and plaintiff at all 
times relied on said defendants, 
and each of them, for a continu- 
ing supply of Chevrolet automo- 
biles. 


“That plaintiff had a ready and 
(Continued on Page 4, Col, 3) 


Zooming Month-End Sales 


Paced by GM, 


By Robert M. Lienert 
Associate Editor 
oo by record-breaking sales 
in the final third of the month, 
new-car deliveries in October soar- 
ed to 535,044, according to factory 
reports. 

This fell just short of the all- 
time high for the month, estab- 
lished last year with 540,000, al- 
though it topped all other Octo- 
ber showings. October sales also 
exceeded all other 1961 months 
except May and June. 

Compacts saw their share of the 
market cut back for the second 
month in a row as they accounted 
for 35.28 percent of all domestic 
sales with 188,744. Compacts had a 
penetration of 36.12 percent in Sep- 

tember and 38.00 percent in August. 
* * OK 


GALES in the final 10 days of the 
month amounted to 191,714, 
compared with 175,527 Oct. 11-20 
and 167,060 Oct. 1-10. 

Compact-car sales numbered 
66,882 in the final 10 days of 
October, or 34.89 percent of total 
sales. Their share had been 35.92 
percent in the second 10-day pe- 
riod and 34.88 percent in the 
month’s opening period. 

The newest compact, Chevy II, 
began to gather momentum in the 
final 10-day period after strike-in- 
duced shortages hobbled its intro- 
ductory period. 

Chevy II ran at the bottom of the 
compact file in the first two sales 
periods of October, but closed out 
the month by passing two of its 
established compact contenders, 
F'-85 and Lancer. 

* * 


* 

ENERAL MOTORS, with a rec- 

ord 275,394 sales in October, 
claimed 51.47 percent of the total 
domestic market. A month earlier, 
GM’s market share had been 45.05 
percent. 

Ford Motor Co.’s penetration 
of the October market was 28.07 
percent on 150,177 sales. Ford 
Motor’s showing, however, was 
depressed by production interrup- 
tions early in the month. In Sep- 
tember, Ford Motor’s penetration 
was 33.44 percent. 

Chrysler Corp., with 61,591 sales, 
had a penetration of 11.51 percent. 
A month earlier, it took 12.74 per- 
cent. 

American Motors gathered 17.27 
percent of the market on 38,907 
sales, compared with 7.37 percent 
the previous month. 

Studebaker-P ackard, reporting 
8,975 sales, its best monthly total 





Studebaker 


this year, had a 1.68-percent sales 
share. Its September penetration 
was 1.40 percent. 
ak * ce 

gee the fina] 10-day period, GM’s 

share was 55.51 percent on 106,- 
430 sales; Ford Motor, 24.15 percent 
on 46,308 sales; Chrysler Corp., 11.35 
percent on 21,753 sales; AMC, 7.29 
percent on 138,969 sales, and S-P, 
1.70 percent on 3,254 sales. 

Sales by makes for the full 
month of October were: Standard 

(Continued on Page 4, Col, 5) 


Key GM Posts Go 
To Goodman, Cole, 


Knudsen, Estes 


HEVROLET ushered Semon E. 
(Bunky) Knudsen into the gen- 
eral manager’s. office last week. It 
seemed altogether fitting to the di- 
vision’s veteran dealers. 
Chevrolet has about 7,000 deal- 
ers. Approximately 1,400 of them 


J. E. Goodman E. N. Cole 
were selling Chevys when Wil- 
liam S. Knudsen was general 
manager of the division from 1924 
to 1933. 

Other dealers looked at the sec- 
ond-generation setup from another 
angle. 

“Bill Knudsen was general man- 


S. E, Knudsen 


E. M. Estes 


ager when my Dad got his Chevro- 
let franchise,” a Midwesterner re- 
called last week. “Now, 1 


(Continued on Page 45, Coil, 
ee ee 
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Big Stepup Needed to Meet Nov. Goal... 


Weekly Car Output Holds Steady 


week ending Nov. 4 to an estimat- 
ed 6,958. 


By John E, Walsh 
Staff Writer 


pyeeaeric production of cars in 
the first 10 working days of 
November has fallen almost 8 per- 
cent behind the average daily rate 
needed to achieve the industry’s 
goal of 675,000 units during the 
month. 

Makers turned out an estimated 
152,155 cars last week, 0.42 percent 


* * * 


ALCON’S total was down from 
13,195 to 8,368 as the Kansas 
City factory shut down for change- 
over to assembly of the Fairlane 
and Meteor. It had produced the 
Falcon and Comet. 
Comet output also was off slight- 
ly for the same reason, from 5,025 
to 3,673. 

















lanta, Dearborn and St. Louis. The 

latter started production of the 

Mercury last week after completing 

its buildout of ’61 Ford models. 
* * * 


7 Atlanta and Dearborn plants 
have just started producing the 
Fairlane and are not ready for 
overtime work yet, the company 
said. Trucks were produced Satur- 
day at Kansas City, but not at 
Mahwah, N. J., where only cars 


under the 152,940 assemblies the 
previous week, and brought the 
total for the month through Satur- 
day (Nov. 11) to 248,936. 


Although most plants contin- 
ued on overtime schedules, out- 
put of compact cars dropped by 
6 percent due principally to model 
changeovers at Ford’s Kansas 
City and San Jose (Calif.) plants. 


The San Jose plant, which has 
been building both Falcon and 
Comet, is dropping the latter in 
favor of the Fairlane, but will 
continue to turn out the Falcon. 
The shutdown last week for the 
switch from Comet slowed pro- 
duction of the Falcon there last 
week, the company reported. 

All Ford plants were on six days 


were assembled that day. 


Chevrolet plants in Atlanta, Flint, 
St. Louis, Willow Run and Oakland, 
Calif., were on six-day schedules for 
car assembly, and the rest were on 


five days. 

The only Chevrolet truck lines 
busy Saturday were at Atlanta, 
Flint, Kansas City, St. Louis and 
Janesville, Wis. The Baltimore 









Outside the Mercury Meteor— 


The two-door Mercury Meteor sedan is one of four body styles that will be available 
on the new “in-between” car scheduled to bow Nov. 30. The Meteor is nine inches 
longer than the Comet and nearly a foot shorter than the Monterey. It features unitized 
construction, a choice of six-cylinder or V-8 engine, self-adjusting brakes and tandem 
electric windshield wipers. The Meteor has a wheelbase of 116.5 inches and is 203.8 


inches long. 


The industry built 53,542 compact | except these two and those at At- 
cars last week, compared with 
56,938 in the week ended Nov. 4. In 
the comparable period last year, 
44,656 of the smaller cars were 
produced. 
ca * * 

ESPITE the lull in last week’s 

production pace, output still 
was up 9.6 percent over the 138,793 
units assembled in the comparable 
week a year ago. 

The average daily rate for the 
first 10 days of the month was 
24,893 units. If the industry is to 
reach the target of 675,000 by Nov. 
30, it will have to turn out about 
28,405 units on each ,of the remain- 
ing 15 working days. 

However, if the current rate re- 
mains unchanged for the rest of 
the month, the 25-day total will be 
approximately 642,330 units, 4.2 per- 
cent under the target. 

Production of ’62 models was 
boosted to an estimated 1,304,027 
units last week. The breakdown by 
company follows: 

General Motors, 631,887; Ford 
Motor, 358,680; Chrysler Corp., 192,- 
938; American Motors, 87,770; Stu- 
debaker-Packard, 31,468, and 
Checker, 1,284. 

Contributing to the lag is the 
fact that both the football and 
hunting seasons, and the result- 
ing absenteeism, have caused 
some curtailment of overtime 
production. 


To Drop ‘Lax 


By Maynard M. Gordon 
News Editor 


ORD MOTOR CO. has mounted 

a vigorous defense of factory 
crackdowns on dealers accused of 
not fulfilling franchise terms. 

In a Ford brief in a South Bend 
suit by a terminated Mercury 
dealer, the factory roasts the 
good-faith law with the sharpest 
language yet written in the five- 
year history of the controversial 
statute. 

In Tennessee, Ford has moved 
again to terminate a dealer in a 
case which resulted in affirmation 
of state factory-dealer relations 
laws by the United States Supreme 
Court. A new hearing in this case 
was held last month by the Ten- 
nessee Motor Vehicle Commission. 


The Tennessee hearing was at- 
tended by two officials of the Okla- 
homa Motor Vehicle Commission, 
which will on Dec. 5 try the test 
case involving a Ford dealer’s peti- 
tion to deport the Oklahoma City 
district sales manager, A. F. Love. 
Ford is expected to fight the peti- 
tion of Tulsa Dealer William C. 

However, some of this will be off-| Doenges through the courts, if 
set later by the Christmas-shopping | necessary. 
rush and the worker’s need for ie 
extra money. 

Some of the slack in compact-car 
production during the week was 
taken up by a boost in Chevy II 
output from 5,739 assemblies the 


TTACKING the constitutionality 
of the Automobile Dealers 
Franchise Act before South Bend 
Federal District Court, Ford de- 


This Week in Summary .. . 


Automotive News Review 


Engineering— 


New device keeps motorist apprised of how much gas his car is 
consuming, reporting fuel flow to dash-mounted instrument. Page 14. 


* * * 


Factory-Dealer Relations— 


Pontiac readies used-car conditioning plan for dealers, first phase 
of a new program aimed at improving dealer merchandising opera- 
tions. Page 16. 


Sales— 


Ford Division’s marketing research manager expects sales in 1962 
will be more like 1959 than 1955. Page 23. 

Record sales in last third of October boost month’s new-car deliv- 
eries to 535,044 units, factories report. Page 1. 


1 * * 


Management— 


General Motors moves Goodman, Cole, Knudsen and Estes to new 
posts in executive shuffle after Skinner retirement. Page 1. 


* * * 


Production— 


Car output by domestic makers in first 10 days of November lags 
behind rate needed to achieve month’s goal of 675,000 units. Page 2. 


* * * 


Dealers— 


Senator Smathers, Florida Democrat, urges cooperative dealer- 
factory campaign to discourage discount-house retailing of autos. 
Page 3. 





Ford Hotly Defends Right 








(Continued on Page 43, Col. 3) 


’ Dealers 


clares that the “Act operates to the 
detriment of the general public by 
tending to featherbed inefficient 
dealers in their franchises.” 

The plaintiff at South Bend, 
Blenke Brothers Co., Inc., was such 
an “inefficient dealer,” Ford con- 
tends. Dealership President Stanley 
J. Blenke “provided virtually no 
representation in South Bend for 
the sale of Mercury products,” ac- 
cording to the factory brief. 

Ford accuses Blenke of having 
brought on termination action by 
firing all dealership employes, 
other than relatives, bricking up 
the entrance to the service de- 
partment and leasing the dealer- 
ship premises to a food super- 
market. 

Blenke offered to resign voluntar- 
ily, in lieu of termination, for a 
settlement of $7,200 plus termina- 
tion benefits, says Ford. The factory 
refused to do this. Blenke got a 
termination notice effective Jan. 10, 
1959, nearly three years after he 
became a Mercury dealer in South 
Bend. He appealed unsuccessfully 
to the Ford Dealer Policy Board 
and filed suit for $165,000 damages 
under the good-faith law. 

“Manifestly,” -argues Ford, 
“sound, efficient, well-financed and 
properly located automobile dealers 
are the lifeline of the automobile 
manufacturer to the public. 


“The real issue in the case at 
bar is whether the defendant, both 
for its own survival in a highly 
competitive industry and in the in- 
terests of the car-buying public in 
a given locality, safely may termi- 
nate its sales agreement with an 
inefficient dealer — here a dealer 
who had effectively ceased selling | tion was 12.71 percent in December, 
automotive products — without] 1959, 
being subject to a long and expen- acre +e 
sive trial under the amorphous con- vas year, imports have been 
cepts of the Act.” steadily increasing their market 

on ee share since last May, when they 

ORD says the law seems to out- recorded 6.42 percent. : 

F law warnings of termination Through the first nine months 
action to dealers who sell cars, but ee 

refuse to service them. This restric- 
tion might even apply to a factory 
service representative’s telling a 
dealer he needs a special wrench 
if the dealer does not have one, 
the company adds. 

“Is a jury now to review the de- 
fendant’s (Ford’s) distribution of 


Inside the Meteor— 


Heater controls are at right of radio. For 


yo untouched by the 
market collapse that hit domes- 
tic cars in September, imports 
notched a 20-month high in their 
share of new-car registrations. 

With 33,309 registrations, im- 
ports scored a penetration of 8.99 
percent during the month. This 
compared with 35,070 and 7.45 
percent a month earlier and 
40,411 and 8.82 percent a year 
earlier. 

Although volume in September 
was the lowest recorded (by a rela- 
tively small margin) for imports 
since last April, penetration was at 
the highest level achieved since 
January, 1960, when imports scored 
9.40 percent on 40,420 registrations. 
Aliltime high for import penetra- 





Sales Score 
For Imports 


New imported-car registrations 
for September: 


1961 1960 
(Continued on Page 42, Col. 3) Pos. Make Pos, 
1—14,887 Volkswagen 13,900— 1 
2— 4,696 Renault 4,165— 2 
; ; 3— 1,514 Volvo 1,375— 8 
Goodyear Ad justs Prices 1 186 ‘Triumph ‘saa 6 
On All Truck Tires 5— 1,172 Msoresee- 
AKRON.—Goodyear Tire & | ¢— 849 Austin- rr 
Rubber Co. has adjusted list Healey 1,309— 9 
prices and dealer discount struc- 7— 348 MG * 
tures on all sizes of truck tires 8— 845 Fiat 1,520— 7 
“to reflect more accurately the 9— 807 Metropolitan * 
existing selling prices in the in- 10— 705 Simca 2,010— 3 
dustry.” * Opel 1,856— 4 
O. E. Miles, vice-president, said * English 
the adjustment would result in Ford 1,556— 5 
decreases in list prices ranging 5,740 All 
from 5 to 23.2 percent, depending Others 9,907 
on size and type. Passenger and Total All Makes 
farm tire prices remain un- 33,309 40,441 


changed. *—Not in Top Ten. 





Highest in 20 Months . 









Driver's compartment of new “in-between"’ Mercury Meteor shows trim, off-center 
instrument cluster with horizontal speedometer, circular housings for other gauges, 


firm, positive lock, doors have interlocking 


double-toggle locks. Car shown has automatic transmission, although Meteor is nor- 
mally equipped with a standard transmission. 





Import Penetration Up 


of this year, import registrations 
numbered 293,574, compared with 
397,268 a year earlier. Penetration 
was 6.95 percent, compared with 
8.04 percent in the 1960 period. 
Except for 1959 and 1960, import 
registrations are running ahead of 
(Continued on Page 8, Col. 5) 


Auto Executives 


Asked to Testify 
On Import Impact 


WASHINGTON. — Representa- 
tives of the automobile industry 
have been invited to testify before 
a House Subcommittee on the im- 
pact of imports and exports on 
American employment. 

Subcommittee Chairman John H. 
Dent, Pennsylvania Democrat, said: 
“Considering that the subcommit- 
tee ceases to function on Jan. 31, 
1962, unless it is reestablished, it is 
important that as many industries 
as possible be given their day in 
court before that date.” 

The scheduled seven days of 
hearings in late November and 
early December will cover all as- 
pects of foreign trade as it is re- 
lated to employment in any area of 
the country or any segment of the 
economy. 

The subcommittee counsel told 
Automotive News that letters of in- 
vitation had gone to Henry Ford I, 
Frederic G. Donner and George 
Romney. The Automobile Manufac- 
turers Assn. was sent an invitation 
and the Truck-Trailer Manufac- 
turers Assn. is being sent one. 

The subcommittee would prefer 
an industry spokesman who cal 
give facts and figures on a gener 
management level although “any 
public figure who has made open 
statements on foreign competition 
has been invited “in order that the 
record be as complete and compre 
hensive as possible.” 

The auto industry is only one 
among many that the Dent Sub 
committee is investigating. Others 
include power generating equip 
ment, machinery and machine tools, 
crude oil, motion pictures, shipping 

j and shipbuilding, and chemicals. 








= - -= 


awe e oO ews ee 


es 
to 
al 
3 
as 
De 
wi 
P' 
wi 
De 


th 











ible 
hes 
zed 
Jem 
3.8 


iter 
jes. 
ing 
jor- 


mn 


ort 


fa- 
Ty 
re 


\C* 





AUTOMOTIVE NEWS, NOVEMBER 13, 1961 





QUESTION close to the hearts 

of most of us is how come 
Khrushchev, with a product infi- 
nitely inferior to ours, seems to out- 
gel us all over 
the world. i 
Auto men in 
Detroit heard a 
former auto- 
motive ad writer 
give an interest- 
ing explanation 
of this phenome- 
non at the Eco- 
nomic Club’ of 
Detroit the other 


The answer, in Charles H. Brower 
essence, is that Mr. K is organized 
to sell and we're not. 

We should either do something 
about it or stop asking the ques- 
tion, according to Charles H. Brow- 
ft, president of Batton, Barton, 

tine & Osborne, an advertising 
Birt which has the Dodge ac- 


count. Stn 


wertising Ideas 

YRON J. NICHOLS, general 

manager of Dodge, introduced 

wer at the Economic Club, He 
said he first met him when he was 
assistant advertising manager of 
DeSoto and Brower chief copy 
writer for BBD&O. Brower had 
spent the morning in conference 
with Clarence Bleicher, who headed 
DeSoto at the time. Brower, after 
the session with Bleicher, dropped 
in to see Nichols, who had not at- 
tended the meeting, and remarked 
that “I’ve been playing handball 
with Mr. Bleicher all morning. I 
was the ball.” 

Nichols passed on some ideas on 
advertising he gathered through the 
years from Brower: 

“The advertising business is 
simple. People are what make it 
complicated. 

“There is no hard sell or soft sell, 
just a smart sell and a stupid sell.” 

This one Brower passed on him- 
self: “A smart dime can never beat 
a dumb dollar.” 

cS * * 


This Is No Joke 


— Brower wasn’t joking about 
the program to sell America. He 
referred to a statement by Lyndon 
Johnson, vice-president of the 
United States, who said on his re- 
turn from India: 

“The United States has not sold 
itself to the world. A nation that 
knows how to popularize corn 
flakes and luxury automobiles cer- 
tainly ought to be able to tell the 
world the simple truth about what 
it is doing and why it is doing it.” 

Brower pointed out that corn 
flakes are not sold by the presi- 
dent of the cereal company nor 


Factory Store Opened 


By Studebaker in Miami 


MIAMI. — Studebaker-Miami, a 
factory retail store, has opened at 
N. E. Second Ave. and 22nd St. 

The grand opening featured free 
refreshments and an essay contest 
with a midget Lark us the prize. 
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Used-Car Market Report 





[Tealer Forum 


by Robert M. Finlay 


automobiles by the presidents of 
the auto makers. 

“In every case,” he said, “there is 
a sales staff and an advertising 
staff in the office — and a larger 
Staff in the field. 

“Yet the United States—the larg- 
est enterprise in the world — has 
long been content to leave all sales 
functions up to its president, who 
is already overburdened with more 
assignments than 10 men could rea- 


sonably undertake, 
* + * 


U. S. Needs Sales Chief 


“WE NEED a sales manager. We 
need an advertising manager. 
And we need a staff in the field — 
and the field in this case is the 
whole world.” 

Brower is not optimistic about 
the government using the creative 
skills of advertising against the 
enemy, for, as he says, tuning into 


the Washington-New York-Harvard |# 


line, you hear: 

Voice 1: Arthur Schlesinger jr.: 
There is an evil alliance between 
the producers who live by the 
creation of consumer wants and 
the big advertisers who have 
mastered the technology of cre- 
ating wants where none existed 
before... 

Voice 2: Kenneth Galbraith: The 
advertising man is a man who de- 
vises a nostrum for a non-existent 
need, and then successfully pro- 
motes both. 

Voice 3: (Long distance from 
England) Dr. Arnold Toynbee: Ad- 
vertising is not only un-Christian, 
but basically un-American. 

Voice 4: Alvin H. Hanson, profes- 
sor emeritus of political economy, 
Harvard: Advertising is a form of 
inverted education to make people 
believe things that are not so. 

* * * 


Spirit in Scarcity? 

p_ROwsER says that the common 
denominator of such people is 

sophistication . . . or over-sophis- 

tication. They have a sentimental 

nostalgia for a world they never 

knew, a primitive world. 

“Once you fall for the idea that 
there is something spiritual about 
scarcity,” said Brower, “it follows 
that there is something brutaliz- 
ing about plenty. Material suc- 
cess must then be the result of 
materialistic goals. And there 
has to be something nasty about 
a society where the feeding prob- 
lem is over-eating instead of 
starvation.” 

The thing “our dandy little 
dreamers” forget, said Brower, is 
how America was made ... of wave 
after wave of immigrants fighting 
to escape the very kind of primitive 
living that the dreamers espouse. 

Brower suggested that the de- 
partment to sell America should 
be of cabinet rank and might be 
called the Department of World 
Affairs. It might develop a peace 
corps in reverse, made up of bright 
young minds from other countries 
brought here to learn of America 


and then to return home. 
* * ok r 


To Educate Us 


‘Tt MIGHT help,” he said, “to edu- 
cate us—for one of the reasons 
we cannot sell the United States 
abroad is that too few of us sales- 
men really know our product.” 

To Americans, the fatal flaw of 
Communism is that it requires a 
police state to make it work. Our 
system works on the basis of in- 
dividual freedom—a freedom we 
are willing to fight for. 

In the areas where Communism 
has proved attractive there never 
was a tradition of individual free- 
dom—and it is this tradition that 
is the life blood of the American 
capitalistic society, rather than the 
materialism which seems to catch 
the eye of the rest of the world. 

It seems always more difficult to 
sell freedom instead of bread, but, 
as Gandhi once said, one should not 
hesitate to start something just be- 
cause one cannot anticipate the 
answers to all the difficulties that 
may arise. 









Okla. Case Brings Three 
From Ford to Parley 


TULSA. — Ford Motor sent 
three unexpected visitors to the 
convention here last week of the 
Oklahoma Automobile Dealers 
Assn. They were Duane D. Freese 
and Thomas H. Holden, members 
of the Ford Dealer Policy Board, 
and C. H. Arnold, Ford Division 
dealer relations manager. 


Freese said the factory officials 
came to Oklahoma because of the 
complaint by Tulsa Dealer Wil- 
liam C. Doenges against A, F. 
Love, Ford Division’s district 
sales manager at Oklahoma City. 


“We are here to find out, if pos- 
sible, the feeling and attitude of 
dealers concerning this matter,” 
Freese said. 








Florida Dealers Elect Officers— 


Fla. Assn. Hears Senator Smathers. . . 





Dealer-Factory Drive 
On Discounters Urged 


FORT LAUDERDALE, Fla.—A 
joint dealer-manufacturer advertis- 
ing and public relations program 
was proposed here by Senator 
George A. Smath- 
ers, Florida Dem- 
ocrat, to discour- 
age auto retail- 
ing by discount 
houses. 

Smathers ad- 
dressed the an- 
nual convention 
of the Florida 
Automobile Deal- 
ers Assn. 

“Even the most 
cost - conscious 


G. A. Smathers 





Frank S. Edelen, Miami, second from right, retiring president of the Florida Automo- 
bile Dealers Assn., congratulates his successor, Gordon Thompson, Jacksonville. Looking 
on are Howard W. Mitchell, left, Pensacola, the new secretary-treasurer, and Don 


Schulstad, Tampa, first vice-president. 


Oklahoma Dealers Warned 


Of Peril to Franchises 


TULSA.—Federal trust indict- 
ments in California resulting from 
efforts to shut off new cars to dis- 
count houses could make fran- 
chised dealers “disappear from the 
face of the earth,” delegates to the 
Oklahoma Automobile Dealers 
Assn. convention were warned last 
week. 

H. Mead Norton, Oklahoma di- 
rector for the National Automo- 
bile Dealers Assn., warned the 
Oklahoma dealers to keep “a 
sharp eye” on the progress of the 
California case. 

If the government’s action should 
spread to nationwide proportion, 
Norton said, “within five years it is 
conceivable that the last segment 
of the free enterprise system in the 
United States—the franchised auto- 
mobile dealer—will disappear from 
the face of the earth.” 

Oklahoma has one discount house 
that Norton said is selling a few 
automobiles. 

“Don’t forget,’ he said, “that 
these new vehicles are coming 
from some franchised dealer.” 

The delegates also heard a “Task 
Force Report—Past, Present and 
Future,” from Sam H. White, Hous- 
ton, a member of the Task Force 
Committee of the NADA, an Olds- 
mobile dealer and the NADA direc- 
tor for South Texas. 

Harold R. Draper, NADA busi- 





Ohio Dealers to Seek 
Compulsory Auto Exams 


CLEVELAND. — Phil Snyder 
(Ford), president of the Cleve- 
land Automobile Dealers Assn., 
said his group, in cooperation 
with the Ohio Automobile Deal- 
ers Assn., will press for passage 
of a compulsory-examination law 
for all motor vehicles. 

Snyder said cars from states 
having compulsory examinations 
bring better prices on the used- 
car market. He also noted that 
the safety factor is another vital 
consideration that will spark the 
move to bring the legislation be- 
fore the Ohio Assembly. 





ness Management consultant, con- 
ducted a clinic on the subject, 
“Business with a Profit.” 

Other speakers included Warren 
A. King, Life magazine automotive 
advertising manager, and Joe Ed- 
wards, president, Automobile Deal- 
ers Mutual Insurance Co. 

The following new officers were 
elected: President, W. G. Horton 
(Ford), Oklahoma City; vice- 
president, R. W. White (Chevro- 
let), Tulsa, and secretary-treas- 
urer, Jack Clark (Dodge), 
Oklahoma City. 

Elected zone vice-presidents were 
Jim Fleming, Pryor; Ray Cox, 
Tulsa; Bill Thomas, Stillwater; 
Stanley Stuart, Enid; W. G. Phil- 
lips, Norman; Emmett Darby; 
George Caudill, Hobart; Bill Gover, 
Clinton; Orval Spann, Ada, and 
L. V. McCann, McAlester. 

Roy Tant, who was reelected sec- 
retary-manager, said attendance 
at the 28th annual convention was 
the largest of the last six years. 





in case .. 


a& 
Wemhoff 
to trade associations and also exempts association from paying 





taxes on members’ dues . . 


bership campaign . 


percent in 1955. . 





On the House... 


While the possibility of Federal price and wage 
controls seem remote at the moment, it might not 
be a bad idea for dealers to take a close look at 
their customer labor rate and employe wage levels, 
making any adjustments they can live with, just 
. Many dealers will find themselves in 
dire financial trouble if they operate in 1962 as they 
did in 1961 despite the increased factory holdback, 
cautions the Illinois association. “The customer is 
king but not to the point of jeopardizing your 
business existence.” . 

Dealer groups are launching drive to get Boggs 

Bill passed; it exempts from taxation dues paid 





. National Capital dealers have nomi- 
nated Floyd Akers (Cadillac-Olds) for Saturday Evening Post 
quality-dealer award ... Ohio association has kicked off big mem- 


Virginia has 264 fewer franchised dealers than in 1955; new-car 
figure is now 718 while truck franchises total 116. But state associa- 
tion now has 92 percent of membership potential, compared with 82 
. Both new and used-car dealers have joined in 
forming the “Lane County Quality Dealers” group in Eugene-Spring- 
field, Ore. Has adopted code of ethics on advertising, financing, etc. 


buyer realizes that an automobile 
is a big purchase, where perform- 
ance, satisfaction and safety of op- 
eration are paramount,” he said. 
“But current advertising does not 
bring home forcefully enough that 
these qualities can be achieved only 
when the dealer—an expert—sells 
and services,’ Smathers continued. 
He suggested that the factory 
devote a larger share of its ad 
budget “toward building up the 
authorized new-car dealer as the 
personal friend of the consumer. 
“Certainly no manufacturer is 
better than the sales organization 
he develops to market his prod- 
uct,” Smathers said. “A dollar spent 
to strengthen this area of his oper- 
ation would be both in his own 
self interest and the broader public 
interest.” 
The discount house is here to 
stay, the senator continued, but the 
auto dealer has one big selling 


\|; point that some other forms of 


retailing do not have. 

“In the sale of new automobiles, 
there is a unique requirement that 
the discount house cannot assume 
because it is contrary to its theory 
of marketing,” he said. 

“The discount house minimizes 
customer and product services, 
yet a new automobile is a com- 
plex and delicate piece of ma- 
chinery. Who but the dealer can 
provide the 12-12 warranty serv- 

ice and give continuing service? 


“And here too, the public has an 
interest,” Smathers said. “Beyond 
fulfillment of the warranty, an 
automobile without proper main- 
tenance before and after delivery 
can become a public safety hazard 
on the highway and an unnecessary 
economic risk to the owner.” 

The senator said he could not 
predict the outcome of the Califor- 
nia indictment against General Mo- 
tors on antitrust charges in a dis- 
count-house case. 

He added that Federal legislation 
probably would be needed to “clear 
up the matter of discount-house op- 
erations.” After hearings, he said, 
such legislation might be intro- 
duced by the Small Business Com- 
mittee, of which he is chairman. 

Thomas F. Abbott jr., National 
Automobile Dealers Assn. presi- 
dent, spoke on “Your NADA Sell- 
ing and Service Mobility.” 

Other speakers included Dr. 

Carl S. Winters, General Motors 

special lecturer; Warren A. King, 

Life magazine automotive mer- 

chandiser, and Jack Diffin, Buf- 

falo sales authority. 

Gordon Thompson, Gordon 
Thompson Chevrolet, Jacksonville, 
was named president of the FADA, 
succeeding Frank S, Edelen, Miami 
Buick dealer. 

Other new officers are Don Schul- 
stad, Schulstad Rambler, Tampa, 
first vice-president, and Howard W. 
Mitchell, Mitchell Motors, Pensa- 
cola, secretary-treasurer. 


















—Pete Wemuorr, Editor, 
Automotive News 
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Quality Sought First. . . 





Factories Go Slow 
On Inventory Boost 


(Continued from Page 1) 


judging by materials orders, but 
the assembly plants learned a 
costly lesson last winter and are 
laying off the boom button until 
the picture is clearer. 

There is no question about the 
market from the dealer standpoint, 
however. Dealer after dealer is cry- 
ing for more merchandise. 

The Omaha World Herald head- 
lined a roundup story as follows: 
“Demand High for New Cars. 
Omaha Dealers Need Greater Sup- 
ply.” 

Philip Gerelick, president of the 
Omaha New Car Dealers Assn., de- 
scribed demand as “terrific.” An- 
other Omaha dealer said many 
prospects were waiting for inven- 
tories to fill up before coming in 
to place their orders. 

a * . 
CHEVROLET dealer in the 
Nebraska metropolis said his 

43 orders for new cars at Nov. 1 
were up 10 percent from the same 
date in each of the last two years. 

Elsewhere throughout the nation, 
the trend of model shortages was 
as follows: 

Michigan Lincoln-Mercury: “Due 
to strike, whole inventory is low.” 
Had 25-day supply, with five ’61s. 

Oregon Buick: Short of large 
Buicks, No ’61s left and only five- 
day supply of Specials. 

South Carolina Studebaker: No 
shortages. Sixty-day supply of 
62s and ’61s, including 18 of the 
latter. 

California Buick: Short of Sky- 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 


Cars Cars in 

in Transit Total 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan, 1, ’51.... 305,888 89,900 404,788 
July 1, ’51.... 357,606 90,700 448,306 
Jan, 1, ’52.... 224,968 31-000 255,968 
duly 1, ’52.... 193,462 84,500 277,962 
dan, 1, °53.... 291,671 83,300 374,971 
duly 1, ’53.... 479,698 82,800 562, 
Jan. 1, ’54.... 428,125 36,600 464,725 
duly 1, ’54.... 445,665 62,500 508,165 
Jan, 1, ’55.... 293,881 68,500 362,381 
April 1, ’55.... 544,038 99,500 643,538 
duly 1, ’55.... 736,591 77,000 813,591 
Oct. 1, °55.... 489,475 48,900 538,375 
dan, 1, °56.... 755,177 53,300 808,477 
April 1, ’56.... 827,977 68,100 898,669 
duly 1, ’56.... 613,451 50,568 679,596 
Oct. 1, ’56.... 288,103 25,900 314,003 
Nov. 1, '56.... 212,967 65,008 277,975 
Dec. 1, ’56.... 318,587 719,656 398,243 
dan, 1, °57.... 461,850 50,168 512,018 
Feb. 1, ’57.... 561,934 68,100 630,034 
Mar. 1, °57.... 664,608 68,400 133,008 
April 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 137,205 
dune 1, °57.... 124,329 63,420 187,749 
duly 1, °57.... 682,121 63,090 745,211 
Aug, 1, ’57.... 645,445 59,300 704,745 
Sept, 1, 57.... 684,484 45,052 729,536 
Oct, 1, °57.... 547,549 25,085 572,634 
Nov. 1, °57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, ’58.... 725,003 54,100 779,103 
Mar. 1, ’58.... 821,566 44,000 865,566 
April 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
June 1, ’58.... 704,751 36,500 741,251 
duly 1, °58.... 630,598 45,000 675,598 
Aug. 1, ’58.... 600,656 30,000 630,656 
Sept, 1, ’58.... 455,984 7,700 463,684 
Oct, 1, ’58.... 291,397 21,500 312,897 
Nov. 1, ’58.... 241,382 45,100 286,482 
Dec, 1, ’58.... 387,131 713,200 460,331 
Jan, 1, ’59.... 477,099 67,000 544,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’59.... 643,239 63,600 706,839 
April 1, °59.... 710,382 66,620 177,002 
May 1, ’59.... 766,185 68,000 $34,185 
June 1, ’59.... 845,920 63,300 900,220 
July 1, °59.... 844,152 64,000 908,152 
Aug. 1, °59.... 928,390 48,000 976,390 
Sept. 1, '59.... 688,035 15,000 703,035 
Oct, 1, ’59.... 467,038 52,500 519,538 
Nov. 1, ’59.... 472,409 51,000 523,909 
Dec, 1, ’59.... 387,972 20,000 407,972 
Jan, 1, ’60.... 510,467 56,000 566,467 
Feb, 1, ’60.... 687,153 85,200 172,353 
Mar. 1, ’60.... 862,334 77,000 939,334 
April 1, ’60.... 934,427 72,000 1,006,427 
May 1, ’60. 942,894 66,800 1,009,694 
June 1, ’60.... 953,090 71,000 1,024,090 
July 1, ’60.... 994,967 44,000 1,038,967 
Aug. 1, ’60.... 980,134 38,200 1,018,334 
Sept, 1, ’60.... 852,981 28,500 881,481 
Oct, 1, °60.... 784,677 71,000 855,677 
Nov, 1, ’60.... 840,450 73,300 913,750 
Dec. 1, ’60.... 892,627 67,500 960,127 
Jan, 1, ’61.... 953,603 41,525 995,128 
Feb, 1, ’61.... 973,845 50,000 1,023,845 
Mar, 1, ’61.... 974,420 44,000 1,018,420 
April 1, ’61.... 881,583 53,600 935,183 
May 1, ’61.... 854,241 61,000 915,241 
June 1, ’61.... 841,714 63,500 905,214 
July 1, ’61.... 854,547 61,500 916,047 
Aug. 1, ’61.... 832,319 55,000 $87,319 
Sept, 1, ’61.... 598,253 45,000 643,253 
Oct. 1, ’61.... 593,060 85,000 *678,060 
Nov. 1, ’61.... 576,557 101,000 677,557 


+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 


and factories, and demonstrators. 
* Revised. 
a ———— 


larks and Electra 225s. No ’61s and 
11-day float of ,’62s. 

Utah Plymouth: Two-door hard- 
tops scarce. Stockpile includes 35 
days of ’62s and five ’61s, good for 
15 days, 

Texas Ford: Bucket-seat models 
needed. Thirty-five days’ supply of 
new cars includes 13 ’61s. 

* * ea 
eA Oldsmobile: Every- 
thing short. Supply worth eight 
days, with two ’61s. 

Pennsylvania Lincoln - Mercury: 
Four-door sedans missing. Only one 
’61 in 15-day supply. 

Florida Rambler: Also left with 
one ’61 in 40-day supply. Needs 
Classics with automatic trans- 
mission. 

Ohio Chevrolet: All Corvairs 
short, except wagons, Five-day 
stock includes five “new” and 22 
“official” cars. 

Mississippi Chrysler - Plymouth: 
Valiant Signets scarce. Has 45-day 
supply, with three ’61s. 

Florida Cadillac-Pontiac: All 
models missing. Has five-day sup- 
ply with two ’61s, 

* ok 


* 
ALIFORNIA Rambler: Needs 
“all top-line models.” Supply at 
45 days, with 50 ’61s. 
Iowa Dodge: Five-day supply 
with two ’61s. Lancers needed. 
Colorado Chevrolet: “Main vol- 
ume models” short. Has 15-day 
float with seven ’6ls. 
Pennsylvania Ford: Four ’61s in- 
cluded in 60-day supply. Two-door 
and four-door sedans missing. 
Connecticut Buick: “All models 
very tight.” Twenty-day supply in- 
cludes two ’61s. 
Ohio Ford: Falcons short. Supply 


of 15 days includes two ’6\1s. 
* a * 


aaNoe Dodge: All models short 
in thin 30-day supply, which in- 
cludes two ’61s. 

Michigan Ford: No shortages, 
with supply of 30 days including 
eight ’61s. 

Wisconsin Dodge: Wants more 
Lancer GTs and Polara 500s. Has 
60-day supply including 10 ’61s. 

North Dakota Chrysler-Plym- 
outh: Short of Newport, 300 and 
Plymouth wagons. Twenty-four 
day float has three ’61s. 

Indiana Dodge: Needs convert- 
ibles and hardtops to round out 
30-day supply of ’62s and 10-day 
supply of ’61s, with carryovers 
numbering 12 units. 

Alaska Rambler: 
includes four ’61s. 

—Maynarp M. Gorvon 


60-day supply 





Fire Hits Roa Motors 
ATLANTA.—Fire damaged Roa 
Motors, Inc., Renault-Peugeot deal- 
er here, destroying or damaging 65 
new and used cars. Jack Sharkey, 


| general manager, said he was un- 


able to estimate damage. 


oa a i 


Cars Exhibited on Tampa Street— 

Sixteen members of the Tampa (Fla.) Automobile Dealers Assn. exhibited 96 new 
models in a four-block downtown area in conjunction with the Downtown Tampa Coun- 
cil and city officials. Merchants furnished prizes that were given away hourly, the top 
award being a trip to Nassau for two, It was the most successful auto show ever held 
in Tampa, according to Don Schulstad, TADA president. 





Late Report... 
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Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $8 last week to $954, according to Automotive News’ index. 
It had been $1,079 a year earlier, when the index included current 


models. 


Despite the overall setback, gains last week amounted to $18 on 
60s, $15 on ’58s, $7 on ’54s and $2 on ’61s. Losses amounted to $17 
on ’55s and ’59s, $25 on ’56s and $42 on ’57s. New lows were estab- 
lished for ’59s, ’57s and ’56s. In the case of ’59s, the previous low 
had been established early last March. 

At a group of representatiye auctions last week, the sales ratio 
was 66.1 percent, compared with 69.9 percent a week earlier. Last 
week’s ratio was the lowest recorded since the week of Jan, 2. 


Auction reports begin on Page 34. 





New GM Discount Suit 
Filed by L. A. ‘Broker’ 


(Continued from Page 1) 


continuous supply of said automo- 
biles from said defendants until 
the unlawful acts and things done 
by defendants, as more particularly 
hereinafter described.” 

cs * oe 

ECTION 17 of the complaint 

states “that plaintiff, in the 

conduct of his business as afore- 
said, entered into contracts and re- 
ceived commitments for the supply 
and purchase of Chevrolet automo- 
biles from various of the defend- 
ants named herein. Plaintiff relied 
upon a ready source of supply of 
Chevrolet automobiles from defend- 
ants pursuant to said contract and 
commitments. 

“By reason of such reliance by 
plaintiff, and the representation 
and promises of defendants, as 
aforesaid, plaintiff assured his 
customers that new Chevrolet au- 
tomobiles could and would be sold 
and delivered to them on terms 
and conditions dictated and re- 
flected by a free, open and com- 
petitive market.” 

Defendants listed in Chico’s com- 
plaint are alleged to have “agreed 
to exclude, eliminate, suppress, re- 
strain, and restrict competition in 
the marketing, distribution and sale 
of new Chevrolet automobiles in 
the Southern California area.” 

* x = 
7 complaint charges that this 
was done in the following man- 
ner: 

“By boycotting and preventing 
plaintiff and his customers, and 
others similarly situated, from pur- 
chasing new Chevrolet automobiles 
at prices agreed upon and dictated 
by a free, open and competitive 
market. 

“By preventing Chevrolet deal- 
ers from entering into agree- 
ments, orders and contracts for 
the sale of new Chevrolet auto- 
mobiles to persons or organiza- 
tions, including plaintiff herein, 
other than those persons or or- 
ganizations having the express 





approval and sanction of defend- 
ant, General Motors. 

“By boycotts and sanctions 
threated and/or imposed against 
any Chevrolet dealer who supplies 
or attempts to supply, new Chevro- 
let automobiles to plaintiff, or to 
others similarly situated. Also, by 
use of ‘shoppers’ for the purpose of 
identifying dealers who had agree- 
ments with plaintiff, and others 
similarly situated, for supplies of 
Chevrolet automobiles.” 

Eight other paragraphs listed ad- 
ditional allegations of the com- 
plaint. 

* * * 


FURTHER section of the com- 

plaint states, “wherefore, plain- 
tiff prays: That defendants, and 
each of them, and all of their re- 
spective agents and employes, and 
all persons acting or claiming to 
act on behalf of them, or any of 
them, be perpetually enjoined from 
further engaging in or carrying out 
said combination conspiracy, or 
from doing any act in furtherance 
thereof or from engaging in any 
similar contracts, combination and 
conspiracy, having the same gen- 
eral purpose and effect; and spe- 
cifically from interfering by or 
through any manner or means with 
plaintiff’s ready source of supply of 
new Chevrolet automobiles on 
terms and conditions dictated and 
reflected by a free, open and com- 
petitive market.” 

In his complaint, Chico claims 
that from Jan. 1, 1960, to Nov. 30, 
1960, his gross sales of new cars 
totalled nearly $2 million. Of this, 
nearly $800,000 resulted from sales 
of Chevrolets. The complaint states 
that gross profit from total sales 
was approximately $188,713 and net 
profit approximated $87,313. (On 
the basis of $2,500 a unit, this is 
760 units in 11 months, at a gross 
profit per unit of about $248 and a 
net profit per unit of about $115.) 

The civil action was filed by 

Attorneys Joseph P. Kelly jr. and 

W. Lanthody, acting for Chico. 

Comments regarding the suit 
were not available to AUTOMOTIVE 
NEws, as, by the middle of the sec- 
ond day following filing, none of 
the dealer defendants or dealer as- 
sociations had been served. The 
Los Angeles office of General Mo- 
tors had nothing to say regarding 
the suit. 

A local automotive attorney 
pointed out that a civil action, such 
as Chico’s complaint, is filed under 
a provision of the Clayton Act, 
which provides that if the govern- 
ment proceeds to trial with an anti- 
trust indictment, and the defend- 
ants are convicted, evidence of that 
conviction is usable in a civil suit. 
It then becomes a matter for the 
plaintiff to prove he was actually 
injured, and extent of the injuries, 
by acts leading to conviction under 
the antitrust indictment. 


Renault Sales Climb 


15.7% Over Year Ago 


NEW YORK. — United States 
sales of Renault cars in October 
totalled 4,078 units, a 15.7 percent 
increase over the 3,496 units sold 
during the same period a year ago, 
Vincent Grob, president of Renault, 
Inc., announced. 


Month-End Sales 
Break Record 


GM, Lark Set Pace; 
Chevy If Volume Up 


(Continued from Page 1) 






Chevrolet, a record 120,394; stand- 
ard Ford, 73,850; Falcon, 43,559. 
Rambler, a record 38,907: Corvair, 
29,520; Oldsmobile, 29,174; Pon’ 
tiac, 28,396; Buick, 22,099; Comet, 
18,122; Plymouth, 16,410; Dodge, 
15,581; Cadillac, 13,869; Valiant, 
11,710; Mercury, 11,542; Tem 
11,334; Chrysler, 10,349; Studebak- 
er, 8,975; Buick Special, 8,394. 
F-85, 6,402; Lancer, 6,318; Chevy 
Il, 5,512; Lincoln, 3,113, and Im- 
perial, 1,223. 

For the final 10-day Period, vol- 
ume was as follows: Standarg 
Chevrolet, 46,150; standard Ford 
22,959; Rambler, 13,969; Falcon 
13,441; Oldsmobile, 11,705; Corvair 
10,760; Pontiac, 10,715; Buick, 8117: 
Plymouth, 5,906; Comet, 5,692; Cad. 
illac, 5,666; Dodge, 5,327; Tempest, 
4,232; Valiant, 4,216; Chrysler, 3587. 
Buick Special, 3,398; Mercury, 
3,274; Studebaker, 3,254; Chevy fa 
3,199; F-85, 2,488; Lancer, 2,233: 
Lincoln, 942, and Imperial, 484, ; 

Daily sales rate in the final 10-day 
period was 21,301, compared with 
19,503 in the mid-October period 
and 20,882 in the first 10 days, 

* * * 


























= record showing 
in October exceeded by 16.4 per- 
cent its previous October high of 
133,531, established in 1959. The 
month’s sales were also about 174 
percent above October, 1960. 

Ford Division sales in October 
reflected a 25-percent increase 
over the previous month, said 
Lee A. Iacocca, general manager. 

“This sales performance, despite 
low dealer stocks resulting from 
the recent nationwide strike at 
Ford Motor Co., indicates the tre- 
mendous potential presently inher- 
ent in the market,” he said. 

He predicted that when dealer 
stocks of present products are back 
to normal levels and a sufficient 
supply of the division’s new Fair- 
lane series is available, Ford sales 
would reach record levels. The 
Fairlane will be introduced to the 
public Nov. 16. 

ra 























* + 

TUDEBAKER sales in October 

were the best for any month 
since June, 1960, said Lewis E. 
Minkel, marketing vice-president. 
Setting the pace for Studebaker, he 
said, is the Lark four-door sedan. 

Rambler sales posted an all- 
time retail record for October, 
said Roy Abernethy, executive 
vice-president. They were up 
more than 2,000 units over the 
year-ago month, the first time 
this year that a monthly total had 
exceeded the corresponding 1960 
figure. 

Pontiac’s total for the month rep- 
resented the second-best October 
on record, the division said. 

“Customer orders continued to 
exceed our production and contin- 
uation of the present sales rate 
would make 1962 a record year for 
Pontiac,” a division spokesman 
said. . 

Oldsmobile said that dealer de- 
liveries in the final 10 days of the 
month were greater than in any 
similar October period in history. 

The division also has a record 
backlog of orders, said Emmet P. 


Feely, general sales manager. 
* * * 

















CTOBER sales for Buick were 

the best since 1955, said Ed- 
ward D. Rollert, general manager, 
adding that Buick is heading for 
its best selling year since 1957. 

Harold G. Warner, Cadillac 
general manager, said that more 
new Cadillacs were delivered 
during October than in any other 
month this year. The final 10 days 
also established a record as the 
best 10-day selling period of any 

October, he said. 

C. E. Briggs, general manager of 
Chrysler-Plymouth Division, 54! 
Chrysler sales in October were the 
best for any month this year and 
that Plymouth-Valiant sales have 
been exceeded in 1961 only by April 

Retail sales of Dodge cars com 
bined with Dodge trucks were the 
highest for any month since Apri 
said Byron J. Nichols, generé 
manager. 


















EXCLUSIVE 


KAAXATHE 
FIRST FULL 
STORY OF 
PRESIDENT 
KENNEDY’S 
WAR ADVEN- 
TURESK** 


This week, The Saturday Evening 
Post makes publishing history. It 
brings you the heroic account of 
Lt. John Kennedy at war. A grip- 
ping story that’s been authenti- 
cated by the President himself. 
m To get this exclusive report, 
writer Robert J. Donovan traveled 
halfway around the world. He vis- 
ited the South Pacific islands 
where the grim drama took place. 
He got eyewitness reports from 
every surviving member of the 
Kennedy crew. He interviewed the 
commander of the Japanese de- 
stroyer that sank Kennedy’s PT 
boat and he even located the Mel- 
anesian native who first spotted 
the shipwrecked men. @ This is 
a story of heroism, humor and 
heartbreak. After Kennedy’s PT 
boat was rammed to the bottom, he 
kept up his men’s morale in the 
nightmare swim across enemy 
waters. Using his teeth, he towed 
a badly burned shipmate to safety 
and helped his men—given up for 
dead—struggle to survival on a 
waterless island. @ Read “PT-109: 
The Adventure That Made A 
President’’* in this week’s Post 
and see the thrilling pictures taken 
on the spot by a team of Post 
photographers. 


A CURTIS MAGAZINE 


POST 


*PUBLISHED IN BOOK FORM BY McGRAWS+HILL 
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Higher than °55, ’58 Pacts... 


Adding Up Cost of Labor Peace 








HAT has been the cost of labor| $30 to $40 for production workers, 


peace in the automotive in- 
dustry and to keep a steady flow 
of cars moving into dealers’ show- 
room? One thing is 
known: It’s going to 
be more than either 
the 1955 or 1958 
labor pacts. 

None of the Big 
Three nor the United Auto Work- 
ers has put a price on their new 
three-year labor contracts, but in- 
dustry observers are estimating the 
cost at about 35 cents an hour per 
production employe over the life 
of the pacts. 

Both sides are leery about put- 
ting a price on the pacts for fear 
critics who might term the con- 
tracts inflationary—a term nei- 
ther the Big Three nor the UAW 
likes to hear—but it is estimated 
the new settlements will cost the 
companies some 6 cents an hour 
more per production employe 
than in 1958, and about 12 cents 
more than in 1955. 

Although Chrysler Corp. may 
have gained slight concessions in 
noneconomic benefits, Walter Reu- 
ther, UAW president, said the total 
economic package was comparable 
with GM and Ford benefits, and 
that “the company (Chrysler) has 
saved no money over the other 
companies,” he said. 

“There was no shortcutting on 
benefits anywhere,” Reuther said. 

* * * 


LABOR 
FRONT 


ENERAL MOTORS, Ford Mo- 
tor and Chrysler all agreed to 
continue the annual improvement 
factor pay raises of 6 cents an 
hour, or 2.5 percent, whichever is 
greater and continue the cost-of- 
living adjustment, which adds or 
subtracts one cent an hour when 
the Federal consumer price index 
moves one-half a percentage point. 

The companies also agreed to 

pay the full cost of hospital- 
medical insurance, whereas in the 
past they paid only half the cost, 
and agreed to pay half of the cost 
of hospital-medical insurance for 
retired workers. Observers feel 
that full payment of the hospital- 

medical plan is worth nearly 7 
cents an hour to workers. 

Two cents of the pay increase the 
workers normally would take home 
will be used to help pay the in- 
surance the first year of the con- 
tract. Also, the one-cent-an-hour 
cost-of-living increase will be used 
to pay a portion of the retired 
workers’ insurance plan and for 
increased pensions granted by the 
Big Three. 

Workers also received raises in 
jobless pay benefits, with the com- 
panies agreeing to a new short- 
workweek clause in which workers 
will receive 65 percent of their base 
pay for hours under 40 that they 
don’t work, 

In addition, supplemental unem- 
ployment benefits were extended 
from 26 to 52 weeks, and the maxi- 
mum that can be received from 
SUB payments was increased from 


Following Tradition— 


Chevrolet launched its 50th birthday 
celebration with a traditional cake-cutting 
ceremony in the General Motors Building, 
Detroit. Edward N. Cole, Chevrolet general 
manager, hands the first piece of cake to 
John F, Gordon, GM president. Chevrolet 
was incorporated Nov. 3, 1911. 





and in addition at Chrysler, from 
$30 to $50 for white collar workers 
covered by the union. 
a * a 
ACTUALLY, the contract pack- 
age gained. by the UAW at 
Chrysler was essentially the same 
aS agreements reached at GM and 
Ford, with one major difference. 
That was the setting up at Chrysler 
of a special reserve fund to pro- 
vide SUB payments for laid-off 
workers and those on short work- 
weeks. 

Production workers are sched- 
uled for a 6-cent-an-hour increase 
in pay, while 7,000 salaried work- 
ers at Chrysler will receive a flat 
pay increase of 3 percent in each 
of the three years. 


In the case of Chrysler, one cent 
of the annual wage increase will 
be earmarked for the SUB fund 
in the first year, and 2 cents in 
each of the remaining years. 

An amount equal to 2 cents an 
hour also will be diverted from 
the annual improvement factor for 
payment by Chrysler of the full 
cost of employes’ hospital-medical 
insurance. 

In addition, a $2 million contin- 
gency fund will be established by 
Chrysler to bolster the newly cre- 
ated SUB reserve fund. The fund 
now totals $3.8 million, or 29 per- 
cent of the maximum figure. 

With the special SUB reserve 
fund, Chrysler hourly workers thus 
will receive 3 cents of the 6-cent 


yearly increase in their take-home 


pay. 
ke ee 


ENSION benefits will be boosted 


by $2.80 a month for each year 


of service at 65, and disability bene- 
fits will be increased proportion- 
ately. 
The new agreement also in- 
cludes the cost-of-living escalator 


clause and freezes 12 cents of the ; 


existing 17-cent allowance into 

the basic wage rate. 

Reuther said the SUB reserve 
fund is necessary to meet the “ex- 
tremely high unemployment situa- 
tion at Chrysler.” He said the fund 
would be reviewed after one year 
to determine whether continued di- 
version from the annual wage 
improvement factor is necessary. 

Reuther said the Chrysler con- 
tract will have an average value 
of 18% cents an hour over the life 
of the contract in take-home pay 
for Chrysler workers. 

Although Chrysler’s contract is 
on par with those signed by the 
UAW with GM and Ford, the com- 
pany did gain two concessions from 
the union. One was a new and 
lower pay scale for new employes 
hired on some unionized white col- 
lar jobs, and the other is a promise 
to start working toward a reduc- 
tion in union representatives. 

* * * 
N THE problem of union rep- 
resentation, which had been 
one of the roadblocks to an early 
(Continued on Page 43, Col, 3) 


High Court Bars Opinion 
On Roosevelt-Fiat Case 


WASHINGTON.—In an action of 
importance to imported-car dealers, 
the United States Supreme Court 
has declined to hear further argu- 
ment in. the case of Alabama Im- 
ported Cars, Inc. v. Fiat Motor Co., 
Inc. 

In so doing, it leaves in effect 
a ruling by the United States 
Court of Appeals for the District 
of Columbia which holds that 
Fiat can be sued through service 
upon its local distributor, Roose- 
velt Automobile Co., a Delaware 
corporation with its principal 
place of business in the District 
of Columbia. 

Though the court issued no opin- 
ion, in effect it upheld the Appeals 
Court statement that even though 
Franklin D. Roosevelt jr., president 
of Roosevelt Automobile, was not 
“an officer, a managing or general 
agent” upon whom service could be 
made, the D. C. Code provides that 
“in actions against foreign corpo- 
rations doing business in the Dis- 
trict all process may be served on 
the agent of such corporation or 
person conducting its business.” 

The Appeals Court said that this 
phrase is broad enough to in- 
clude Roosevelt, “for the import of 
the provision is that service must 
be made upon one who ‘occupies 
such a responsible representative 
status as to make it reasonably 
certain that he will turn over the 
process’ to those called upon to 
answer.’” 

In its opinion, the Appeals Court 
had noted Roosevelt’s responsibili- 
ties to Fiat and its power of “su- 
pervision and control” over numer- 
ous details of the Roosevelt busi- 
ness, 

“Particularly significant in view 
of the issue in this litigation,” the 
court had noted, “is Fiat’s express 
power over Roosevelt’s designation 
of local Fiat dealers in the area.” 

The Supreme Court decision 
settles only the question whether 

Fiat can be sued through Roose- 

velt. It does not dispose of the 
substantive issues of the case. 

This involves allegations of Ala- 
bama, brought under the Automo- 
bile Dealers’ Day in Court Act, that 
Roosevelt Auto “entered into and 
breached a Fiat Dealer Sales Agree- 
ment” with Alabama. 

The allegation also is made that 
Roosevelt “induced” Alabama “to}| 





enter into a second Fiat Dealer 


Sales Agreement by false and mis- 
leading representations.” 

Fiat’s attorney, in a brief filed 
with the Supreme Court, acknowl- 
edges that Fiat Motor Co., Inc., is 
an automobile manufacturer within 
the meaning of the Day in Court 
Act. The brief contends, however, 
that Roosevelt was not an agent of 
Fiat for purposes of venue and serv- 
ice of process. This contention was 
rejected by the Appeals Court and 
its view was, in effect, sustained by 
the U. S. Supreme Court. 

The courts now will hear Ala- 
bama Imported Cars’ complaints 
under the Automobile Dealers 
Franchise Act, Questions covered 
will be termination of a dealer’s 
franchise, the right of a distributor 
to appoint dealers, promptness in 
delivery of cars and compliance 
with good-faith standards. Alabama 
contends that the distributor failed 
to supply cars as he had contracted 
to do. 

The appellate court found that 
the distributor, Roosevelt Auto- 
mobile, had a “continuing busi- 
ness relationship” with Fiat—that 
is, it is not an independent con- 
tractor just because it is called 
one in the contract. Because of 
this, serving papers on Roosevelt 
will summon Fiat to court. 


The case is viewed as a test. 


Other dealers of imports with dis- 
tributor setups similar to Fiat’s 
may proceed with suits against the 
companies. 






Texas Independents Put New Men in Saddle— 


Texas Independent Automobile Dealers Assn., at its 17th annual convention in Fort 
Worth, elected the following new officers: Front row, from left, George Swain, San 
Antonio, vice-president; J. O. Woodard, Dallas, president; Ed Fertsch, Lubbock, vice- 
president, and Cliff Magers, Fort Worth, vice-president. Back row, from left, Raford 
Gillian, Big Springs, secretary; Robert Gragg, Wichita Falls, regional vice-president: 
Ben Sanford, Big Springs, regional vice-president; Omar Hermsmeyer, Amarillo, rm 
gional vice-president; John Sirman, Longview, regional vice-president, and Lewis Byars, 





Fort Worth, treasurer. 


L-M’s Mills Tells Rotarians... 





Makers in ‘Value Race’ 


DENVER. — The automobile in- 
dustry is off and running in a 
“value race” aimed at giving con- 
sumers more for the dollar, Ben D. 
Mills, Lincoln-Mercury general 
manager, told the Denver Rotary 
Club here last week. 

“In the years just past,” Mills 
said, “the auto industry ran out 
a string of plays aimed at hold- 

ing the customer’s interest and 
keeping the automobile competi- 
tive with other things that seek 
his dollars.” 

There was the horsepower race, 
the styling race, the size and lux- 
ury races—all a part of the value 
race to give the customer the most 
for his dollar, and the diversity race 
—“an effort to offer the consumer 
so wide a variety of vehicles that 
somewhere we will push his buy 
button by finding just the right 
product for each one personally,” 
Mills said. 

Mills noted that 14 new automo- 
biles have been launched in the 
last two years, including five new 
lines this fall. 

Emphasizing that the auto indus- 
try must plan years ahead, Mills 
said a conclusion was reached long 
ago that “the demand of the pres- 
ent market is essentially a demand 
not for more frills, and not for less 
comfort and performance, but for 
materially greater functional value 
for each dollar spent on personal 
transportation.” 

To achieve transportation that 
combined comfort, quality and low 
maintenance needs — to be eco- 
nomically produced in the face of 
rising costs — the industry turned 
to “breakthrough engineering” 
which cut dead weight and simpli- 
fied designs, Mills said. 

In explaining the concept be- 
hond the new-sized Mercury Me- 
teor to be introduced Nov. 30, 
Mills recalled the trend toward 
upward pricing of conventional 
standard cars into the ranges of 
the medium-priced group. New 
compacts broadened the indus- 
try’s range of size offerings and 





English Ford's Sporty Coupe Heads for U. S.— 


Newest of the 1962 English Ford line to be sold by American dealers is the Consul 
Capri, a coupe with hardtop styling, bucket seats and four-speed transmission with 
the lever optionally mounted on the floor or steering column. The Capri has disc 
brakes in front, a unitized body and a 99-inch wheelbase. 


their price tags now are compar- 
able to the old low-priced group. 

“The result was an expanding 
open range in the price spectrum,” 
he said. “Moreover, in functional] 
characteristics, there just was no 
longer an automobile like the tra- 
ditional standard car Americans 
were long accustomed to, We felt 
one was needed, 

“We believe these new Ford 
Motor Co. products—the Mercury 
Meteor and Ford Fairlane — are 
aimed precisely at the mass market 
bullseye and are destined to become 
the new standards of the American 
road. In 1962, at least, they will 
have no natural competition in 
their class,” he stated. 

As for the automobile playing a 
central role in the last half of the 
20th Century, he said that the di- 
versified pure research conducted 
by automobile manufacturers is 
contributing to the national defense 
effort. In addition, their applied re- 
search and engineering could lead 
to such things as new vehicle pro- 
pulsion systems, guidance devices 
and eventually even to personal 
free-flight vehicles that “could 
escape the tyranny of traffic and 
stoplights.” 


62 English Ford 
Offers 3 Consuls, 
Restyled Anglias 


DEARBORN.—The 1962 English 
Ford line of imports will offer 
Americans three restyled models of 
the Anglia and three completely 
new Consul models when they go 
on sale at English Ford Line deal- 
erships this month. 

A total of six models—sedans, 4 
station wagon and a special sports- 
type car, the Consul Capri—will be 
available in the two series. 

East Coast port-of-entry prices 
range from $1,523.80 for the Anglia 
two-door sedan to $2,330.20 for the 
Capri. 

The Capri is a high-styled, buck- 
et-seat import with hardtop styling 
and a low roofline which slants to- 
ward the rear of the car. 

Other Consul 315 models are two 
and four-door sedans. All Consul 
315 models, including the Capt) 
feature front-wheel disc brakes, 4 
floor-mounted or steering-column 
gear lever and 21 cubic feet of lug- 
gage space. 

The Consuls are built on 4 
99-inch wheelbase and the cars art 
170 inches long, 64 inches wide af 
52 inches high. They were not Tree 
ularly imported into th« United 
States in 1961. 

The Anglia has added 
wagon for 1962. 

The two-door Anglia sedan con 
tinues its Z-line rear styling treat 
ment, but has a new front grille 
There is a standard and a delux¢ 
model. 
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Satisfied 
customers! 





Complete bs 
satisfaction 
with GMAG 
service has 
brought 
millions of 
buyers back to 
General Motors 
Dealers who 
offer it. 
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With Rush of Trade-Ins . . . 


Used-Car Stocks Soar 





ESURGENT new-car sales in 

October unleashed a torrent of 
tradeins that boosted used-car 
stocks more than 50 percent during 
the month. 

There were three quick devel- 
opments as @ consequence: Prices 
softened, profits diminished and 
wholesale activity declined. 
Used-car inventories held by 

franchised dealers on Nov. 1. aver- 
aged a 32.6-day supply, according 
to Automotive News’ estimates, 
compared with the year’s low of 
21.5 days only a month earlier. 
* * o* 

Eggo compact cars are still in 

scanty supply on the used-car 
lots, however, with most dealers re- 
porting only a few coming in on 
trades. 

One dealer told Automotive 
News he gets compacts as trades 
only on new compacts. 

The reduction in used-car profits 
apparently has not yet hit with any 


reports. Only a few appeared to be 
alarmed. 

Generally, dealers were more con- 
servative in describing used-car 
profits than they had been earlier 
in the year. Most common term was 
“good,” whereas in past months 
dealers had tended to talk of “ex- 
cellent” grosses. 

* ok * 


OFTENING of the market—re- 

sulting both from increased sup- 
ply and burgeoning new-car sales 
—was blamed for the profit dete- 
rioration. Late models appeared to 
be especially hard hit. 

At the wholesale auctions, 
prices continued to slip, accord- 
ing to Automotive News’ index, 
and demand was at the year’s 
lowest ebb. 

Some dealers see signs of trouble 
for new compact cars in the chang- 
ing used-car situation. A bigger se- 


great impact, according to dealer! lection of clean used cars at lower 





Sales Records for Imported Cars 


13 Months 13 Years 
Pet. Gain Pet. Gain 
in Pene- in Pene- 
tration tration 
Pet. of Over Pre- Pct. of Over Pre- 
Units Industry vious Month Units Industry vious Year 
Sept. 60.. 40,441 8.82 8.90 | 1949 ....... 12,251 25 —45.65 
Oct. ........ 36,704 6.70 —24.04 | 1950 ...... 16,336 26 4.00 
ae an: ies 20,828 Al 57.69 
Nov. ...... 32,479 5.98 10.75 
1952 ...... 29,299 -70 10.73 
Dec. seeeeeee 32,334 5.94 —0,67 1953 28,961 BO —28.57 
Jan, ’61.. 25,594 6.19 4.21 | 1954 ie 32,4038 ‘59 18.00 
Feb. ....... 26,772 7.14 15.35 | 1955 ...... 58,465 82 38.98 
Mar, ...... 34,067 7.10 ee | oe 98,187 1.65 101.22 
April .... 33,195 6.69 — 5.77 1957 __...... 206,827 3.46 109.70 
May ...... 34,932 6.42 — 4.04 1958 ...... 378,517 8.13 134.97 
June ...... 36,985 6.47 0.48 | 1959 ...... 614,131 10.17 25.09 
July ...... 33,803 6.15 4.33 oo Sunnis 498,785 7.58 —25.47 
Aug. ...... 35,070 7.45 10.37 
Sept... 33.309 © 8.99 2067 | to date 293574 695 — 831 


@ 1961, Automotive News 





prices could make them relatively| out used-car stocks in 15 days or 
more attractive to the budget buy-| less of selling. 
er, these dealers say. Only 16.1 percent put them- 
ee selves in this category, compared 
[scar inventories, by stand-| with more than twice as many 
ing at 32.6 days on Nov. 1,| —33.2 percent—a month earlier. 
were up 51.6 percent over the| There were also fewer dealers 
month-earlier figure. reporting a 16-to-30-day supply. A 
The biggest setback came for| total of 44 percent claimed to be 
dealers reporting they could clean! in this situation. 








Some tires don’t need to be nylon—yours do! 





In football practice, one tire is as good as another. But on the highway—where safety 
is the prime consideration—only the best will do. And nylon cord tires deliver the 
maximum in durability, safety and blow-out protection. Why? Because nylon’s superior 
resistance to major causes of tire damage—flex breaks, heat, moisture—means tires 
better conditioned to withstand the grueling effects of repeated road impacts. For safer, 
longer-wearing tires, the answer is in cords of Allied Chemical’s Golden Caprolan® nylon. 
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NYLON FOR THE 60's 


Fiber Marketing Dept., 261 Madison Ave., New York 16, N.Y. 











Imports’ Share 4 
At 20-Month High 
Take Nine Percent 


Of September Ssles 


(Continued from Page ») 


all other years. Ultimate i2-mo 
total this year should hit just Pm 
400,000. 
* a * 
Ds eeereee topped its year-earlier 
total in September, the first 


month it had done so since March 
1960. Volvo also topped its year-ear. 
lier total during the month, thereby 
clinging to its newly established 
third-place position. 

Only makes to exceed month- 
earlier totals in September were 
Volkswagen, Volvo, Triumph and 
Mercedes-Benz. 

Volkswagen accounted for 44,69 
percent of the import market in 
September, compared with 42.45 
percent a month earlier. VW pene- 
tration, however, has ranged as 
high as 52.45 percent this year (in 

January). 

By chalking up 14,887 registra- 
tions during the month, Volkswag- 
en occupied No. 8 position among 
all cars sold in the United States, 
beating Buick for the first time and 
trailing Dodge—and seventh place— 
by fewer than a thousand units. 

* aK + 
. Top Ten import makes 
garnered 82.77 percent of import 
registrations during September, 
compared with 80.70 percent a 
month earlier. 

This was the most thorough 
domination of the import market 
ever achieved by the Top Ten. In 
other words, the “also-rans” are 
finding the going increasingly 
tough. 

The growing concentration of 
market power among the top-sell- 
ing makes was underscored by the 
stability in sales rankings during 
the month. 

There was none of the scram- 
bling of positions that has usually 
marked the import sales race back 
of the two perennial leaders. 

* ea * 

NLY two makes changed posi- 

tions in September from those 
established a month earlier. Fiat 
and Austin-Healey swapped rungs 
on the ladder as Austin-Healey 
moved up to sixth and Fiat dropped 
to eighth. 

The five leaders—Volkswagen, 
Renault, Volvo, Triumph and 
Mercedes-Benz, in that order — 
were unchanged from the previ- 
ous month’s rankings, 

This was the first time since 
June-July, 1960, that the five lead- 
ers had managed to cling to their 
relative positions from one month 
to the next. 

Aside from Fiat and Austin-Hea- 
ley, makes in the second flight of 
the Top Ten also held unchanged 
in rankings for September. MG 
continued seventh; Metropolitan, 
ninth, and Simca, 10th. 


Imported-Car 
Registrations 


New imported-car registrations 
for nine months: 





1961 1960 
Pos, Make Pos. 
. 1—134,411 VW 115,467— 1 
2— 33,712 Renault 54,061— 2 
38— 9,480 Fiat 17,538— 5 
4— 9,414 Mercedes- 
Benz 10,857—10 
5— 9,012 ‘Volvo ’ 
6— 8,951 Triumph = 14,523—6 
7— 17,812 English 
Ford 20,900— 4 
8— 17,234 Austin 
Healey 13,743— 8 
9— 17,080 Metropolitan . 
10— 7,072 MG 10,949— 9 
* Opel 22,092— 3 
. Simca 13,860— 7 
59,396 All 
Others 103,278 
Total All Makes 
293,574 397,268 
*—Not in Top Ten. 
— 





Fire Damages Tonkin — 
PORTLAND, Ore. — Fire caused 
an estimated $25,000 damage to the 
interior of the shop and offices 4 
Ron Tonkin Chevrolet. Three V€ 
hicles, all in the repair shop, wer 
damaged, Tonkin said. 

















Highest October Sales In Rambler History! 


38,907 


NEW RAMBLERS 
OLD IN OCTOBE 


2,291 More Than The Previous Record For The Month 


Rambler has passed all but two makes in sales according 
to the latest official registration figures—January through September. 
And since the 1962 Ramblers were introduced October 6th, 
Rambler sales have been breaking all previous-year records. 


Rambler Business Is Good... 
And Rambler Dealer Profits Continue 
Well Above Industry Average! 


RAMBLER 


World Standard of 
Compact Car Excellence 














AMERICAN MOTORS CORPORATION 


14250 Plymouth Road «- Detroit 32, Michigan 
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The Man Behind the Wheel .. . 


Sales Testing ‘62 Imperial 


Eprror’s Note: This is another 
in a@ series of articles exploring 
the selling features of domestic 
cars, 

By L. H. Houck 


Travelling Correspondent 


EN C. E. Briggs, Chrysler- 

Plymouth general manager, 
said before the new models appear- 
ed that “... the Imperial will 
remain a prestige automobile, of- 
fering luxury and performance 
without compromise,” he knew 
what he was talking about. 

After two weeks of floating over 
the pavement in Imperial’s top 
number, the LeBaron hardtop, 
you realize what it means to pro- 
vide a luxury car without com- 
promise, 

The Imperial has what it calls 
“styling continuity,” a builtin pro- 
tector of the sizable investment in 
an Imperial. Examining the vehicle 
closely, it means change without 
shock, change that is gradua] and 


pleasing because it is an extension 
of the earlier car. 

The LeBaron test car was new 
and unusual, and scarce enough to 
cause comment at every stop. 
Praise was unstinted. The prospec- 
tive buyer expects beauty, prestige, 
and head-turning qualities, so here 
we had best concern ourselves with 
performance and engineering. 

The ability to cruise on turnpikes 
at speed limits, the ability to get 
under way quickly, the roadholding 
qualities with the long 129-inch 
wheelbase, and its excellent bal- 
ance are apparent to the driver at 
once. Luxury and prestige always 
have been associated with quiet- 
ness, and the LeBaron was silent 
perfection. 

* * * 
2 OUR crude way of measuring, 
the LeBaron delivered 15 miles 
to the gallon, and in almost 2,000 
miles of hard driving, nothing de- 
veloped the miseries. All these 
things make it more interesting to 


see what the engineers have 
changed. 

Compared with last year there 
is more passenger room in the 
front compartment. Last year’s 
braking was certainly good, but 
this has been improved with a 
new vacuum unit which increases 
the power. 

Adjustments between power unit 
and brake pedal have been elimi- 
nated. The extra room in front has 
been achieved through a new auto- 
matic aluminum-housed transmis- 
sion 60 pounds lighter, and reduced 
in height and width, than the pre- 
vious unit which had been in use 
since 1957. Pushbutton operation 
remains trouble-free. 

Suspension system retains the 
torsion-bar front end, which has 
been standard for six years, and 
the long, wide leaf springs in the 
rear—60 by 2% inches, six-leaf. 

An important improvement is the 
new Chrysler-built starting motor, 
an entirely new design which fea- 


Overhead caving in profits, Mister Dealer? 


HERE’S HOW TO JACK THEM UP! 





Pt 
mM 


FOR THE EXTRA PROFIT PICTURE, WRITE 


Director of Marketing 


J.1. Case Company, Racine, Wisconsin 


Imperial LeBaron Test Car— 


The 1962 Imperial LeBaron has more room in front, an improved starting motor and 
continues to offer luxury and performance without compromise, according to | H 
Houck, Automotive News travelling correspondent who sales-tested the car. 


* * * 
tures built-in reduction gearing and 
positive engagement. 

The new starter is 25 percent 
lighter than previous starters, has 
15 percent fewer parts, weighs only 
15 pounds in its housing of one- 
piece cast aluminum, 

* * CJ 
7. drive pinion is of the over- 
running clutch type, which pro- 


Hear this: with your existing organization and with no 


drain on your capital*, you’re in an ideal spot to 
handle high-profit Case Utility Tractor equipment. 
The building boom is moving it fast. 


Plenty of your present customers are in the market for 
Case equipment. New utility prospects are also 


car buyers. 


You get a cross-fire on the market for BOTH lines. 
Your business isn’t flying on one wing. Let us tell you 


what you’re missing! 


*(Case carries floor plan for 6 months) 





CA 


J.1. CASE CO. . 





Ist in Quality for Over 100 Years 





RACINE, wis. 











* * * 


tects the armature against ‘ 
speed should the dtiver fail tems 
lease the ignition key from start 
position. Besides the advantage of 
lighter weight, this starter uses less 
current from the battery, and wil] 
make zero-weather starting a 
breeze. 

The LeBaron was equipped 
with the largest of the Chrysler 
alternators which replace conven- 
tional direct current generators 
being equipped with the 40-am- 
pere size for heavy-duty and air- 
conditioned cars. 

The LeBaron four-door hardtop 
had the distinctive limousine-styled 
rear window framed by a town roof 
canopy, which gives rear-seat pas- 
sengers greater privacy. A new 
hood ornament, consisting of a 
stylized eagle in sculptured metal, 
added a new touch of elegance. 

eee 
freee Was an engine under the 
hood in spite of the silence—q 
husky 413-cubic-inch V-8 rated at 
340 horsepower. 

One of the first things a new 
driver encounters when tr 
out an Imperial is the steering 
wheel itself—a wheel in which 

* * ok 


* 


Changes Up Front— 
The 413-cubic-inch V-8 engine of th 

1962 Imperial LeBaron develops 340 horse: 

power and rests in a rubber cradle, 

is a lighter and smatier-hinged hood, 





the top and bottom parts of the 


circle have been flattened out, 

Taking out part of the top : 
improves vision. Taking out ft 
bottom part of the circle is a boo 
for those who have. grown in girth 
This wheel, to this writer, fell sho 
until after you get used to it. One 
you use it for a 100 miles or 
you will appreciate more fully th 
science of the design. 

If I were in the car-with-chauh 
feur bracket, I’m sure I’d let thé 
chauffeur ride in the back seat. 

* * * 


Car Tested: 
762 IMPERIAL 


Body: LeBaron four-door 
hardtop. 
Engine: 413-inch, 340 horse 


power overhead-valve V-8, 4.18 
inch bore and 3.75-inch stroke. 
Compression ratio of 10-te-l 
plus, requires premium fuel. 
Torque: 470 at 2,800 revolutions 
per minute. 

Transmission: New ‘Torque- 
flite, 60 pounds lighter with 
smaller one-piece aluminum 
housing. ; 

Dimensions and quantities: 
Wheelbase, 129 inches; front 
and rear tread width, 61.8 and 
62.8 inches; turning diameter 
curb to curb, 48.8 feet; height 
with five-passenger load, 568 
inches; crankease, five «quarts; 
fuel tank, 23 gallons. 

Tire size: 8.20 by 15. 





Drive your message home with ‘Breakfast Club,”’ ‘‘Flair,”’ 
“Sports” and ‘‘Special Events’’ on young adult ABC Radio. Sell 
those young families on the move. They’re the ones who make 
the wheels go round—make your sales go up. So whether you're 
selling motor oil or salad oil, remember, it’s ABC Radio with the 


highest percentage of young adults in network radio.* 


*Call your ABC Radio Sales Representative for the facts. CONSUMER EXPENDITURES 
Under Age 50 

Automobiles 70% 

Gasoline, Oil 67% 


**Life Study of Consumer Expenditures. 


YOUNG ADULTS: 

BUY MORE GASOLINE 

BUY MORE OIL 

BUY MORE EVERYTHING 
AUTOMOTIVE™ 


ABC RADIO © 
FIRST WITH YOUNG ADULTS 
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{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
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# 3. Guard the precepts of individual freedom, which made the VU, S. A. 
great and gave its citizens more of the better things of life than anywhere 
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Capsule Comment 


With sales firm and inventories building up slowly, auto 
makers have scheduled 675,000 cars for November, a rise 
of 21 percent over October and the highest since January, 
1960. 

Strikes have thrown output behind planned schedules. 
* * * 

The 1962 Mobil Economy Run will travel over 2,000 miles 

from Los Angeles to Detroit for the first time. 
Welcome to the Motor Capital. 
* * * 

Many dealers express concern over the “service-free” ad- 
vertising being used by the factories on 1962 models. 

As one dealer put it: “This just isn’t so, and it gives the 
buyer a misleading idea.” 
* * * 

The compact has really caught hold in the truck market 
and may well have a greater impact than the compact car 
has had on the auto market, an AUTOMOTIVE NEWS survey 
finds. 

The compacts already have taken one-third of the light- 


truck market. 
* * * 


Cheered by notable gains already achieved, NADA direc- 
tors have endorsed continuance of its Task Force’s dealings 
directly with the auto makers, holding possible Government 
action in abeyance. 

But the Task Force cautioned that “much work remains 
to be done” to improve the dealers’ economic plight. 
* * * 

Outdoor Advertising Assn. of America will provide free 
billboards starting in January to push ’62 model sales. 

A smart promotion and appreciated by dealers and 
makers. 








Coming 
Events 


% Epiror’s Norte: To factlitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 


time they are used. 


Dealer Conventions 


Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 


Nov. 17 — North Carolina Automobile 


Dealers Assn., Fifth Annual Working 
Conference, Sir Walter Hotel, Raleigh. 
Nov, 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn. 
Hotel Utah, Salt Lake City. 
Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 
Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


1962 

Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Jan. 25-26—National Forum on Automotive 
Air Conditioning, Statler Hotel, Dallas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

March 25-27—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 25-27—Ohio Automobile. Dealers 
Assn., Greenbrier, White Sulphur 
Springs, W. Va. 

March 29-30 — Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 


maha. 
April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 
April 21-29—éth Annual International Auto- 
mobile Show, New York Coliseum, N. Y. 
May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 
“"— 6-8—Idaho Automobile Dealers Assn., 
otel Boise, Boise. 
May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 
May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 

May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 

June 3-5— Georgia Automobile Dealers’ 
Assn., The Wanderer Motel, Jekyll Is- 
land, Ga. 

June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 

June 14-17—Michigan Automobile Dealers 


Assn., Grand Hotel, Mackinac Island, 
Mich. 

* *- * 

Auto Shows 


Nov. I1-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. I1-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

Nov. 14-18 — Pacific International Auto 
Show, Pacific National Exhibition Build- 
ings, Vancouver, B. C. 

Nov. 19-26—Kansas City Auto Show, Kan- 
sas City, Mo. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 24-Dec. 3—St. Louis Auto Show, St. 
Louis Arena, St. Louis. 


1962 
Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 
Jan. 10-14— National Capital Area, Na- 
tional Guard Armory, Washington, D.C. 
Jan. 13-21 — Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 
Jan. 20-27—Baltimore Auto Show, Balti- 


more. 

Jan. 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 

Jan. 27-Feb. 3—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 

Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 

Feb. 21-25—National Autorama, Connecti- 
cut State Armory, Hartford, 

April 21-29—éth Annual International Auto 
Show, Coliseum, New York. 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 
a” oe 
General 


%& Dec. 5-7—Auto Parts Exposition, 83 E. 
Main St., Patchogue, Long Island, N. Y. 

Dec. 9-I11—8th Annual Auto Trim Show- 
enenenren, Hotel Ambassador, Los An- 
geles. 


1962 
Jan. 8-12—Society of Automotive Engi- 
neers, Cobo Hall, Detroit. 


(Continued on Page 18, Col. 5) 






































































"Smith, you can't do it all by phone." 




















Letterbox 


‘“What’s with 




























Do They Really Save? 


Concerning your correspondent, 
L. H. Houck, and his article “Call 
Me Alfred,” would Houck clarify 
two points? The owners of these 
cars save money on actual repair 
bills, but does the cost of these 
inspections by “Alfred” equal, or 
even exceed, the cost of repairs 
that would be required without this 
comprehensive inspection schedule? 


Regarding the point on using the 
transmission in order to save the 
price of relatively cheap, and easily 
installed, brake lining, I would like 
to know the history of transmission 
repairs on these 100,000-mile-with- 
out-brake-job cars. Did the expense 
of repairs in the gearbox eat up 
all, plus something extra, of the 
savings in the brake linings? 

I am convinced that some of the 
German makes are good cars, and 
they have some bad ones, but they 
do not build super cars. However, 
I believe that they have used 
superb propaganda to sell more 
cars in this country than they nor- 
mally would have.—STaN.Ley J. TRo- 
HIMOvICH, Grays Harbor Motors, 
First and G Sts., Aberdeen, Wash. 

a * 


* 
Praise for Ireland 
Congratulations to H. W. Ireland, 



















The Big Stories 


36 Years ago—1925 


Walter P. Chrysler, president, Chrysler Corp., predicted revolution- 
ary changes in the manufacturing of the more expensive cars. He said 
the higher-grade car will have a speed capacity of 75 to 80 miles per 
hour, and even 90. It will be of the greatest efficiency, have ability to 
provide and stand up under high speed, and will have long life. “These 
cars will have powerful engines—100 horsepower is not too high an 


20 Years Ago—1941 


In order to conserve materials for the defense program, the govern- 
ment indicated that the auto makers would be asked to limit produc- 


estimate,” he said. 


tion to the most popular models. 


10 Years Ago—1951 


“Retail auto dealers are not nearly as smart as automotive worker 
unions,” C. P. Simpson, Texas Automotive Dealers Assn., said at the 
group’s convention. “Labor has nothing invested in their jobs but time. 
Yet it is protected by five-year contracts, while dealers, with billions 
at stake, have a one-year contract with a summary cancellation clause 


at that.” 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 















Alfred? .. .’ 





president of Bill Ireland Chevrolet, 
on his beautiful answer to the 
American Chicle Co. fleet bid. We 
should have more dealers of this 
caliber and maybe some of the 
headaches that this industry has 
will be removed. Again, I say con- 
gratulations.—JoserpH Amapio, Ama- 


dio Motors, Jeannette, Pa. 
* * * 


A Woman’s View 


I am about to form a new associ- 
ation called, “The Society for the 
Protection of Women Customers 
Seeking Auto Service.” 

Let’s face it. Women just aren't 
mechanically minded. That greasy, 
complicated thing underneath the 
hood is, to most women, just a 
greasy, complicated thing. So the 
unfortunate few of us without hus- 
bands, fathers or big brothers must 
depend pathetically on the big, 
strong service men to set things 
right and be chivalrous enough not 
to overcharge us for doing those 
mysterious things necessary for the 
proper running of the car. But alas, 
chivalry is long gone. 

Women customers, I believe, 
are used primarily by dealerships 
to offset the losses sustained in 
the service department by the 
do-it-yourself men customers. 

I could almost sense the glee of 
the service manager and mechanics 
as I drove my Rambler into the 
dealership service department for 
a tuneup last week. Besides the 
tuneup, my right rear turn signal 
was burned out and two door han- 
dles were sticking. 

Mechanically, the car was Tun: 
ning perfectly, but I had _ heard 
somewhere, and it had registered 
vaguely, that once in a while 4 
car needs to be greased, oil chang 
ed, something or other tuned up, 
the tires rotated and antifreez 
checked. 

For $35 the job was completeé 
and the service manager couldn't 
have been sweeter as he pocketed 
my check. 

Here is a breakdown of tht 
charges direct from the service 
sheet. An obliging do-it-yourselfet 
filled in the “what probably wa 
done” portion. 

Tune motor—(everybody kate 
what probably was done here 4! 

(Continued on Page 18, Co}. 3) 
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FAIRLANE PUTS A NEW ACE IN YOUR HAND 


Now you have a trump card nobody else can 
top—because the all-new Fairlane stands alone 
as the just-right car for just about everybody! 


Fairlane has no rivals . . . because it has created a new class, right between 
Galaxie and Falcon. It is not a cut-down big car or a puffed-up compact. It 
Is a full-scale, family-size car with the full measure of quality, silence, 
solidity of ride, performance, features and styling that most American 
motorists insist on. 


The only things it doesn’t give your customers are a high price tag, a big 
gas bill, performance-dulling weight and hard-to-park length. 


It’s a car you’ll find pride (and profit) in demonstrating. That’s the quick- 
est way of proving the uniqueness of Fairlane’s design. When your prospects 
sit on those comfortably high seats, revel in the leg room and head room 


front and rear, get a close-up of the interior finish and fabrics . .. when they 
take the Fairlane out on the road and discover how its 115.5-inch wheelbase 
and ingenious ‘“‘torque boxes” cushion the ride in big-car velvet ... when 
they find they can get V-8 silk and sparkle with six-cylinder gas mileage (or 
a Six that rivals compact economy) ... when they hear the silence that 
only extraordinary quality can produce... when they get a peek at that 
giant trunk, far bigger than any compact’s, rivalling many standard cars... 
then you won’t have to tell them Fairlane is in a class by itself; they’ll know it! 


And then play another ace with the news that Fairlane includes Galaxie’s 
famous twice-a-year maintenance schedule. 


But Fairlane itself will do most of your selling for you. . . because what 
can sell against it? Add Fairlane to Thunderbird, Galaxie, Falcon and one 
thing is obvious: you hold all the trumps. 


Ford Division backs you best .. . 
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ENGINEERING REPORT... 
Gas-Consumption Meter 


Called Boon for Motorist 


By Joseph M. Callahan 


Engineering Editor 





PARADOX of our current civilization is that Americans 
now have the highest standard of living in all history, 
but they’re still intensely interested in.anything that will 


save them money. 


For that reason, there may 
be a good market for a new device 
developed by On- 
garo Dynamic In- 
dustries of Col- 
umbus, O., which 
constantly tells a 
motorist how 
much gas hig car 
is consuming. 

Called the Drive 
Master, the de- 
vice consists of a 
fluid measuring 
sensor which is 


J. M. Callahan installed between 


Philadelphia used to stop at city line; 
but today the vast Philadelphia market 
you want to reach spreads over four- 


teen counties. 


ABC refers to this area as the city and 
retail trading zone. A simpler name is 


Greater Philadelphia. 


It would take a good two weeks to 
walk around Greater Philadelphia’s 
5,909 square miles—which encompass 
1,548,229 households. Yet you can reach 
these people as easily as ever—all it 


* ABC 6-mo., ending 3/31/61 


the car’s fuel pump and carbu- 
retor. The sensor reports the fuel 
flow to a small instrument mount- 
ed on the dashboard which regis- 
ters the gallons-per-hour being 
used at any given instant. 

Since the rate of fuel usage, 
which can vary on the meter 
from .2 of a gallon to 12 gallons 
an hour, is controlled by the ac- 
tion of the driver’s foot on the 
throttle, he can readily see when 
his car is operating efficiently and 
when it isn’t. 

After making a number of ex- 


perimental runs the driver will 


learn at which two or three speeds 
his car runs most efficiently and 


probably many other things about t 


his car’s fuel system that will save 


gas. 
* * * 


ROBERT JENKS, Michigan 

* representative for Ongaro, re- 
ports that through using the Drive 
Master he has learned that: 

1. The greatest efficiency comes 
from attaining a certain speed and 
then holding it steady. The driver 
can slowly work back the gallons- 
per-hour needle if he really keeps 
the car at a steady speed. 

2. Better mileage will be at- 
tained going up a hill if the 
speed is allowed to fall off grad- 
ually. The car should be per- 
mitted to regain speed of its own 
accord on the down-side of the 
hill. 

3. Most motorists accelerate too 
much coming downhill. They would 
do much better if they kept their 
cars under the speed limit. 

4. Decelerating too fast is just 
as expensive as accelerating too 
fast, because about the same 
amount of gas vapor is dumped 
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A Schematic— 


This drawing shows how the Drive 
Master works. The sensor in the fuel line 
between the pump and the carburetor 
measures the rate of flow and sends the 


information to the dashboard meter. 
a 


in the carburetor in either situa- 


tion. 
* * & 


Choke Is a Factor 
a Most cars have extremely 
poor economy—two or three 
times as much gas used—until the 
automatic choke is opened. The 
automatic choke should be set so 
that it will open in a half mile or 
so of regular driving. 
6. An oil change is an economy 
measure because fresh oil makes 


Salem County, New Jersey —one of the important fourteen counties of the Greater Philadelphia area. Thirty miles to center city. 


Du Pont’s Chambers Works is a vigorous industry here. 


The ships that go under this Delaware River bridge make Philadelphia 


America’s largest fresh-water port. The Bulletin is No. 1 in circulation in Salem County and No. 1 for the entire fourteen-county area. 


How big is this Philadelphia where nearly everybody reads The Bulletin? 


TABC 12-mo., ending 9/30/60 


requires is the leading daily newspaper 
(circulation 720,794*). 

From the outermost suburbs of this 
ballooning area to the center of the city, 
the No. 1 daily newspaper is The Bulletin. 
Let’s take a look at the ABC listings. 


First, in the fourteen-county Greater 
Philadelphia market—The Evening 
Bulletin leads with 704,797* circulation. 

Second, in the eight-county Metropol- 
itan Philadelphia market—The Evening 
Bulletin leads with 649,460f circulation. 


The Bulletin. 


Third, in the inner hub of the area, the 
City Zone—The Evening Bulletin leads 
with 445,521* circulation. 

People are on the move in this vast 
market— building, 
the Philadelphia suburbs far beyond the 
horizon. But in the midst of change there 
is a constant. In newspaper reading 
habits, Philadelphians are steadfast. 


Today, as for fifty-six years— 
In Philadelphia nearly everybody reads 


planting, extending 


Member Milllion Market Newspapers, Inc./Member Metropolitan Sunday Newspapers, Inc. 


a 
for less friction, the major ¢ 
of excessive gas consumption, 

7. Dirty plugs can caiise a % 
percent increase in gas tisage, al. 
though an arbitrary tuneup or 
plug-replacement at recular in- 
tervals might also be wasteful 
because it might be dene more 
often than necessary. 

8. Sometimes it’s cheaper i 
fast and steady than it is to a 
slow. 

9. Contrary to the belief of 
people, the most economical aus 
for many cars is between 40 and 
45 miles per hour. 

* * * 
7. A car with air conditioning 
doesn’t seem to use any more 
fuel than a car without it. A car's 
fuel consumption is affected much 
more by taking out a pound of air 
from each tire. 

11. An underpowered car wi]] 
quickly show increased gag con. 
sumption when the passenger load 
becomes too great. 

The Drive Master also report- 
edly contradicts some other com- 
mon beliefs of the average motor- 
ist. Among these is that a six 
with a standard transmission js 
automatically more economical 
than a V-8 with automatic trans- 
mission if the driver uses the 
combination properly, 

The company maintains, “It is 
another fallacy that six-cylinder 
engine of lower horsepower can 
move the same dead weight of 
automobile more economically than 
a V-8 of higher horsepower. Actu- 
ally the V-8 generates the required 
energy with less effort, with less 
pressure on the throttle and with 
fewer gallons of gas consumed per 
hour. 

“Furthermore, the fluid coupling 
of the automatic transmission re- 
duces drag on the engine when you 
take your foot off the throttle to 
roll down an incline. Your engine 
drops back to idling speed where 
it will use the minimum amount 


of gas. 
e % 


A First for Ongaro 


ge ge mg sit on these findings 
of the Drive Master, the com- 
pany said, “Even the automobile 
engineers have never before had 
the ability to see what happens in 
the fuel system as they drive.” 

Although many gadgets allegedly 
show gas mileage and although en- 
gineers have been trying to develop 
such a device since the dawn of 
the automobile age, Ongaro’s de- 
vice igs reportedly the first one to 
do a topnotch job. 

An adequate flow meter for 
this purpose has been difficult to 
develop because of the very small 
flow rate involved. 

The delicacy of this rate is in- 
dicated by the fact that a car burn- 


ing a gallon of gas an hour will 
* * * 


Drive Master— 


A motorist operating his car with a 
Drive Master meter before him. The meter 
tells him how many gallons of gas per 
hour his car is sing. 


be using a liquid thread of gas 
0012 (twelve ten-thousandths) of 
an inch thick and three miles long 
Theodore Ongaro, inventor of the 
device and president of the com 
pany, accomplished the task by 
using a floating piston in the se 
sor. The height of the piston ™ 
the funnel-shaped orifice tells # 
what speed the fuel is flowing. This 
height is translated into electri¢ 
impulses back to the instrument 
panel meter. 
* * * 

NE of the most obvious ques 
tions about this device is, “ 
doesn’t the meter read ‘miles Pe 
gallon’ instead of ‘gallons P@ 

hour’ ?” 
It would have considerably com 
(Continued on Page 16, Col. 5) 
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Bendix Products Automotive Division 


BENDIX TEST /RESEARCH 
PROGRAM GOES 
EVERYWHERE T0 BRING 
YOU BETTER BRAKES 


One part of the Bendix brake test program— 
the most extensive in the world—is this mobile 
laboratory that proves out brake designs under 
actual highway conditions. These “rolling labs’’ 
carry advanced brake testing instruments, 
manned by experienced engineers. Recorded 
and analyzed are: air and hydraulic actuating 
pressure; deceleration; stop time; lining, drum, 
and hydraulic fluid temperatures; travel of actu- 
ating cylinder pistons; stopping distance. Tests 
are made under all kinds of driving, road, and 
weather conditions. For help with your brake 
problems, write us at South Bend, Indiana. 
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Appearance Conditioning Is First . . . 
Pontiac Readies U. C. Aids 


By John E. Walsh 
Staff Writer 


PONTIAC.—The first phase of a 
program designed to improve the 
used-car merchandising operations 
of Pontiac dealers will be launched 
this month by the factory. 

This phase covers appearance 
conditioning and its goals are a 
faster turnover of cars with more 
favorable grosses at less expense, 
according to Gary B. Hogan, 
manager of the division’s new 
used-car department. 

Hogan has been shaping the pro- 
gram since his appointment last 
January, and the initial phase now 
is ready for presentation to the 
dealers by specially trained used- 
car personnel. 

Although reconditioning isn’t new 
to the industry, it is to Pontiac, 
which prior to January handled 
used-car merchandising through 
the sales promotion department. 

“A separate used-car department 
grew out of requests by the Pontiac 


Dealers Council for more help in 
merchandising their used cars,” 
Hogan said. 

Hogan, who previously was zone 
manager in Buffalo, had an exten- 
sive background in both new- and 
used-car retailing on the West 
Coast before joining Pontiac in 
1945 as a district manager in Dal- 
las. 

The 12 zone used-car managers 
also were chosen from the ranks 
for their backgrounds in used-cars 
and sales, Hogan said. 

Each came to Pontiac for a 
five-week course in rehabilitating 
cars. They will instruct dealer 
personnel in the division’s 27 
zones across the country. 

“No matter how well the dealer 
is doing in retailing and wholesal- 
ing cars, We can show him how he 
can make more money in the long 
run by sprucing up the appearance 
of the car,” Hogan said. 

“Many dealers sublet this work 
to independent firms specializing in 


reconditioning, and we will show 
them how they can do the job 
themselves for half the cost in some 
cases,” he added. 

Once the conditioning phase is 
functioning smoothly, Hogan con- 
tinued, he will turn his attention 
to other angles in moving used 
cars. 

“We have some other ideas, 
several of which are entirely new 
to the field, under development,” 
he said. “But we won’t talk about 
them until the first step in the 
program is well under way.” 

The zone men will demonstrate 
how the “eye appeal” can be im- 
proved by reconditioning a used 
car at special dealer meetings ‘in 
each zone, Hogan said. 

“For those who want to go along 
with the program, the zone used-car 
manager will go into the dealership 
and show their employes how to 
condition a car and save time and 
money doing it,” he added. 

In addition to improving grosses 
on used-car sales, appearance con- 
ditioning can be offered by larger 
dealers as a regular customer-labor 
item in their service departments, 
Hogan said. 

“I know a number of cases in 
which a car owner, after seeing 
what the dealer had done to im- 
prove the appearance of a tradein, 





“It was owned by a middle- 
aged school teacher who liked 
drag racing.” 





had asked to have the same treat- 
ment given to his car,” he said. 

“In setting up our program, our 
zone people reconditioned cars 
owned by Pontiac employes, and 
in many instances the employes 
were so pleased with the new 
look that they decided it would 
be a good idea to trade in the 
car while its appearance was so 
sharp,” Hogan said. 


In addition to the instruction 


provided by the zone _ used-car 





Background: Original Portrait of Mona 
Lisa by Leonardo da Vinci, 1452-1519 


97 Holley Original Equipment 
Carburetion and Ignition Items have been copied. . . 





... but no copy ever quite matches 
the ORIGINAL ! 


Holley makes only authentic originals—and any original is hard to 
copy. Every Holley carburetion or ignition component you sell is as 
much an original as the part it replaces. Both are designed, engineered 
and manufactured to the same original equipment specifications, and 
must pass the same performance tests and rigid quality inspection. So, 
when you replace carburetion or ignition parts, it will pay you to use 
‘Holley Originals’’. With copies there may be a question—with Holley 












you’re sure of customer satisfaction. 


CZ, 


11955 E. Nine Mile Road 
Warren, Michigan 


RT-45 


Original Equipment 
Manufacturers of 
Carburetion and Ignition 
Products for Over 55 Years 


@®Registered Trademark 


ee) 
manager, Hogan continued, each 
dealer will receive a color film 
showing Pontiac personne in the 


performance of each step of the 
conditioning process, and a man- 
ual describing the operations, 

The first three sections of the 
manual are devoted to facilities the 
dealer will need, the Materials and 
the required equipment. 

Then the conditioning Proced- 
ures are covered in their normal 
sequence, starting with the engine. 
then the trunk, interior, exterior 
and miscellaneous items, 


“Each dealer’s conditioning spe- 
cialist will receive a four. 
training course in his shop, and 
with this knowledge and the help 
provided by the color film and the 
manual, this specialist can train 
other employes,” Hogan said, 

The manual includes a timetable 
to guide the conditioning man jn 
his major activities, showing the 
time in which a skilled specialist 
can accomplish them. 


However, the manual points out 
that the times for each job wil] 
vary depending upon the facilities, 
equipment and the condition of the 
car being handled. 


Three general types of cars are 
listed—older, average and late mod- 
els—with the average time con- 
sumed on each job. The timetable 
is based on the actual conditioning 
of cars and is a liberal guide, 
Hogan said. 

The factory will supply dealers 
with blueprints which can be used 
as a guide in setting aside facilities 
for the conditioning area, Hogan 
said. 

Required facilities include provi- 
sion for drainage, water, electricity, 
ventilation and a supply of com- 
pressed air, he continued. The lat- 
ter must be able to provide at least 
100 pounds of pressure at all times. 

The materials take in dyes for 
plastic, nylon, leather and vinyl, 
headliner and upholstery tint, 
vinyl and upholstery cleaner, en- 
gine shampoo, combined polish 
and cleaner and a sealer wax and 
replacement carpeting. 

Major equipment includes a 
vacuuming unit, engine-cleaning 
gun, an orifice to mix air and liquid, 
extension tube, a pickup hose and 
a water hose connection fitting, 
spray guns, carburetor cover kit, 
tire masks, polishing and lighting 
equipment. 

Sections covering each condition- 
ing job give the time normally 
required, list the needed equipment 
and materials and describe each 
step in the operation—what to do 
and what not to do. 





Engineering 
Report 


(Continued from Page 14) 


plicated the Drive Master to read 
“miles per gallon,” although this 
was considered and may be done 
sometime in the future. Another 
factor is that a miles-per-gallon 
reading would not tell the driver 
how much gas he was using when 
the car was idling. Incidentally, 
idling consumes between .2 and 6 
gallons of gas an hour. 

With the present meter, it’s 
merely necessary to divide the 
speed by the number of gallons- 
per-hour being used to get the 
miles per gallon. Thus, a car 
moving 45 miles an hour with 
a reading of three gallons per 
hour would be getting about 15 
miles to the gallon. 

Although the Drive Master re 
tails for $60, company officials say 
that it will pay for itself in 12,000 
miles of driving by saving gas an 
by quickly telling the motorist 
when his car is not operating cor 
rectly. 


Engineering Consulting Unit 
Formed by U. S. Testing 


HOBOKEN, N. J.—Establishment 
of an Engineering Consulting Div- 
sion within United States Testing 
Co. was announced by A. L. Bras 
sell, president. ; 

The new division will provide 
top-level services in coordinating 
design specifications, evaluatio 
and testing of systems and com 
ponents between prime and sub- 
contractors in the aero/space, let 
tronics, communications, miss! ¢ 
and other industries engaged in de 
fense and military preparednes 
programs for the United State 
government, he said. 
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Another extra service from Associates 


Credit Life insurance is a good sales clincher... .try it! 


The family man who finances a car is bound to worry about his ob- 
ligation. The quickest way to dispel his doubt and move on with the 
sale is with Credit Life insurance—a part of the complete Associates 
financing service. These policies pay off the balance of the indebted- 
hess in full if the insured purchaser dies. They’re low in cost and 
can be included in the monthly payments. Associates financing 
service includes floor planning and physical damage insurance as 
well as Credit Life. We’ve been in the business for 43 years—in good 
times and bad—and the efficient service we give fully reflects this 
experience. Call your local Associates representative today. 


THE 


ASSOCIATES 


INVESTMENT COMPANY 


Associates Discount Corporation « Associates Discount South Bend, 
(Canada) Limited * Emmco Insurance Company Indiana 









New Home for Stansell— 

Stansell Pontiac-Cadillac, Tuscaloosa, Ala., recently moved into its new home at 
15th St. and Queen City Ave. With 16,000 square feet under one roof, the dealer- 
ship houses an air-conditioned showroom for five cars, 17 mechanical service stalls, 
seven twin-post lifts and a six-stall body shop. Owner of the dealership is E. B. Stansell. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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In the Letterbox 


$9.45. 


labor, $6. 


cents; labor, $1.50. 


Chevrolet Charlotte Zone 
Builds Larger Quarters 


CHARLOTTE, N. C.—Chevrolet 
is erecting a building here which 
will house the Chevrolet Charlotte 
zone operation, the largest in the 


Eastern United States. 


the present structure. 








“RAIN-TOP” AUTOMATIC 















SF 


NEW, ELECTRONIC ... AND PRICED FOR 
PROFITABLE SALES. 


Protects parked convertible interiors from water 
damage, by automatically closing the top at the 
first drop of rain. 


Sensing pad and fully transistorized 
control unit — easy to install. 


“RAIN-TOP” will be advertised in 
leading automotive consumer magazines 
to build traffic for you. 


Write for details today! 





Suggested Retail 


NY 
se TOPS IN PROFIT 
’ 0 FOR A RAINY DAY 
® Patent Pending 


BEDOL ELECTRONICS, INC. - 1971 w. e5TH street - CLEVELAND 2, oHi0 


ATTENTION 


Manufacturer Reps 


and Distributors: 





We are now building our sales force and distribution organization 
—see us at the shows to see “‘RAIN-TOP”’ in action and discuss 
open territories. 


what a reasonable charge would 
be) total parts and oil, $12.25; labor, 


Repair sticking door handles— 
(probably applied a little oil)— 


Fix one turn signal—(probably 
unscrewed a burnt-out bulb and 
screwed in a new one)—bulb, 45 


There is another item listed, 
under “Parts” that no one seems 
to recognize, “One Krex, $1.25.” At 


Zone Manager P. C. Loehr said 
at a ground-breaking that the 
building will contain 90,000 square 
feet and be 60 percent larger than 


CONVERTIBLE TOP CLOSER 





(Continued from Page 12) 


least no labor seems involved in 
the installation of one Krex so 
I figure I got off cheaply there. 

Now this is only money and I 
wouldn’t mind so much really if, 
when I got it back, the car ran like 
a dream. But the truth is, it ran 
better before I took it in. Since 
its afternoon sojourn at the dealer- 
ship service department it has de- 
veloped a distinct, nerve-shattering 
jerking at speeds around 35 to 40 
miles per hour, 

As soon as I can save enough 
money I'll take it back again to 
have the tuneup tuned up. 

Seriously I wonder if dealers 
realize how much damage a greedy 
or incompetent service department 
can do to nullify all their advertis- 
ing efforts, their salesmanship and 
their goodwill. 

I will never go back to this par- 
ticular Rambler dealer for a new 
car. After all, no one, not even 
a woman, is stupid enough not to 
realize when someone is shaking 
her hand with the right hand while 
robbing her with the left.—A 
Detroir WOMAN READER. 

* * ok 
For Your Enjoyment 


Enclosed is a copy of an adver- 
tising plan I created to get more 
local business. 

If you can find space in your 
Automotive News for this type of 
entertainment, I know thousands 

of your automotive readers will 
get many hours of real enjoyment 
from it. 

The object is to find the over 70 
hidden cars. Here it is: 

Looking directly at the sun beams 
of direct rays will blind you. 

Nat King Cole sang “Columbia 
the Gem of the Ocean” several 
times on TV. 

The five liars, after reaching the 
climax, well informed the others. 

Yama Bahama, the son of the 
ancient VI king of Siam, ruled 
many years. 

The auburn-haired waitress put 
an ash tray on every table. 

Bob rushed in and called for Mac 
or Dick to help him. 

A free nation always has elections 
to seat their favorite member. 

Big Raymond threw a rock near 
the fisherman at the dock. 

The bullet pierced the window at 
the west cottage. 

Beautiful Fifi attracted much at- 
tention at the beach. 

The visiting Hindu ran through 
his bag of tricks, more or less. 

Knights of Columbus held a 
meeting in the Bay State instead 
of the Commonwealth. 

After eating four rolls, Roy cer- 
tainly was not hungry for dinner. 

Sanka is Ernie’s breakfast drink 
for the winter months. 

The Ambassador claimed it was 
Hebrew’s territory for many years. 

The frolic handlers will come to- 
morrow to glance right and left. 

The old farmer certainly knew 
how to dodge city traffic. 

In Russia, Nikita Khrushchev 
Roulette wheels are very famous. 

Franklin D, Roosevelt was elected 
four times as president of the U. S. 

The Indian asked the farmer for 
a job as a gardener. 

The former ceremony was rolling 
along on a national basis. 

Patrick Henry joined in and said, 
“Give me liberty or give me death.” 

Sergeant Thomas Cleve landed 
his plane safely and started for the 
hangar. 

The large condor tried hard to 
capture the lonely lamb. 

Without a murmur, Raymond re- 
fused to kiss Eleanor at the party. 

The customer replied, “If it is 
made by duPont, I accept it as 
the best.” 

The youth said, “Papa, I get tired 
if I run faster, please go slower.” 

He had to swim or risk his life 
in the deep water. 

They had little hope Larry was 
going to win the standard race. 

Ida visited Helen every holiday 
for many years. 

The jets travelled over land and 
sea at great speeds. 

Dr. Jordan told the patient to 
apply mouth wash every hour. 

They were delayed when Peg ran 
through a red traffic light. 

The witness was deaf or dumb 
because he did not answer once. 

Although he had less experience, 
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he was given the relief job. 

Columbus, after landing on the 
continent, almost at once knelt and 
prayed. 

The little cunning hamster darteg 
over the hill many times, 

After Marion gave him the nap- 
kin, George pulled the yellow cord, 
Thousands of people are ug 
“Go-Mar,” money saving miracle 

cleaner. 

The old seaman granted the val- 
iant knight a game of checkers, 

Helen and Ida visited Lincoln 
before the Civil War was over, 

The great Hawkshaw knew at 
once that the murderer was near. 
by. 

The lawyer took his case to the 
Metropolitan district and granted 
a new trial. 

He wished he could swap person- 
ality with the popular movie star. 

The farmer made sure the new 
hay nestled in the wide open field, 

Douglas Alles was a rambler until 
he reached the middle age. 

The cowboy from Indiana Sang 
“Moonlight and Roses” to his best 
girl. 

After losing his hat, fielder Willie 
Mays continued on to catch the ball, 

Harmon Killebrew hit 11 home- 
runs his first year in the majors, 

The old saying, “The early bird 
catches the worm,” rings a bell, 

The boys gazed at the sun beams 
but Frank lingered along.—Cuap- 
LES Murray, Charles Murray Auto 
Parts, 480 Bennett St., Luzerne, Pa, 

* * * 


To Shopper 


I wonder if ‘‘New Jersey shopper” 
has availed himself of the exquisite 
pleasure of shopping auto dealers 
25 or 30 times—without buying? 
It’s a certainty, Freud had a hy- 
pothesis on this obvious sensual 
pleasure. 

If I do leave all my shopping to 
my wife (“shopper”’ can’t guess), 
then I trust the people she deals 
with—and her good judgment. I will 
assume the stores shook their prices 
down to a nominal profit level, We 
are, perhaps, naive, but a store can 
make a few bucks on us, as we are 
not shameless shoppers on a shop- 
ping sham, 

Unfortunately, my message was 
taken out of context—an inadver- 
tentcy I assume, by “New Jersey 
Shopper.” However, don’t try to 
spear me with double talk. I’ve read 
the same books as you. 

Let’s bear this in mind, “New 
Jersey shopper,” there are two 
types of shopper: The oneg who 
look and buy reasonably, and the 
sanguine shopper sans _ sense, 
money and courtesy! That was the 
intent of my original “message.” 

Now—lI hope you and the other 
“creative” gentleman, create an au- 
tomobile partnership, and share the 
ecstacy you deserve. Furthermore, 
it will offer the opportunity to buy 
cars without shopping, and Kohn 
will again enjoy his Sunday driv- 
ing. 

Finally, let us bed down the sub- 
ject—you and the other cheery 
philosopher, have had your kicks. 

Incidentally, my name is 
FORCHT — What’s yours?—-GERALD 
L. Forcut, Butler, Pa. 


Freight Rates Reduced 


By United Air Lines 


CHICAGO.—Reductions up to 40 
percent in air freight rates affect- 
ing some 93 commodities have been 
put into effect on coast-to-coast and 
West Coast cargo routes served by 
United Air Lines. 

Tariffs now include volume rates 
for 100, 1,000, 2,000, 3,000, 5,000 and 
10,000 pounds shipments. 


—_—$—$—— 





Coming Events 


(Continued from Page 12) 


Jan. !1-12—Maintenance committee, Reg 
ular Common Carrier Conference, Hote: 
Tuller, Detroit. 

Jan. 25-26— National Forum on Auto 
motive Air Conditioning, Statler Hotel, 
Dallas. 

Jan. 29-31—Automotive Accessories Manu- 


facturers of America, McCormick Place, 
Chicago. 
Feb. 1-2—Private Truck Council of Amer- 


ica, Statler Hilton, Detroit. 4 
Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 


cago. ; 
March 12-16—Society of Automotive Engl- 
neers, Passenger Car and Bod Shera- 
ton-Cadillac Hotel, Detroit. | 
March 21-25 — Pacific Automotive Show, 
Memorial Coliseum, Portland. 
April |1-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. , ~ 
May 21-23—Automotive Engine R nuilders 
Assn., Sheraton Cadillac Hote! Detroit. 
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REA EXPRESS is on the move with new low charges 
for automotive parts—less than motor carrier! 


Now REA EXPRESS slashes shipping costs to the 
lowest point in automotive history! New rates on 
thousands of commodities now let you ship at costs 
that are lower than motor carrier for specified 
Weights and destinations. 

And, of course, you still get R EA EXPRESS single- 
Carrier responsibility, nationwide coverage and 
door to-door delivery at no extra cost (within pub- 
lished limits in the U. S.). Why not call your local 
REA EXPRESS representative today .. . and save! 


AUTOMOTIVE PARTS 
MOTOR REA CHARGES 


TRUCK 

FROM TO MIN. CHARGE 80Lbs. 100Lbs. 120Lbs. 
Pontiac, Mich. Dallas, Tex. $7.88 $5.75 a = 
St. Louis, Mo. Omaha, Neb. $4.87 - $4.30 
Newark, Del. New York, N. Y. $4.50 o $3.80 
Baltimore, Md. Pittsburgh, Pa. $5.05 -- _ 
Milwaukee, Wisc. Boston, Mass. $6.65 $5.92 - 
Lansing, Mich. Chicago, III. $4.41 - $3.81 _ 


REA rates and charges shown include free valuation of $50.00 for any shipment of 
100 pounds or less or 50 cents per pound for any shipment in excess of 100 pounds. 


SAVINGS 
BY REA 


$2.13 
$ .57 
$ .70 
$1.24 
$ .73 
$ .60 
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to reach 


J OUT OF 10 


newspaper readers in 


MILLION MARKET 
MILWAUKEE 


Only in Milwaukee can you 
reach 9 out of 10 newspaper 
readers in a rich, million-plus 
metropolitan area with just 
one newspaper. No combina- 
tions, no supplementary media 
needed. And The Journal’s 
milline rates are among the 
lowest in the country. When 
picking big newspaper markets, 
remember the best buy in 
economical coverage . . 


THE 
MILWAUKEE 
JOURNAL 


375,950 daily — 515,225 Sunday 


Member of 
Million Market Newspapers, Inc. 
New York ¢ Chicago * Detroit 
Los Angeles * San Francisco 
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Concentrate on Cars... 





By Ernest W. Peterson 
Staff Correspondent 

WOLFSBURG, West Germany.— 
Here, only five miles from the Iron 
Curtain, is one of the most exciting 
industrial stories of our generation. 
In this bustling, modern city, 
60,000 residents have an attitude of 
calm confidence, unafraid but not 
unaware of the potential danger 
only a few minutes drive to the 
east. 

Despite the intensity of Ber- 
lin’s cold war, despite news head- 
lines each day, this city — the 
newest and most American city 
in Germany and perhaps in Eu- 
rope—goes about its daily busi- 
ness of building Volkswagens for 
the 120 countries in the world 
where these unpretentious, de- 
pendable vehicles have become 
symbols of freedom and of relia- 
bility. 

Nowhere in this happy, hard- 
working community is there any 
evidence of the tension that exists 
throughout the rest of the world. 

There is only one interest here 
and that is in building motor ve- 
hicles better than any motor ve- 
hicle built anywhere in the world. 
And sales seem to prove that these 
hard-working Germans, many of 
whom are refugees from Eastern 
Europe, are doing just that. 

This company, the only company 
of this size that literally pulled it- 
self up by its own bootstraps, was 
born out of the ashes of World War 
II. With no help from any outside 
source, no government money, no 
Marshall Plan aid, this company 
through the genius of its managing 
director, Heinz Nordhoff, has grown 
from virtually nothing to a giant 
industrial complex with plants in 
four cities. 

Most important and biggest of 
the plants is still the original plant 
here in Wolfsburg, where Nordhoff 
and his staff of executives run the 
giant business which exports more 
than half its production to the na- 
tions of the free world. 

Production halls in this one 
city now cover an area of nearly 
11 million square feet, with 110 
miles of conveyor belts, 37,500 
workers and millions of dollars 
of machinery. 

It is difficult to realize that pro- 
duction of Volkswagens was a mere 
trickle of 185 per day back in 1949. 
Today, 4,000 cars and trucks are 
pouring off the Volkswagen assem- 
bly lines every day—convincing evi- 
dence of the miracle that happened 
here in 12 short years on the flat 
lands of Lower Saxony. 

Estimates are that in 1961 more 
than 1,000,000 vehicles will be pro- 
duced by this unique company, 


U.C. Dealers Seek 
Reputation Builder 


SEATTLE.—A program to im- 
prove the reputation of used-car 
dealers and protect buyers was dis- 
cussed here by the Washington 
State Independent Auto Dealers’ 
Assn. 

The group’s Public Relations 
Committee sought advice during a 
round-table discussion, from the 
Better Business Bureau, the prose- 
cuting attorney, Seattle police, 
sheriff’s office, State Department of 
Licenses and Washington State 
Patrol. 

W. H. DeRango, committee chair- 
man, ended the meeting with a 
proposal for a plan to educate pros- 








Volkswagen Workers 
Ignore World Tension 


which until a few months ago did 


not even know its owners. 


It is the largest automobile com- 
pany outside the United States and 
in Western 
Germany. This year, for the first 
time, it became a stockholder or- 
ganization with shares being sold 


the largest company 


exclusively to lower-income groups. 


Today it is the second most widely 
owned company in the world, sec- 


ond only to the American Tele- 
phone & Telegraph Co. 


It is, without question, the first 


company of its size in the world in 
terms of employe ownership, with 
more than 95 percent of its em- 
ployes owning stock, 

Thousands of machines produce 
the many parts that make up the 
Volkswagen, Many of these ma- 
chines came from the U. S. where 
$50 million worth of machinery 
has been bought in the last three 
years. In its own foundry, 10 
percent of the total magnesium 
produced in the free world is 
converted into parts for the 
Volkswagen engine and transmis- 
sion—and all is imported from 
the U. S, and Canada. 

The power station in this factory 
provides not only power and heat 
for the mile-long factory, but also 
for the inhabitants of Wolfsburg. 
Schools, hospitals, stores, churches 
and homes are all more modern 
than the most modern city in 
America, with wide streets, wide 
sidewalks and beautifully equipped 
public buildings. 

But this is only one of four 
Volkswagen factories in this part of 
Germany. True, it is the biggest 
and most important factory, but in 
Kassel, for example, a newer and 
more modern factory is turning out 
transmissions and spare parts with 
its 7,500 employes. 

Bigger and busier is the factory 
at Hannover, where all Volkswag- 
en engines, trucks and station wag- 
Ons are produced. This plant, em- 
ploying more than 17,000 workers, 
is currently producing 650 trucks 
plus nearly 5,000 engines daily. 

The fourth factory in the Volks- 
wagen complex is at Brunswick, 
where about 4,000 workers build 
front suspension assemblies. 

Heading this giant organization 
is &@ Man so unassuming, so culti- 
vated that it seems impossible he 
could survive in the hard world 
of business. He is Heinz Nord- 
hoff, who was born in this same 
state, Lower Saxony, in 1899 and 
who learned the automobile busi- 
ness with BMW in Munich and 
Opel, which later became a sub- 
sidiary of General Motors. 

With his acquaintance with the 
American automobile business 
which resulted from his associa- 
tion with GM, Nordhoff is able to 
combine the careful craftsmanship 
of the German worker with the 
efficient mass production of the 
American industry. Together, they 
make a combination that has made 
Volkswagen the world’s best known 
automobile. 

It is, in Nordhoff’s words, the 
most international of all vehicles 
and is, therefore, playing every day 
a vital role in welding together the 


nations of the free world. 
* * ok 


pective car buyers for their own |# 


protection. 


Chrysler Gets Contract 


To Build Mobile Bridges 
DETROIT.—Chrysler Corp. has 


received a $2,296,000 Army contract |§ 


for production of test units of a 
mobile assault vehicle. 

Designed by the Army, the ve- 
hicle is called a mobile assault 
bridge. Bridges of virtually any 
length can be speedily assembled 
by joining together the required 
number of individual units, each 
of which can travel independently 
on land or water. The contract 
calls for production of 12 units. 


“= Pee. 


Headquarters for VW— 


The biggest automobile plant in Europ 








Volkswagen's Transmission Plant— 
Newer and more modern than “home” plant at Wolfsburg is the Volkswagen factory 


at Kassel, West Germany, which turns out transmissions and spare 


Parts. Intensively 


cultivated fields literally run right up to the factory gates. 


‘7 Pillars of Price’ Outlined 


By U.S. Steel 


ST. LOUIS.—Answering the ques- 
tion, “What’s in the price besides 
money ?” a United States Steel Corp. 
executive discussed the “seven pil- 
lars of price” with the Purchasing 
Agents Assn. of St. Louis. 

Howard J. Mullin, the com- 
pany’s sales vice-president, ex- 
plained, “When I refer to the 
seven pillars of price, I do not 
refer to a structure upon which 
prices rest as a roof. 

“Rather, I refer to a seven-col- 


umn edifice which supports our eco- | 


nomic progress—a ‘construct’ of the 
mind, as philosophers might say, in 
which every pillar of price relates 
to and affects the strength of all 
the other pillars.” 

Mullin’s seven pillars are cost, 
quality, performance, availability, 
service, competition and freedom. 
He said the last two are the most 
important pillars of price and that 
freedom is the most precious of all. 

He called the concept of competi- 


tion the most misunderstood aspect | 


of today’s market economy. 

“It is sometimes said that com- 
petition is lacking because there 
may be only three or four large 
companies competing in one in- 
dustry,” Mullin said. 

“One might as well complain of 
a lack of political competition, 
simply because only two big poli- 
tical parties capture practically 
all of the votes—and the votes, 
like prices, often come out so 
close.” 

A similarity of prices for a given 
product in a given market does not 
mean there is conspiracy between 
producers to control prices and de- 
fraud customers, Mullin said. 

“As any business competitor 
knows,” he said, “the tendency to- 
ward a uniformity in prices is only 
evidence that competition is keen- 
est—a situation in which no one can 
get more for his product than the 
other fellow does, but tries to get 
as much in order to finance equiva- 
lent competitive efficiency.” 

Competition also takes place in 
technology, he said, and there is 
competition for the consumer’s dol- 
lar among all makers of goods and 
all producers of all services. Thus, 
the price of every product is affect- 
ed by the price of every other prod- 
uct. 

“At U. S. Steel,” he said, “we see 
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e is the mile-long Volkswagen factory and 


headquarters at Wolfsburg, West Germany—only five miles this side of the Iron 
Curtain. Although VW is the source of most activity in Wolfsburg, it manages not 
to dominate the city. For example, the factory powerhouse (far right) supplies power 
for Wolfsburg's 60,000 inhabitants, but sells power to the city, which in turn sells 
it to the people. In foreground are apartments for workers. In middle distance are 
parking lots, separated from the plant by a canal. Sheds in middle of parking lots 


are shelters for workers’ bicycles. At far 


left is the 14-story administrative building. 











Executive 


and feel this total competition of 
cost, quality, performance, avail- 
ability and service—and we work at 
it. 

“Our selling steps are threefold: 
First, to persuade customers to 
buy things that can be made of 
steel; second, to persuade produc- 
ers to make those products of 
steel, and third, to persuade them 
to make those products of U. §S, 
Steel.” 

Lashing out at a planned econ- 
omy (such as Russia’s) in which 
there are no market prices, Mullin 
declared that competition and all 
its benefits have been lost wherever 

a controlled economy has been sub- 
stituted for a price system. 

“Price controls eventually mean 
wage controls and rationing,” he 

asserted. “They are like the legs of 
a three-legged stool. All of them 
are necessary to the apparatus of 
control. 

“Price controls mean wage con- 
trols because wages are by far the 
biggest ‘price’ paid by the Ameri- 
can people. Price controls create 
shortages — just as price subsidies 
create surpluses—and the shortages 
require rationing.” 

Discussing the “pillar” of free- 
dom, Mullin declared: “I do not 
believe that government price fix- 
ing is ‘bad’ because government 
servants are ‘bad.’ I believe that 
price fixing, even by angels, is im- 
possible. 

“Freedom is the final pillar of 
price,” he continued, “because 
without freedom there are no 
prices—there are only govern- 
ment decrees. In the final analy- 
Sis, price control is the control of 
people, as more than one billion 
people between the Iron and 
Bamboo curtains today well 
know. 

“Those who lose their freedom of 
price eventually lose their freedom 
of person. And when the seven pil- 
lars of price have crumbled, liberty 
and its moral and material founda- 
tions have always been brought to 
ruin.” 


2 Finance Firms 


Approve Merger 


SOUTH BEND.—Directors of As- 
sociates Investment Co., South 
Bend, and Securities Acceptance 
Corp, Omaha, have approved a 
merger plan for the two companies. 

Clarence L. Landen, Securities 
president, and O. C. Carmichael JI., 
Associates chairman, said that seP- 
arate meetings of the two compa- 
nies’ shareholders would be _ held 
Nov. 22 for the purpose of consider- 
ing and taking action on the mer- 
ger plan. The merger would be ef- 
fected through an exchange of one 
share of Associates common stock 
for each six shares of Securities 
stock. 





Knipp Buys Insurance Firm 

JEFFERSON CITY, Mo.—Knipp 
Motor Co, (Cadillac-Oldsmobile), 
has purchased an insurance agency 
and installed it in the dealership 
under the management of Richard 
Schnieders. The agency will handle 
auto insurance, home own: rs, life, 
fire and theft, general liability, 
hospitalization, compensation an 
bonds. 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Endurance Contest 
OLVO is in the news in Balti- 
more through a 10-day endur- 
ance contest sponsored by Michael- 
son Motors, Inc., 5801 Reisterstown 
Rd. 

The firm has advertised the event 
in this fashion: 

“Car running: ’61 Volvo demon- 
strator ... How many miles will 
the Volvo run? This car has the 
same engine as the ’61 Volvo that 
won the 12-hour international en- 
durance race at Marlboro Oct. 22. 

“Guess the mileage! 

“Win free! 23-inch console TV 
set, plus many other prizes. Open 
all night during this contest... 
coffee and buns ... to everyone.” 

CJ * of 


Lawrence Thanks Customers 


AWRENCE PLYMOUTH 

CORP., Richmond, Va., ran a 
full-page ad in the Richmond 
Times Dispatch to commemorate 
its second birthday and thank the 
people of the city for making what 
it claims is the largest Plymouth 
dealership in Virginia, North Caro- 
lina, South Carolina and East Ten- 
nessee. 

“There can be only one answer,” 
the ad stated, “customer satisfac- 
tion. We strive to treat everyone 
fairly, courteously and, above all, 
to satisfy every need of our cus- 
tomer. All of the employes of Law- 
rence Plymouth Corp. sincerely ap- 
preciate your making us the larg- 
est Plymouth dealer in our region.” 

® * * 


Performance Is Promoted 
INNEAPOLIS-AREA Dodge 
dealers are in the midst of a 

unique automotive test-market pro- 

motion which will run for three 

weeks. The test centers around a 

new electronic M-P-G Mileage 


Daytona Receives 
12-Car Entry 


From Pontiac 


DAYTONA BEACH, Fla. — Pon- 
tiac will enter 12 cars in the Pure 
Oil safety and performance trials 
on the Daytona International 
Speedway Jan. 15-21. 

Three Pontiacs will be entered in 
the 421-cubic-inch V-8 class, three 
in the 389-cubic-inch V-8 class, 
three in the 215-cubic-inch class 
and three in the 195-cubic-inch 
class. 

No maker is allowed more than 
three entries to a class in trials 
that involve tests for fuel economy, 
traffic passing and stop-and-go. 
The tests precede the annual “Speed 
Sport Weeks” which will end with 
the 500-mile Grand National stock 
car championship race Feb, 18. 

Anyone is eligible to enter the 
performance trials by paying an 
entry fee of $50 and conforming to 
the rules set up by NASCAR and 
Pure Oil Co., with the latter putting 
up the $6,000 prize money. Factory 
entries close earlier but dealer en- 
tries are acceptable to Nov. 29, pre- 
vious entrants until Dec. 4 and in- 
dividuals unti] Dec. 8. 

The rules restrict entrants to 
American-built cars. Any other 
make has to be approved. 


"The Automobile Dealer" 
By Martin H. Bury 

Acclaimed the 
most valuable 
guide book in the 
industry. It con- 
tains methods, 
procedures and 
profit formulas 
for every depart- 
ment of the deal- 
er's business. Con- 

tains answers to most dealer 

problems. 

Revised Third Edition has been 
updated and enlarged to cover 
current conditions. 320 pages, 
$6.30 postpaid; discount of 25% 
in lots of ten or more. 


Order Your Copy Now! 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
PHILADELPHIA 21, PA. 


Computer that permits motorists 
to evaluate instantly gasoline mile- 
age and Dodge performance. 

One of the largest, short-term 
advertising barrages in local auto- 
motive history wil] support the test 
program. 

Participating dealers are Ander- 
son Dodge, Minneapolis; Hopkins 
Dodge, Hopkins, Minn.; King 
Dodge, Minneapolis; River Motors, 
Anoka, Minn., and George Allen 
Garage, Savage, Minn. 

* * * 


Watertown Dealers Team Up 


EW-CAR dealers in the Water- 
town (N. Y.) area teamed up 
in a cooperative promotion design- 
ed to spark interest in the new 
models. 
The promotion was launched with 
a special tabloid supplement to the 
Watertown Daily Times, featuring 
the theme: “Got Your Eye on a 
Buy in a Car?” 
The dealers used this sales pitch: 
“Your favorite car dealer is wait- 


ing to show you all the new con- 
cepts of performance, safety and 
comfort, in an unprecedented vari- 
ety of cars sizes and styles to suit 
to perfection every need, taste and 
pocketbook.” 

The tabloid, in addition to ads 
of the participating dealers, carried 
stories on auto inspection, safety 
equipment, gas mileage, proper tire 
care, winter preparation and com- 
pact cars. 

* * x 
‘Safe Deal’— e 

“Safest Deal in Town” is the*way 
Kline Sales Corp. (Chevrolet), Nor- 
folk, Va., advertised its offer of 
free seat belts with every Chevro- 


let, Chevy II and Corvair purchas-. 


ed at the dealership. The belts were 


installed free. 
ok * + 


Showroom on Wheels 


AFAYETTE (IND.) UNIVER- 
4 SITY MOTORS, INC., 25 S. 
Third St., has sold the local Sears 
Roebuck & Co. store a Volkswagen 
truck for use by the firm as the 
“Kenmore Showroom on Wheels.” 
A telephone call from an inter- 
ested person will bring the mobile 
showroom with the Kenmore appli- 
ance for a demonstration at the 
home. 


Top Kickers at Britt Ford— 

These boys, age 6 to 10, won the punt-pass-placekick contest in Fairfax, Va., spon- 
sored by Ted Britt Ford Sales, Inc., in connection with Ford’s national competition, 
M. G. (Ted) Britt, president of the dealership, awarded prizes of football equipment 
to the first, second and third-place winners. 















By Leo T. Parker 
Attorney at Law 

ENERALLY speaking, in the 
past the higher courts have 
held that "2 te company or 
bile dealer repossesses an 
=” automobile with- 
out using force, 
he cannot be held 
liable in damages 

for conversion. 

However, last 
month a higher 
court laid down 
new law to the ef- 
fect that there is 
legal “conversion” 
if the owner 
could have pre- 
Leo T. Parker vented the repos- 
session only by use of force. 

For illustration, in Manhattan 
Credit Co. v. Brewer, 341 S. W. (2d) 
765, the testimony showed facts, as 
follows: A woman named Brewer 
purchased a used automobile, She 
was to pay the contract price of 


Lawsuits Affecting Dealers .. . 
TE ee — eee 


Court Decisions 








$919.65 in 15 equal monthly install- 
ments of $61.31. She signed a chattel 
mortgage which stated that in case 
of default in the payments on the 
debt the mortgagee could “without 
notice enter upon the premises of 
Brewer and take possession of the 
automobile without legal proced- 
ure.” 


Brewer became delinquent in 
making the agreed payments. 

A finance company held the 
chattel mortgage and its agent 
went to Brewer’s home and found 
the automobile in the driveway 
at a time when Brewer was in 
the bathtub. 

While the agent was attempting 
to attach a towbar to the car 
Brewer called her attorney who 
told her the agent had no right to 
take the car without legal process. 
She so informed her husband and 
he in turn told the agent that they 
objected to him taking the car. 

The agent disregarded these ob- 
jections and later the husband went 





to the other side of the car and, 
while the agent was getting into 
the car, turned off the ignition. 
Thereupon the agent turned the 
ignition back on starting the motor, 
and started backing out of the 
driveway, causing the husband to 
have to get out of the way. There- 
upon the agent drove away with the 
automobile. 
* * ok 
REWER sued the finance com- 
pany for conversion of the auto- 
mobile on the contention that 
neither she nor her husband could 
have prevented the agent’s taking 
possession of the automobile with- 
out exercising force to prevent it. 
The higher court agreed with 
these contentions and awarded 
Brewer damages against the fi- 
nance company. This court said: 
“Mrs. Brewer could not have 
prevented appellant’s (finance 
company’s) agent from driving 
her automobile away without her 
having to exercise force to pre- 
vent it. The purpose of the rule 
against the use of threats of vio- 
lence in these kinds of cases is 
that the conditional vendors may 
retake possession without legal 
procedure where and when they 
can do so peaceably and without 
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Ford’s Eggert Sees ’62 


More Like ’59 Than ’55 


DETROIT. — Higher consumer 
incomes and employment, as well 
as increased car sales, are in 
prospect for the fourth quarter 
and for 1962, according to Robert 
J. Eggert, marketing research 
manager of Ford Division. 

Eggert, addressing the Propel- 
lor Club of the United States here, 
said the outlook for business con- 
ditions is more similar to 1959 
than to the 1955 boom. He said 
that new-car sales “of 6.5 million 
could be viewed as a lower limit 
and seven million as a probable 
maximum level.” 





incurring the risk of invoking 
violence.” 

For comparison, see Kensinger 
Acceptance Corp. v. Davis, 269 S. W. 
(2d) 792, 793. In this case one Davis 
had left his mortgaged Ford truck 
with the finance company and later 
an employe of the finance company 
refused to let him remove the truck. 
Davis was sitting in the truck with 
the ignition key in his hand, an 
employe of the agent of the finance 
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IGNITION WITHOUT 
MECHANICAL CONTACTS 


NEW TRANSISTOR-CONTROLLED 
HIGH-DUTY IGNITION SYSTEM DE- 
LIVERS MANY TIMES THE SERVICE 
LIFE OF CONVENTIONAL SYSTEMS! 


Now Delco-Remy puts electronics to work to build a new 
High-Duty ignition system that provides quicker starts, in- 
creased voltage output and super durability—proved in 
extensive on-the-job tests. 


The new Full-Transistor system switches power electroni- 
cally instead of mechanically. This means there are no 
contact points or condenser. The four units—magnetic 
pulse distributor, control unit with three transistors, spe- 
cial ignition coil and external resistor—combine to deliver 
greater output at high speeds, eliminate periodic mainte- 
nance and adjustment, and assure a longer, more 
reliable lifetime. 


Immediate applications for the new system are... high- 
speed, high-performance engines requiring greater ig- 
nition voltages throughout the top speed range than are 
now available from other systems ... and high-durability 
engines for truck, off-highway and stationary use where 
operation must be nearly continuous and maintenance 
next to nothing. Delco-Remy will work with you to develop 
a transistor-controlled High-Duty ignition system to meet 
your special needs. Technical data is available on request. 
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company simply stated that he 
would see that Davis would not 
drive away in the truck. 

In subsequent litigation, the high- 
er court held the finance company 
liable for conversion on the grounds 
that the statement made by the 
finance company’s agent was a 
threat against Davis. 

ES * om 


Oral Promise 


A FEW weeks ago a higher court 
clearly held that an oral or ver- 
bal promise or agreement cannot 
be used to vary the obligations as- 
sumed under a written contract. 

For example, in Johns, Inc. v. 
Wilson, 358 Pac. (2d) 205, the tes- 
timony substantially showed that 
an automobile dealer and a cus- 
tomer, named Wilson, signed a 
written agreement by the terms 
of which Wilson purchased a new 
automobile at a stated price, with 
an allowance of $1,500 for his old 
automobile. 

Later legal controversy developed 
when Wilson demanded that the 
automobile dealer allow an addi- 
tional $1,000 credit, which he 
claimed was promised by the dealer 
at the time the written contract 
was signed. This written contract 
contained a clause: “No representa- 
tions, promises or statements have 
been made by seller unless endorsed 
hereon in writing.” 

The higher court refused to hold 
the allegedly orally promised $1,000 
credit valid or effective and said: 

“There was no allegation or proof 
of fraud or mistake in the execu- 
tion of the written contract. Parol 
evidence contradictory of the writ- 
ten agreement is not admissible.” 

* * ok 

1. higher court went on to 

explain that although no clause 
in a written contract disclaims oral 
agreements and promises, the clear 
terms of a written contract cannot 
be varied by an oral or verbal 
agreement. 


For comparison, in a late case, 
the testimony showed that an au- 
tomobile dealer sold a new auto- 
mobile under a written contract 
which specified that the purchas- 
er would take delivery of the 
automobile at the dealer’s place 
of business. 

When the automobile was ready 
for delivery the purchaser refused 
to come to the dealer’s place of 
business, and later filed a suit ask- 
ing the court to hold the written 
contract void because the dealer 
had breached his oral agreement 
to deliver the car at the purchaser’s 
home 50 miles distant. 

The higher court refused to listen 
to the purchaser’s testimony rela- 
tive to the oral promise and ordered 
the purchaser to take delivery of 
the automobile at the dealer’s place 
of business and pay the full con- 
tract price. 


Md. Requires Smog-Burners 


On Cars Used by State 


ANNAPOLIS, Md.—The State of 
Maryland is requiring factory-in- 
stalled blowby devices on all new 
cars purchased for official use. 

The action taken by James G. 
Rennie, director of the state’s De- 
partment of Budget and Procure- 
ment, follows that taken recently 
by the State of Virginia. Writing 
blowbys into specifications has also 
been done by the Federal procure- 
ment agencies—the General Serv- 
ices Administration and the De- 
partment of Defense. 








For Quality & Service 


Use WESTERN 
SNOWPLOWS 


Ready to Install 
on Your Vehicle 
from $325.00 


Complete 
F.0. 


With Power Hydraulic Lift for All 
Vehicles—WILLYS, I-H, FORD, 
DODGE, CHEVROLET, GMC 
Western Snowplow Div., Dept. AN11-18 


DOUGLAS MOTORS CORP. 
1234 N. 62nd St. Milwaukee, Wis. 
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idea Here’s howto become airborne in an automobile 
—legally. Imagine floating scant inches off the 

for tomorrow a ee 
roadway in this ducted-air vehicle of tomorrow. 


oe t I stee! You’re in a fast, compact two-seater and the rush 





1. The design capitalizes on the remarkable 
properties of USS High-Strength Low-Alloy 
Steel of outstanding strength, toughness, 
impact resistance and weldability. By taking 
advantage of these steels with a minimum 
yield point of 50,000 psi, the body can be 
built from 15% to 33% lighter for mobility, 
economical operation and lower power re- 
quirements. Yet that same strength means 
built-in durability and resistance to abuse. 
The ductility of USS High Strength Steels 
permits relatively difficult formations and 
makes these steels ideal for this design. To- 
day USS High Strength Steels—Cor-TEn, 
MAN-TEN, TR!I-TEN, PAR-TEN and EX-TEN 
brands—have established a tradition in 
design: less weight with greater strength. 








& Use modern, dependable steels for modern, dependable automobiles. 
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of air you hear comes from three fans that con- 
trol elevation, propulsion and direction. This is 
one way to be windblown in style.miThere’s little 
doubt that the future will see ducted-air vehicles 


2. Different steels are used throughout the car for 
maximum performance. The contour seats are formed 
of coated steel sheets. The canopy retraction hinge 
and pin are roll-formed, high-carbon steel to withstand 
stress deformation. The single panel that makes up the 
rear quarter is stamped stainless steel and will stay 
showroom bright for the life of the car. 

Cockpit is stamped from a single sheet of thin gage 
cold-rolled carbon steel (notice the deep deformations 
requiring steel’s great ductility), and the body pan is a 
single stamping of high strength steel for strength, 
rigidity and reduced section. The high velocity power 
tube is fabricated seamless steel tubing built to take 
rugged treatment. The fan components are stamped 
from another high-strength low-alloy steel, offering at- 
mospheric corrosion resistance 4 to 6 times that of 
carbon steel. 


— 
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like our low-level “airster.” They’ll need the 
combination of strength, lightness and durability 
that only steel can give them. Here’s how today’s 
USS Steels could help put this car on the road. 


es 
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These are but a few of the imaginative uses of steel in this car of 
tomorrow. Today, there are over 160 steels used in automobiles, and 
thousands more available to the designer. There is a steel for practically 
any combination of properties the designer can dream up... strength 


aaraar** 





for lightness, toughness for durability, surface finishes for style. When 
you want steels that will match your imagination, write United States 
Steel, Room 6271, 525 William Penn Place, Pittsburgh 30, Pennsylvania. 

USS, COR-TEN, MAN-TEN, TRI-TEN, PAR-TEN and EX-TEN are registered trademarks 


United States Steel 








Capsule Reports . .’. 


Auto News in Brief 


CIRCLEVILLE, O.—Ground was 
broken here for Pittsburgh Plate 
Glass Co.’s synthetic resins plant. 
Guy J. Berghoff, general manager 
of the Paint and Brush Division, 
turned the first shovel of earth at 
the 65-acre site about three miles 
south of here. 

The new facility will produce syn- 
thetic resins, many of which have 
been developed by PPG research. 
The great bulk of the resin output 
will be used by PPG’s paint and 
coatings plants located in various 


parts of the country. 
* * * 


New Firm Seeks to Build 


Auto for Asian Masses 


WICHITA.—A new corporation 
has been formed here to design and 
develop a “minimum” automobile 
for mass production in India and 
other foreign countries. 

Tom Salter, chairman of Pyco, 
Inc., and former vice-president of 
Cessna Aircraft, Inc., said the firm 
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is designing a “basic automobile— 
just a step above a bicycle,” which 


is expected to sell for about $400. 


The car is the idea of a New Delhi 
graduate student at Wichita Uni- 
versity. 

* * * 
Rochester Lists Carburetors 


For Chevy Il, Buick V-6 


ROCHESTER, N. Y.—Eight new 
carburetor applications for the new 
Chevy II and Buick Special V-6 en- 
gines feature the 1962 line of car- 
buretors announced by the Roches- 
ter Products Division of General 
Motors. Numerous other design 
changes on the standard line of 
carburetors also were announced. 


The Chevy II four and six-cyl- 
inder engine use single-jet down- 
draft carburetors (Models B and 
BC). The four is equipped with a 
manually operated choke while the 
carburetor for the six has an auto- 
matic choke. Carburetor applica- 
tions for the Buick V-6 include 





four units which are used on syn-| 
chromesh and automatic transmis- | 


sions, two of which are calibrated 
for use with a crankcase ventilat- 
ing system. 

* ok * 
Battelle Institute Offers 
Book on Budding Engineers 


COLUMBUS, O.—Is There a Fu- 
ture Scientist or Engineer in Your 
Home? is the title of a booklet just 
released by Battelle Memorial In- 
stitute, The booklet is offered as ‘a 
primer to help parents and leaders 
of young people in the discovery 
and encouragement of the nation’s 
future scientists and engineers. 

The booklet outlines characteris- 
tics which may indicate an embryo 
engineer or scientist. It also em- 
phasizes that, if he or she is not 
discovered early enough and en- 
couraged to complete required 
courses in high school, the chances 
are he will find it difficult to suc- 
ceed at the university of his choice. 

* * * 


Dutch Firm to Build 


Fruehauf Trailers 
ROTTERDAM. — N. V. Neder- 
landse Tank-A pparaten-en-Ma- 
chinefabriek, “Netam,” will produce 
trailers for the Benelux market 
under a licensing agreement with 








4 
“The courtesy car broke down 
and you had to walk the last five 
miles? Well, don’t worry, we'll 
have your shoes half-soled.” 





Fruehauf International, Ltd., a sub- 
sidiary of Fruehauf Trailers, De- 
troit. Netam makes semi-trailers, 
storage tanks, street cleaning cars 
and hydraulic dumping vehicles. 
Fruehauf has subsidiaries in 
France and England and associat- 
ed manufacturing companies in 
Sweden, Spain and West Germany. 
oe * * 


Fibre Products Expands 
TORONTO.—Fibre Products of 





Stock 


HICKOK 
auto 


seat 
belt 













details on “‘Hickok”’ seat belts. 


*Use of registered trademark permitted 


made of 
Du Pont 


Nylon 


THEY'LL SELL BIG IN '62! — what 
with millions spent on national publicity, 
and built-in seat belt anchor plates for 
’62 cars. You can bet your seat belt sales 
and profits will boom, so now’s the time 
to stock up! B Pictured here is one of 
Hickok's beautiful new “Traveler” seat 
belts. This line is priced to retail from $10.95 

to $50.00, and the belts pass Federal, State 
and SAE specifications. Available in 11 differ- 
ent colors to match car interiors. The webbing 
/s of super-strong Du Pont nylon—so you get 








the extra sales power of the Du Pont name, a 
recognized symbol of quality. Make sure you're 
ready for the big rush by ordering now! Write to 
American Safety Equipment Cor- 
poration, 261 Madison Avenue, 
New York 16, N. Y. for more 


GU POND 


RES. U5. pat.orF 
Better Things for Better Living 
. .. through Chemistry 


——— 
Canada has completed a $100,000 ex. 
pansion program at its Brantford 
(Ont.) plant. The firm m akes 
sponge-rubber-backed materia] ang 
laminations for the auto industry, 
* * * 


Raytheon Ready to Purchase 
Rheem Semiconductor Unit 


LEXINGTON, Mass.- -Raytheon 
Co. announced that it had reached 
agreement in principle to purchase 
substantially all of the assets of 
Rheem Semiconductor Corp., 4 gyp- 
sidiary of Rheem Mfg. Co, at 
Mountain View, Calif. No details of 
the planned cash transaction were 
disclosed. 

Richard E. Krafve, Raytheon 
president and former Edsel] gen- 
eral manager for Ford, said that 
the technical depth and scientific 
strength of the Rheem organization 
as evidenced by the advanced semi- 
conductor products developed and 
introduced was a major attraction 
in the proposed acquisition, 

* * * 


Zollner Foundry Division 


Plans $750,000 Addition 

BIRMINGHAM, M ich. — The 
Foundry Division of Zollner 
Corp. will make a $750,000, 30,000- 
square-foot addition to its per- 
manent-mold foundry. 

The addition will almost double 
foundry capacity. The company 
said about 20 percent of added 
capacity will be used at present 
production levels and the rest of 
the addition will be brought into 
use in the next two to three 
years. 

* * * 
Buick’s Southeast Region 
To Get New Offices 


ATLANTA.—A Southeastern re- 
gional] headquarters building for 
Buick will be built on the Northeast 
Freeway here, just off Peachtree 
Rd. 

The 7,000-square-foot office will 
occupy a one-acre tract of land. The 
building will be owned by Ashley 
Development Corp., Atlanta, and 
occupied by Buick under a long- 


term lease. 
K * * 


Walbro Corp. Acquires 


Toledo’s Dupree Products 


CASS CITY, Mich.—Dupree Prod- 
ucts Corp., Toledo, has been acquir- 
ed by Walbro Corp., Cass City, and 
will be operated as a wholly owned 
subsidiary. 

Samuel F. Dupree, founder and 
president of Dupree Products, joins 
Walbro in charge of original equip- 
ment sales and product develop- 
ment for the subsidiary. 

* * * 


S.A. Tieup for Firestone 


AKRON.—A technical assistance 
agreement for the manufacture of 
tires and varied rubber products 
has been signed by Firestone Tire 
& Rubber Co, and Fabrica Urugua- 
ya de Neumaticos Sociedad Anoni- 
ma (FUNSA) in Montevideo, Uru- 
guay. 

* * * 
Fastening Service Center 


Opened in Kansas City 


KANSAS CITY.—A new approach 
to the distribution of a basic indus- 
trial commodity—the fastener—has 
been launched here with the open- 
ing of the Fastening Service Cen- 
ter of Kansas City, Inc., with a 
500-ton inventory that includes over 
15,000 different fastening products. 

In establishing a specialized cen- 
ter to service users of industrial 
fasteners, FSC’s parent company, 
Russell, Burdsall] & Ward Bolt and 
Nut Co., Port Chester, N. Y., is 
bringing the major United States 
brands of industrial fasteners to- 
gether under one roof. 

* * aa 


Chemical Specialties Group 


Plans Meeting Dec. 4-6 


NEW YORK.—Over 50 technical 
papers are slated for presentation 
at the 48th annual meeting of the 
Chemical Specialties Manufacturers 
Assn. here Dec. 4-6. 

About 1,000 delegates are expect- 
ed to attend general sessions and 
technical meetings of the trade as- 
sociation’s aerosol, automotive, I- 
secticides, waxes and floor finishes, 
disinfectant-sanitizers, and deter- 
gents-sanitary chemical products 
divisions. Committee meetings are 
scheduled for most of the opening 
day, with divisional meetings set 
for Dec. 5 and 6. 
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Growing Dealerships .. . 
Auto Dealer Expansions 


for employes have been added to 
the dealership. 

In addition to the expansion pro- 
gram, the dealership has realigned 
its executive staff. William Grant 
sr, who has served as president 
since he acquired the firm in 1933, 
has become chairman, and William 
Grant jr., former vice-president and 
general manager, has become presi- 
dent. M. Daniel Manning continues 
as vice-president. 

+ * 





§sT. PETERSBURG, Fla.—A re- 
modeling and expansion program 
that has added a new reception 
area With an automatic phone sys- 

tem to facilitate 
interdepartmental 
calls, freeing the 
receptionist for 
other duties, has 
been completed 
by Grant Motor 
Co, (Ford). 

The firm also 
has installed a 
new lighting sys- 
tem, and the 
, heating and air 
William Grant Sr. conditioning sys- 
tems have been suspended from 
the ceiling to add more space to 
the parts department. 

Four new closing offices, a meet- 
ing and training room, customer 
and employe lounges and showers 



























oe 


Albon Starts Building 

DAYTON.—Renault of Dayton is 
erecting an $800,000 showroom and 
shop at N. Main St. and Herman 
Ave. Max Albon, president, said 
that about 40 employes, will be 
added when the two-story building 
is completed in January. 

* * * 


Anderson Buys Building 


For Second Showroom 


BOISE, Id. — Walter Anderson, 
president of Anderson Buick, has 








building adjacent to his dealership 
at 611 S. Capitol Blvd. 

The showroom in the newly ac- 
quired structure will be used for 
Studebaker and Mercedes - Benz. 
The rear will be equipped for a 
new body shop. It also will be the 
site of the firm’s new sales offices. 

ed * * 


Hoffman-Green Moves 
BALTIMORE, — Hoffman-Green 
Motors, Inc. (Chrysler-Imperial- 
Simca), has moved into larger 
quarters here at 3810 W. Belvedere 
Ave. The dealership is owned by 
Don Flax and Stan Wilkins. 





Rete 


Keefer in New Building— 


* * * 
Van Tuyl Expands Keeter Motors. 
MISSION, Kans.—Van Chevrolet a eae 


Co. has acquired Hoen Chevrolet} remodeled and enlarged quarters 
Co. here at 6300 Johnson Dr. Cecil} here. David Ertley is president. 
Van Tuyl is president of the firm. ‘oe oe 


* * * 
Freeman in New Quarters 
Johnson Adds Studebaker Q 
DALLAS.—Freeman Olds hag oc- 
CHAMPAIGN, Ill—World Wide cupied new quarters on Inwood 


Motors, an imported-car dealership 
here, hag received a Studebaker | 4. one block north of Lemmon. 
franchise. Jim Johnson is the et a 


owner. ee Phoenix Motor Moves 
PHOENIX.—Phoenix Motor Co. 
Ertley Remodels Inc. (Studebaker-DKW-Mercedes), 


KINGSTON, Pa.— David Ertley,| has moved into new quarters at 225 


27 





Keeter Motors (Ford), Shelby, N. C., held a formal opening for this new building. 
The building also houses a Goodrich store and a Phillips 66 service station, both of 
which are divisions of Keeters, Inc, The new building replaces one which was destroyed 
by fire several years ago. Hoyt Keeter sr. heads Keeters, Inc. His son is president of 


* * * 
formerly was known as Packard- 
Studebaker Motor Co. and had been 
at 400 W. Washington since 1940. 
It is headed by S. H. Bowyer, who 
has been in the auto business in 
Arizona since 1912. 

* ok oe 


McKeown-Phalin Builds 


WHEATON, Ill.—A new Chev- 
rolet dealership is being construct- 
ed here by McKeown-Phalin Chev- 
rolet, Heading the corporation are 
Edward P. McKeown and Howard 


Comm ittee, 


Chrysler Hails 
Decade of Success 


In Missile Work 


NEW YORK.—Ten years of space 
achievements including high mis- 
sile reliability records, boosting the 
United States astronauts into sub- 
orbital flights and 
jJaunching the 
frst U. S. earth 
satellites were 
marked here by 
Chrysler Corp. at 
the Overseas 
Press Club. 

Growth of the 
company’s role in 
the aerospace 
field from a small 
group of engi- . 
neers and scien- T. F. 
tists studying the possible role of 
Chrysler in the missile field in No- 
vember, 1951, to a division concen- 
trating on research, development 
and production of missiles and 
space vehicle boosters and systems 
was traced by Thomas F. Morrow, 
vice-president for defense and spe- 
cial products. 

“We are in the space field to stay 
—and we hope in the next 10 years 
to contribute as much to the space 
achievements of our country as we 
have in the past 10,” Morrow said. 

“The Redstone and Jupiter mis- 
siles have set high marks for re- 
liability. The Chrysler-built Red- 
stone has achieved a reliability rec- 
ord of 95 percent successful flights 
and all Chrysler-built Jupiters have 
been successful—a reliability of 100 
percent. 

“In the past two years our engi- 
neers and technicians, under the 
direction of the National Aeronau- 
tics and Space Administration’s 
George C. Marshall Flight Center, 
have participated in nearly every 
aspect of the Saturn program.” 


CCC Lends Less 
On Car Stocks 


BALTIMORE. — Commercial 
Credit Co. reported that it is using 
less money to finance dealers’ in- 
ventories and expects 15-day billing 
on dealers’ orders to keep the need 
for floor-plan money down. 


_ Better control of the merchandis- 
ing of 1961 cars and lower demand 
have enabled the company to re- 
duce the amount used in floor plan- 
ning by $72 million. The 15-day bill- 
ing provision “undoubtedly will de- 
crease the amount of cash we 
employ in wholesale motor receiv- 
ables,” CCC said. 

The company reported a profit of 
$21,424,020 for the first nine months 
of this year, up slightly from the 


$21,398,433 earned in the like period 
of 1960. 
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Engine Rebuilders Slate 


Convention May 20-23 


DETROIT.—The Automotive En- 
sine Rebuilders Assn. will hold its 
192 convention here May 20-23 at 
the Sheraton-Cadillac Hotel. 
President Ernest R. Sluggett, De- 
ttoit, is head of the Convention 


purchased a 10,000-square-foot | Inc. (Oldsmobile), has opened its| W. Indian School Rd. The firm| V. Phalin. 
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“Acme’s Color Eye System 
speeded up our work by 200% 
Se and cut costs at least 100%” * 


—reports WALTER HUDSON 
owner, Hudson Chevrolet Co. 
Stamps, Arkansas 





Acme’s Color Eye System is “easy to work 2. You save material costs, because you mix 


with” “increases production and only the amount of paint needed for each job. 
department earnings” . . . “improves the 3. Y ‘ bie ent it f 
quality of finishes” . . . “‘decreases waste of - You save time, cause you don't wait for 


paint colors in stock” . . . “puts 4000 colors paint Calvary ar hue fer eaters. 


at our finger tips.’”’ These are just a few of 
the comments from Mr. Hudson and his 
employees at Hudson Chevrolet in Stamps, 
Arkansas. 

Whether your paint shop is large or 


4. You get perfectly matched colors, because 
you get “laboratory accuracy.” 


5. You have happier customers, because you 
can make faster deliveries on better paint jobs. 


small, Acme’s Color Eye System can save 
you time and increase your profits, too. 

1. You save inventory costs, because you stock 
only basic Acme intermixing colors. 


For more information on the Acme Color 
Eye System, see or call your nearest Acme 
automotive jobber or write directly to 
Acme Quality Paints, Inc. 





*National average savings for paint shops using the Acme Color Eye System is approximately 33% %. 


ACME 


AUTOMOTIVE FINISHES 


ACME SPEEDY-SAND 
PRIMER-SURFACER 
547 PEARL GRAY 

It’s New—It’s Light Gray—It’s 


Non-settling. Recommended for 
acrylic, and general use. 





ACME QUALITY PAINTS, INC. : 
__ DETROIT 11, MICHIGAN © TRINITY 24800000 One of the complete family of Acme 
eee Ne, CAIRNS, THORN, 27 ¢ Ee Ms ene nee a Automotive Refinishing Products 


Riding Herd on Texas Wholesalers— 

New officers of Automotive Wholesalers of Texas are, from left, G. C. Morris, execu- 
tive director; Poncho Oatman, treasurer; Yancy M. Robertson, immediate past president; 
Wayne Bull, president; James Wilson, first vice-president; O. D. Reed, second vice-pres- 
ident, and Joseph Mclure, secretary. Officers were elected at a convention which 
passed a resolution opposing “unnecessary government controls over, and intervention 
in, business.” 


Harrison Automotive Radiators—designed 
and built to General Motors exacting 
standards of quality and value. 












What's New... 








CHICAGO.—A record number of 
buyers are expected to attend the 
Automotive Accessories Manufac- 
turers Assn.’s 35th anniversary 
jubilee exposition scheduled Jan. 
29-Feb. 1 at McCormick Place, ac- 
cording to Herman L. Erlichman, 
show manager. 

The show will house more than 
500 manufacturers in over 800 dis- 
play booths “with the most impres- 
sive array of automotive and allied 
lines ever assembled on one floor,” 
Erlichman said. 


Mohme Succeeds Wylie 


As Champ-lItems President 


ST. LOUIS. — Champ-Items, 
Inc., has named Robert H. Mohme 
president. He succeeds Ernest L. 
Wylie who is retiring after 33 
years with this automotive re- 
placement parts firm. 

Mohme was formerly vice-pres- 
ident and general counsel of the 
company. In another appoint- 
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In Parts and Accessory Distribution 


ment, Glen F, Meyer was moved | been promoted to division 


up from vice-president to execu- 
tive vice-president. 
es * ca 
Seat Belt Merchandiser 
EVERETT, Mass.—A blister pack 
merchandiser for packaging its 
Mark Fore A-OK Seat Belt has 
been announced by Market Forge 
Co., Automotive Division, Everett 
49, Mass. 
cd * K 
Distributor in Louisville 
CLEVELAND. — Parker-Hannifin 


Corp. has named Air-Hydro Power | 


Co., P. O. Box 7171, 3530 St. Ger- 

maine Ct., Louisville, a distributor 

for its products. Robert L. Little- 

field operates the Louisville firm. 
* * * 


Quaker State Ups Cook 
OIL CITY, Pa—wW. Blackwell 
Cook, representative of Quaker 


State Oil Refining Corp. in South 
Carolina for the last six years, has 


a ERO eat 








man 
for the firm in Ohio, Kentucky, 


West Virginia and Western Penn. 


sylvania. He will be headqua 
in Columbus, O. — 
* * «#* 


Lee Acquires Atlantic 


CLEVELAND.—Lee Motor Prod- 
ucts has acquired Atlantic Ware- 
house, Inc., West Palm Beach, Fla, 

* * a 


Thomson-Standard Buys 


Supersite Mirror Business 
DERBY, Conn. — Supersite Corp 
has sold its mirror business to 
Standard-Thomson Corp., Waltham 
Mass., according to Jerry Berk 
Supersite president. : 
Berk said the firm will change 
its name to Unival Corp. and will 
continue to manufacture door 
bumpers and license plate holders. 
* * * 


Martin Equipment Provides 


Visual Test for Filters 


EDISON, N. J.- On-the-spot 
demonstrations of filter effective- 
ness for dealers, jobbers and inter- 
ested groups are now possible in 
a new mobile laboratory being put 
on the road by Martin Filter Corp. 

Through test equipment, the 
“Martinmobile” gives visual proof 
of the effectiveness of oil, gas and 
air filters and takes the guesswork 
out of filter quality, the firm said. 


U.C. Body in Pa. 
Hails Gains on 


Legislative Front 


PHILADELPHIA. — The Phila- 
delphia Independent Automobile 
Dealers Assn. hag expressed satis- 
faction with its legislative program 
and is studying proposals for a 
dealer licensing law. 

Actions which the association 
has supported and which have been 
adopted include a Sunday closing 
law, a 48-hour grace period on ve- 
hicle inspections and the retaining 
of an exemption on tradein values 
on the Pennsylvania sales and use 
tax. 

The dealer licensing question is 
being studied in cooperation with 
the Lehigh Valley Independent Au- 
tomobile Dealers Assn. A commit- 
tee from the two groups is looking 
into laws of other states and draft- 
ing a proposed law to be submitted 
to the Legislature. 

PIADA said that complaints 
about “jockey operators” who are 
selling used cars on a hit-and-miss 
basis are increasing. 


Huse Named Chief 
Of Military Group 


ANNAPOLIS, Md. — Vaughan H. 
Huse, owner of Universal Motors 
(Ford), Annapolis, has been elected 
national commander in chief of the 
Military Order of 
the World Wars. 

Huse, who is a 
retired Marine 
lieutenant colonel, 
was elected at the 
order’s national 
convention in Sa- 
vannah, Ga. 

He served in 
the Ford district 
branch in Wash- 

’ ington from 1920 
Vaughan H. Huse to 1932 and then 
opened his dealership here. He 
served with the Fourth Marine Di- 
vision in the Pacific during World 
War II. 


Chevy Salutes Mike Persia 


In Brochure on Service 


NEW ORLEANS. — Chevrolet 
has saluted Mike Persia Chevro- 
let Co. of New Orleans in a na 
tionally distributed brochure. 

The brochure, produced for 
Chevrolet by its owner-relations 
department, pictures and de- 
scribes the “open-door” policy at 
Mike Persia Chevrolet — 24-hour 
service—night and day, Sundays 
and holidays. 








zoos 

















- To get the full story on 
: Hardware Mutuals 

“best deal for the dealer” 
call the office nearest you: 
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service because we know what it takes to be successful 
in the leased fleet business. 
in other areas, look for 


h- e Our rates are very favorable. Your premium is 
‘ ° Hardware Mutuals 
2 | ® You deal directly with your nearest Hardware Mu- based on your own experience. : in the yellow phase. 


He tuals * Sentry Life representative. Nearest branch : , 
id office makes underwriting, claims decisions. You get © We rate each driver by residence and occupation; Sees eee veeaee 
monthly statement, pay monthly. pass savings on to you. 
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"SHOWING A PROFIT with a sizeable fleet of cars is no small job in this com- control with their new leased fleet insurance program, | knew this was for us. ° Walnut 5.01 30 ° 
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nounced a new Salsbury Tiremaster 
Expand-O-Matic tread builder that 
is said to complete the building of 
13-to-16-inch tires automatically. 

The firm said the new machine 
has a building rate of more than 
40 tires an hour. 


* 


Self-Storing Air and Water Hose 
helically coiled hose that extends like a 
telephone cord and retracts like a spring 
into storing position. Extends to approxi- 
mately 30 times its retracted storage 
length. The hose is available in 3/16, %4, 
5/16 and %-inch inner diameter with ex- 
tended lengths up to 100 feet. Synflex 
Products Division, Samuel Moore & Co., 
Mantua, O. 









NUT BUSTER—Borroughs Tool & Equip- 
ment Corp., 2429 N. Burdick St., Kala- 
mazoo, Mich., has marketed a smaller, 
lower-priced model of its Nut Buster, a de- 
vice for removing rusted-on nuts without 
damage to the bolt threads. The four-inch 
tool consists of a looped end with a %- 
inch opening, which fits over the nut, and 
a sleeve, through which is fitted a cold 
chisel-shaped wedge of tool steel, oper- 
ated by a screw with a hex head. In use, 
the hex head is turned with a wrench, 
driving the wedge into the side of the 
rusted-on nut, thus splitting the nut and 
removing it, leaving the bolt threads un- 
scathed, it is claimed. 
* 










STEEL CANOPIES—A line of steel can- 
opies that offers low-cost weather protec- 
tion for walkways and parking areas is 
announced by Armco Drainage & Metal 
Products, Inc., Middleton, O. The canopies 
are made in a wide range of sizes: Widths 
from 6 to to 40 feet, large enough to cover 
a used-car lot, and heights from 8 to 14 
‘ feet. Length is unlimited. Supporting posts 
and beams are painted members with a 
box-like cross section that provides extra 
strength and forms a conduit for wiring. 

oe 


Mobile Power Unit 


Gordon Enterprises, 5362 N. Ca- 
huenga Blvd., North Hollywood, 
Calif.. has announced the CARon 
mobile power unit for generating 
110-volt AC power from auto, truck 
or inboard boat engines. 


* * 


* 


* 


RADAR WARNING DEVICE—Radar Sen- 
try, a miniature electronic “safe driving" 
device that gives motorists advance warn- 
ing of radar controlled speed and danger 
zones within a Y-mile range, has been 
developed by Radatron, Inc., 232 Zimmer- 
man St., North Tonawanda, N. Y. Now be- 
ing produced with a dual-band circuit, it 
will detect all commonly used police radar 
speed meters and traffic control units, it 
is claimed. 

Clipped on sun visor or set on dash- 
board, the unit emits an audible warning 
whenever it intercepts a radar beam. This 
instantly alerts the driver to check his 
speed before entering radar-timed speed 
zones or areas protected by radar-oper- 
ated signal lights. 

* 
Penetrating-Oil Spray 

Lab-Lube, a jet spray penetrating 
oil with a built-in rust preventive, 
has been introduced by Alvin Prod- 
ucts, Inc., 20-22 Houghton St., Wor- 
cester, Mass, 





* 






LIFT—Improved pickup pads are said 
to highlight several design changes in the 
Rotary Tire-O-Matic Mark Ill lift. Greater 
adjustability in reaching difficult pickup 
points is achieved by redesigned, eccen- 
trically-mounted pads, it is said. Pickup 
range is also increased. Made to operate 
on the dealer's regular compressed air 
supply, the unit provides fast lifting of 
all cars for tire and brake work at a 
considerable savings of time and labor, 
it is claimed. Rotary Lift Division, Dover 
Corp., 1054 Kansas St., Memphis 2, Tenn. 

0 ae a 












* * 





TIRE CHANGER—An improved version 
of the Twin-Air model tire changer has 
been announced by Coats Co., Fort Dodge, 
la. Called the Super Twin-Air 705, it is 
said to offer several advantages over its 
predecessor, including longer, more power- 
ful bead-loosening strokes. According to 
the manufacturer, the Super Twin-Air han- 
dles 99 percent of all car and light-truck 
tires, including those of foreign cars, with- 
out the necessity of adapters. The tire 
changer makes possible “hands off” bead- 
loosening, since the top bead-loosener au- 
tomatically adjusts to accommodate any 
size wheel once it's been rotated over 
the tire. 








EMERGENCY LAMP—A heavy-duty 360- 
degree revolving emergency lamp with 
a plastic one-piece lens and door has 
been announced by Do-Ray Lamp Co., 
Inc., 1466 S, Michigan Ave., Chicago 5, 
ill. The plastic lens is heat resistant and 
color fast. Available in six or 12 volts, 
the lamp has either a two or three sealed 
beam unit. Constructed for easy accessi- 
bility, the sealed beam unit can be re- 
placed by removing three screws and lift- 
ing out the lens. Base of the lamp at- 
taches to cab roof with three toggle bolts. 
A heavy rubber base gasket gives tight, 
shockproof installation, it is said. 

es: ¥ 


THERMOMETER — A thermometer that 
mounts on the car antenna has been an- 
nounced by Ever-Wear Seal Co., 850 Main 
St., Lake Geneva, Wis. Called the Auto 
Antenna Thermometer, the glass-encased 
unit's scale ranges from 130 degrees to 
40 below. 





+: ie 


Stromberg-Carlson Offers 
Line of Transistor Radios 


General Dynamics/Electronics 
has announced its new line of 30 
models of Stromberg-Carlson auto 
radios for 1962. 


The line features full transistor- 


BRAKE SHOE GRINDER—Ammco Tools, 
Inc., 2100 Commonwealth Ave., North 
. ° Chicago, Ill., has announced its Model 
Automatic Tread Builder 8000 “'Safe-Arc” brake shoe grinder. The 
Offered by Salsbury Corp. model's 6-to-16-inch range handles’ all 
Salsbury Corp., 1161 E., Forence| American and European shoes, even cast 
Ave., Los Angeles 1, Calif., has an-| Mercedes shoes. 

















AIR AND WATER HOSE—The Synflex 
is a 





























NEW PRODUCTS 


ization and printed circuitry in 
most models. General Dynamics/ 
Electronics, Commercial Products 
Division, Rochester, N. Y. 


* * * 









FILTRANT—A filtrant for diesel lubri- 
cating oil has been announced by Wix 
Corp., Gastonia, N. C. The filtrant is said 
to keep oil visibly clean, maintain high 
flow rate and extend the filtration life 
cycle. 


* * 


Chemicals Vulcanizing 


A “Sure Bond” line of tire and 
tube repair supplies—utilizing fast 
and positive chemical vulcaniza- 
tion—is being marketed by Good- 
year Tire & Rubber Co., Akron 
16, O. 


om 





BRAKE CABLE—Rattleproof and rust- 
proof, the line of brake cables being mar- 
keted by the Grey-Rock Division, Raybes- 
tos-Manhattan, Inc., Manheim, Pa., includes 
replacement sizes for all American-made 
cars. A polyethylene sheath encases the 
prelubricated cable, prevents rust and ox- 
idation, and assures quiet operation, it is 
claimed. Cable fittings are copper-plated 
to eliminate rusting at points of installa- 
tion. Each Grey-Rock cable is stretch-tested 
at 1,500 pounds. 





BARREL CRADLE — Palmer-Shile Co., 
16000 Fullerton Ave., Detroit 27, Mich., 
has announced a toggle-type barrel cradle 
for lifting any type barrel or drum, It 
may also be used for any cylindrical ma- 
terial, including rolls of paper or carpet- 
ing. Cradle capacity is 1,000 pounds. 
Total product weight is 45 pounds. 


— eens 








GAS TANK GUARD—A guard that is 
said to prevent gasoline thefts from cars 
has been developed by Turley Co., 582 
Vine St., Oakview, Calif. The Turley Guard 
is installed without tools into the gas tank 
neck, and becomes a permanent gas pro. 
tector and metal-to-metal part of the car, 
It can not be jammed down nor lifted out 
of position by siphoning hose or tools; 
gasoline can be pumped down into the 
tank but can’t be siphoned out, it is 
claimed. Constructed of stainless steel, the 
device operates with a double set of re. 
versing prongs that act like fish hooks, 
digging solidly into the upper and lower 
metal walls of the gas tank neck pipe, 


* * * 





SPEED WARNING DEVICE — A speed 
warning device that is said to operate 
independently of the vehicle's electrical or 
other mechanical systems has been in- 
troduced by Gorwin Co., Inc., 1267 N. 
Military Ave., La Puente, Calif. Known as 
the Driver-Trainer, the electronic unit is 
actuated by centrifugal force and inertia. 
The unit is said to warn the driver, via 


/an audible buzz, that an unsafe driving 


act is being committed, and records the 
abuse factor on an odometer, Relative to 
all speed and driving conditions, the unit 
is said to be just as effective in a 15-mile- 
per-hour zone as on high-speed, open 
highways. 

* 


* * 


DuPont Spray Designed 
To Guard Against Moisture 


A liquid spray, Moisture Guard, 
which is said to offer instant cure 
for trouble in starting a car engine 
when moisture is the cause, has 
been added to the duPont No. “7” 
line of specialties by duPont Co, 
Wilmington 98, Del. 

The spray does double duty by 
protecting from rust and corrosion, 
duPont said. 





PORTABLE PLATFORM—A portable plat- 
form for all types of maintenance and te 
pair work has been introduced by Uni- 
versal Mfg. Corp., Zelienople, Pa. Called 
Uni-Stage, the platform consists of three 
basic components: A steel and plywood 
stage; ladder panels, and casters. The unit 
weighs 186 pounds, The capacity of the 
basic stage is 800 pounds. The stage 
available in either 7 or 10-foot lengths 
and in a standard width of 24 inches. 
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SOMETHING EXTRA FOR OLOS DEALERS... 


TWU/sO MODELS for G2! 


LLL TOTES 





The success car of 1961—Starfire Convertible—has a brand-new 
partner for ’62—a sparkling Starfire Coupe! Here’s the hottest selling 
team of the year . . . for it has all the flash, flair and sportiness cus- 
tomers are going for in a great big way. Powered by the blazing action 
of a 345-h.p. STARFIRE Engine . . . graced with beautiful between- 
bucket-seats sports console . . . fitted with many power-operated extras 
—these stunning Starfire Oldsmobiles add “Something Extra’ to Olds 
dealers’ selling power! And they’re designed, built and backed by 
Oldsmobile’s new concept of quality and reliability! Great cars to sell! 


Stunning Starfire Convertible! 


Sporty Starfire Coupe! 





So much that’s standard equipment: Foam- 
cushioned, leather-detailed bucket seats. Sports- 
type control console. 4-S Hydra-Matic with stick 
control. Tachometer. Power Steering. Power 
Brakes. Aluminum-accented carpet inserts. Dual 
exhausts. Color-matched luggage compartment. 








OLDSMOBILE DIVISION + GENERAL MOTORS CORPORATION + LANSING 217, MICHIGAN 
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, stations, 68 commercials «©; 
Chevy Birthday Spree al <5 190 NBC Network stations and a 

spot campaign of sever commer. 
cials on each of 110 oth Stations 


, o e 

Auto Advertisin orp direct mall pieces were de 

tributed, keyed to the a: iversar 
The first, a catalog of the 1962 tas 
entitled, “It’s Fifty Years for Che c 
Chevrolet used its golden anni-; Chevy II Nova 400 sport coupe, ran| rolet,” goes to approximately 54 :. 
versary to kick off a “selling spree”! in four colors in 52 newspapers in| 000 Chevrolet owners. A gp, ad 
for its 1962 cars. 29 major-market cities. Other| mailing of a brochure fea usher 
Headlining the national advertis- newspapers received black and! new Chevy II for its “modern . _ 
| ing program was a television spec- white ads, sized from one page to] transportation,” went jo 448.006 














| tacular, a full hour on the CBS four columns by 48 inches. Rambler owners. 
network, and a newspaper ad A magazine version of the ad,| thon ' 
which appeared in 6,000 dailies and| in two colors, appeared in Life. The/ 4 000 Savas ivan, aie a on 
| weeklies. anniversary also was “plugged” on try carries a line mentio: ia Che. 
’ - nh ev- 







The television special Nov. 3 fea- Chevrolet’s other television shows, let’ ni a 
tured James Arness as host and; “My Three Sons” on ABC-TV, and ee erneny Cmbratiag 
: . |marrator of a taped story which “Bonanza” on NBC-TV. 
Lightweight sue | took a warm look at automobiles; Extensive use of Chevrolet-spon-| 4 Plug for Newspapers 

This small ‘traveller S bus, designed for Fiberglas-reinforced plastics in major body | and motoring of the past, and a’ sored radio was scheduled in be- : pores 
components, would weigh on estimated 945 pounds less than the same small bus | hopeful look into the future. half of the anniversary, on 202 sta- _ The daily newspaper is the na- 
made with an all-steel body, according to an economic study by Owens-Corning| In the newspapers, a full-page tions with CBS weekend news, five| tion’s number one automotive mar- 


Fiberglas Corp. advertisement, illustrating a golden’ spots on 1,059 Keystone Network] ket place, with the exception only 
of the local car dealer’s own show- 


| Foom, according to an advertise- 

ment released by the Bureau of 
| Advertising of the American News- 
| paper Publishers Assn. 

The ad is the latest in the News- 
| paper Promotion Advertising Cam- 
paign series prepared by the bureau 
| for use by participating member 
| newspapers. A total of more than 
| 700 dailies participate in the pro- 
| gram, 

The ad also points out that 44 
percent of the national new-car ad- 
vertising appearing in measured 
media goes into newspapers, while 
magazines get 23 percent, network 
television, 22 percent, spot tele- 
vision, 6 percent, and outdoor, 5 
, percent. “As for used cars,” it adds, 
, “newspapers are virtually the only 
advertising medium.” The ad is 
headlined, “Shop Here—1962 Auto 
Information.” 








* * * 


















































* * * 





Naegele Buys Walker Firm 


Sale of the 75-year-old Walker & 
| Co., Michigan’s largest outdoor ad- 
| vertising firm, to Naegele Advertis- 

ing Cos., Inc., Minneapolis, has 
been announced jointly by Bertin C. 
|Gamble, president of Gamble-Skog- 
mo, Inc., and Robert O. Naegele, 
| president of Naegele Advertising. 
| Gamble-Skogmo acquired control- 
| ling interest in Walker last Decem- 
| ber. Naegele has been operating 
| Walker for Gamble-Skogmo under 
a management contract. 

Walker’s name will be changed to 
Naegele Outdoor Advertising Co. of 
| Michigan, Inc. 

Naegle also announced the pur- 
; chase of Quality Advertising Co., 
| Lansing. 
























j * * * 


| Perfect Circle Films Cited 


Perfect Circle Corp. was a multi- 
' ple award winner in the ninth an- 
{nual Columbus (O.) Film Festival, 
| sponsored by the Film Council of 
|Greater Columbus and the area 
Chamber of Commerce. 

Awarded certificates in the field 
| of information and education were 
| PC’s 16-mm films “Case of the 
Slippery Oil,’ a Wilding production, 
and “Auto, U. S. A.,” produced for 
| Perfect Circle by Dynamic Films. 
| 


* * * 


















IT eB Meeting in Detroit 


The annual meeting of the Tele- 
vision Bureau of Advertising will 
be held in Detroit Nov. 15-17. All 
business sessions will be held in 
the Statler Hilton Hotel. 

Featured speakers at the meeting 
include Thomas Adams, president 
of Campbell-Ewald Co., and Wil- 
liam Lewis, chairman of Kenyon & 
Eckhardt, Inc. 

“Salesmachine,” the bureau’s new 
presentation, will have its premiere 
at the meeting. 

* * * 


Only this label can assure you of AiR Express priority service Personnel Changes 


Al Rothenberg, Cleveland Press 














Let’s clear up a frequent misunderstanding: AIR EXPRESS is not a general term for all air freight. It’s auto writer, to additional duties st 
oe . ° ° eo oe ° assistant business editor ... i? 

a specific air-ground shipping service: AIR EXPRESS Division of REA Express. Many businessmen liam T. Todd from copy supervisor 
learn this the hard way. They assume that the famous AIR EXPRESS advantages of jet speed and door- at Kudner Agency, Inc., to aa 
° ° ii ae ° ° ° direct f the Chicago and Racin 

to-door service apply to all air shipping companies. It just isn’t so. There’s only one way to be es eiene af Gover, San 


sure your shipment is first on, first off, first there—via Madden & Ballard, Inc. pi 
all 35 scheduled U. S. airlines. Or gets kid-glove handling ies Bee Peete Sour 
throughout the U. S. and Canada. And that’s to be sure Al ~ ~~ E SS a to one-year military leave with 
it gets this label. If it doesn’t... it’s not AIR EXPRESS. dig: go-etnfl enone 
& CALL YOUR LOCAL REA EXPRESS OFFICE FOR AIR EXPRESS SERVICE of the Progressive Farmé 





tising Service to Chicago ad staff 
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dow), $4,448; 4-dr, hardtop (4-window), | models. For V-8s, add $107.)—Dart—4-dr.| OLDSMOBILE—F-85—Standard — 4-dr. | 2-seat stat. wag., $2,609. Belvedere—4-dr. Row with De uttes 
$4,186; 2-dr. hardtop, $4,062; conv., $4,-| Sed., $2,297; 2-dr. sed., $2,241; 4-dr, 2-seat | sed., $2,457; 2-dr. sed., $2,403; conv., $2,- | sed., $2,399; 2-dr. sed., $2,342; 2-dr. hard- 
366. (Automatic transmission and heater | stat. wag., $2,644. Dart 330—4-dr. sed., | 760; 4-dr. 2-seat stat. wag., $2,754; 4-dr. | top, $2,431; 4-dr, 2-seat stat, wag., $2,708. e 
1 standard on all models. Power steering and | $2,432; 2-dr. sed., $2,375; 2-dr. hardtop, | 3-seat stat. wag., $2,835. Deluxe — 4-dr.| Fury—4-dr. sed., $2,563; 2-dr, hardtop, Results un Arrest 
a- wer brakes standard on Electra 225.) $2,463; 4-dr. 2-seat stat. wag., $2,739.|sed., $2,592; 4-dr, 2-seat stat, wag., $2,-| $2,585. Plymouth V-8—(On the following 
nar- CADILLAC—Sixty-T w o—4-dr. hardtop, | Dart 440—4-dr. sed., $2,584; 2-dr. hard-| 889, Cutlass—Sport coupe, $2,694; conv.,| models, a V-8 engine is standard, and a FLINT.—Sheriff’s d ti h 
only (4-window or 6-window), $5,213; Town] top, $2,606. Dodge V-8—(On the following | $2,971. (Heater standard on all models.) | six-cylinder engine is not available.)— -—wsnerii s eputies eve 
ow- tga a. 5-533: aan yg Bd © ae a ‘ a 564d. sed., $2,997; 4-dr.| Belvedere V-8—4-dr. 3-seat stat. wag.,| Charged a used-car dealer with 
: 9-dr. har 6 , ; * , ; é .)— | hardtop, ,131; 2-dr. h dt ,054; | $2,917. Fu V-8—4-dr. . ’ ; ingi 
‘ise- 2dr le 4-dr, hardtop (4-window or 6-win-| Dart 330 V-8—4-dr, 3-seat stat. wag.,|conv., $3,381; d-dr S-seat stat’ Wag $3. conv. $2,924; 4dr, Dseat stat wae,’ $2,,|SWinging a baseball bat at them 
| of dow), $5,631; Park Avenue 4-dr. hardtop | $2,949. Dart 440-V-8—4-dr. hardtop, $2,- | 460; 4-dr. 3-seat stat. wag., $3,568. Super | 968; 4-dr, 3-seat stat, wag., $3,071. - when they sought to serve him 
wae (short deck), $5,631; Coupe de Ville 2-dr. | 763; conv., $2,945; 4-dr, 2-seat stat. wag., | 88—4-dr. sed., $3,273; 4-dr. hardtop, $3,- PONTIAC—Tempest—4-dr. sed., $2,240;| with a court writ obtained by a 
7 hardtop, $5,385; Eldorado Biarritz conv., $2,989; 4-dr, 3-seat stat. wag., $3,092.|/499; 2-dr. hardtop, $3,422; 4-dr, 2-seat|2-dr. sed., $2,186; deluxe 2-dr. sed., $2,- y " y 
$6,610. Sixty Special — 4-dr. hardtop, | Polara 500 V-8—4-dr. hardtop, $2,960; | stat. wag., $3,762. Series 98—4-cdr. sed., | 294; conv., $2,564: 4-dr. 2-seat stat, 'wag., | finance company and take 13 autos 
366, (Hydra-Matic, power steering, | 2-dr. hardtop, $3,019; conv., $3,268. 4 . > P : 
WS- $6, $2,511. (Heater standard on ail models.) from his stock 
i power brakes, heater standard on all mod- 0st: Sar cok, Gee —4-dr.  sed., CATALINA—4-dr. sed., $2,796; 2-dr c 9 
- ian ,047; 2-dr. sed., $1,985; 2-dr. 2-seat stat. . . ., $2,725; 4- 1p, $2,936; 2-dr. rrest W. Grave 
eau «ls ECKER — Superba — 4-dr. sed., $2,| wag., $2,298; 4-dr. d-seat stat, wag. $2,.| ord Vinyl Unit Selects cdsan, Gabens cine, Gaatbs ome, beset Arrested was Joseph Graves, 
ber 542.42; 4-dr. stat. wag., $2,650.02; 4-dr. | 341. Deluxe—4-dr. sed., $2,133.30; 2-dr. ‘ . stat, wag., $3,193; 4-dr. S-eeat stat. wag.,|coarsed with interfering with an 
h stat. wag., $3,003.97. sed., $2,071.30; 2-dr. 3-seat stat. wag.,| Product Design Firm $3,301, Star Chief—4-dr. sed., $3,097; 4-| Officer in the line of duty, Flint 
nan CHEVROLET—Chevy II (Series 100 and| $2,384.30; 4-dr, 2-seat stat. wag., $2,- dr. hardtop, $3,230. Bonneville—4-dr, hard- tas ined 
pro- Series 300 prices are for Sour-ty Ente mee- 427.5). rr aor sed., $2,232. Squire] MOUNT CLEMENS, Mich.—| top, $3,425; 2-dr. hardtop, $3,349; conv Citizens Investment Co, obtaine 
els, For six-cylinder models, add $60.)—|—4-dr. 2-seat stat. wag., $2,603. Van- i S70: 4d ~ ’ was. ;'| the writ which touched off the in- 
ses 1004-dr. sed., $2,041; 2-dr, sed.,| Type Wagene—Station Bus, $2,287; Club| \.0¥! Products, Ford Motor Co..| $3,570; <-dr. ise fae qn 0s. Game | oan, . 
; 44 $2,003; 4-dr, 2-seat stat, wag., $2,339.| Wagon, $2,436; Deluxe Club Wagon, $2,-| as announced the appointment of| (ongara on all models.) cident. 
ad- Series 300—4-dr. sed., $2,122; 2-dr, sed.,| 673. (Heater standard on all models.) William M. Schmidt Associates,|° RAMBLER — American Deluxe — 4-dr Deputies said Graves refused to 
d $2,084; 4-dr. 3-seat stat. wag., $2,517. (The following prices are for six-cylinder | Inc., 20304 Harper Ave Harper | sed., $1,895; 2-dr. sed., $1,846; 2-dr 2-seat 
ae Nova 400 (six-cylinder engine)—2-dr. hard-| models. For V-8s, add $109.) Galaxie— a pram stat, wag., $2,081; 4-dr. 2-seat stat. wag., | Surrender the cars and threatened 
hile top, $2,264; conv., $2,475; 4-dr. 2-seat|4-dr. sed., $2,507; 2-dr. sed., $2,453. Gal-| Woods, Mich., as product designer. | §0"13,""Avnerican ‘Custom—4-dr. sed., $1,.| them when. they went to his lot. 
ork a was., $2,497, (Heater standard on all ees, eae : ao. hertoen 0, ey Rey The Schmidt organization will be] 958; 2-dr. sed., $1,909; 2-dr. 2-seat’ stat. When they left, Graves moved the 
: : Cor age. * pe ee ag eee i -» $2,141; 4-dr, 2- . wag., $2,- S . 
ele- Corvair—Series 500—2-dr. sed., $1,992.| top, $2,674; conv., $2,924. Station Wagons charged with the style, color and 190° ‘aaapaeek S00. -4-dr. 504. 62,008; ova cars to a private home deputies 
r, 5 Series 700— 4-dr. sed., $2,111; 2-dr. sed.,|—4-dr. 2-seat Ranch Wagon, $3,733; 4-dr.| design of all the firm’s vinyl prod- : : 844: 4-dr. t : 
’ ’ , , , . sed., $2,040; conv., $2,344; 4-dr. 2-seat id. Th id h wung the bat 
dds, $2,057; 4-dr. 2-seat stat, wag., $2,407. | 2-seat Country Sedan, $2,829; 4-dr, 3-seaf| ucts in the vinyl marketing group, | stat. wag., $2,320. Sald. ey sa e s Zz 
only Be ean tecat bth’ wer, $5,000. Green| Soe bene BEA ee e-eee Conn, | and also will coordinate the “over-|, Cissle Deluxe Six—4-dr. sod., $2,060; | at them and again refused to sur- 
i is brier—Sport Wagon, $2,655.’ (Heater stand-| Squire, $3,088. (Heater ‘standard on ail all impressions made by the prod-| 25"sao°*“Gisseie Gusto Sin Lair, sea. | Tender the cars when they went to 
Luto ard on all models. models. ) ” "200: 2- Ese ane a me, 
is tetiownnr pelaee are Ser ein-ayunder| Saanainbies (V@ W6ks—Edde. Sabet, ucts on the public $2,200; 2-dr. sed., $2,150; 4-dr. 2-seat stat. | the home 
models. For V-8s, add $107.) Biscayne—/| $4,321; Landau 2-dr, hardtop, $4,398; 
$2,378; 2-dr. sed., $2,324; 4-dr. 2-seat| conv., $4,788; sports roadster, $5,439. (Au- 
st, ; wag. $2,735. nn . Air—4-dr. sed. tomatic transmission, power steering, power e © > 
510; 2-dr. sed., $2,456; 2-dr. hardtop, | brakes, heater standard on all models.) mm t t 
; $2,561; 4-dr. 2-seat stat, wag., $2,819; IMPERIAL—Custom—4-dr. hardtop, $5,- ew O ercia Pa ar e ra 10ns, 
ré 4-dr, 3-seat stat. wag., $2,922. Impala—/ 106; 2-dr. hardtop, $4,920. Crown—4-dr. ‘ 
4-dr. sed., $2,662; 4-dr. hardtop, $2,734;| hardtop, $5,644; 2-dr. hardtop, $5,400; 
ad- 2-dr. ene. oe hee ss $2,919; 4-dr.|conv., $5,770. LeBaron — 4-dr. hardtop, 
tis- 2-seat stat. wag., ,961; 4-dr, 3-seat stat. | $6,422. (Automatic transmission Ww t t t 
Las wag., $3,064. Corvette (V-8 std.)—Conv.,| steering, power brakes standard. Pe all a es or e em er, "i 
$4,038. (Heater standard on all models.) | models.) 
nC. CHRYSLER—Newport—4-dr. sed., $2,-| LINCOLN CONTINENTAL—4-dr. sed., 
‘og 964; 4-dr. hardtop, $3,106; 2-dr. hardtop, | $6,074; 4-dr. conv., $6,720. (Automatic Truck istrations by states are 
ele $3,027; conv., $3,399; 4-dr, 2-seat stat. | transmission, power steering, power brakes, released here weekly, as compiled Brock- Stude- 
, wag., $3,478; 4-dr. 3-seat stat, wag., $3,-| radio, heater standard on both models.) by R. L. Polk representatives in way Mack | baker | White | Willys | Misc 
B. 586. Series 300—4-dr. hardtop, $3,400; 2-| MERCURY—Comet Standard—4-dr. sed., state capitals. . 
rol- dr. hardtop, $3,323; conv., $3,883. New | $2,139; 4-dr. sed., $2,084; 2-dr. 2-seat stat. 
om- 38 States Previously Reported 6l 53| 12214 79|  2247| 12947| 3230| 6768}  416| 204; 574| 1780) 1687| 42199 
ing For September "60 41} 11125 106} 1875} 13870} 4059) 5884) —581 370| 638} 1803} 2078] 42430 
| Alabama él 478 26| 250 65 cr 12 8| 7 27 968 
der Dealers ( Ir d £ P bl "60 | 400 1 29 322 94 62 24 2| 13] Hi 46 999 
ge Oo Uu tcize oi 6 2 2 1 | | 4 9 
i to e e * "60 8 3 15 19 10 \ 6 13 75 
_ of Arizona “6l| 333] 67 313 77; «140 2| 7 2 36 27| +1004 
Role in Nation’s Economy ‘s a ee 
California % 3| 2954 13) 443; «2613 += 556 945 18 28 72 172; 414) = 8231 
ur- 60] 2918 9 411} 3851] 679 619 19 72 91 189; 640) 9498 
Co., DES MOINES.—“The service, in-| car market values, to thoroughly | Kansas “él 446 3 37 444 100 191 5) 10 Hl 14) 28| 1286 
vestment and importance of the| inspect the car offered as a tradein 60 466 2 42| 490 131 175 10 5 27 17) 1365 
local automobile dealer in bolster-|on purchase of a new car, and to | Kentucky = | il ' 7] a. 6S. oe iS i 7 St a ee 
ing the nation’s economy has been | treat the used car as a “cash item.” Michigan %i 821 7 152) 955 232 248 10 é 17 62 123| 2633 
ene by| “If you trade on some anticipated 60 2|: Gor 6} 156} 1100} 360 324 22 24 34] 142} ~—«159|__-3246 
Iti- the giant adver-| future price of that used car and | Mississippi 6l | 397 21| 324 72; ‘120 6 3| | 5| H 960 
an- tising campaigns | allow the customer to talk you out 60 400 | 40 328 100 il 9 8 5 28} 1030 
val of c ar manufac-| of some of your gross profit on the | Missouri él 639 53| 537 170} 213 7 9 2B 24 42| 1717 
’ turers,” Alfred W. > 60 633 6 86} 548 207 213 9 i i 28 58; 1810 
of , p new car, you’re pretty sure to lose ; ion | 4115 
Kahl, executive »’ McC New York él 50 911 i 191| 1151 397 668 9 2 ry 271 266) 411 
rea : a money, cClure told the Iowa ' 5| BI 20} 163|_—«*118 401] 587] 116 17} 102} 250] +~—-280| «396! 
vice - president of | gealers 2 60 z . b 
the Iowa Automo- . Oklahoma él 858 49/616 123 224 10 5 4 16 24, «1929 
eld ee eahoes i Kyle Murray (Cadillac-GMC), 60! 751 66] 767 189 197 8 i 7 13 24| 2033 
she ue Dealers ASSN.,/ Sioux City, Iowa NADA director, | Texas él 2947 8 170; 2138} 428; = 752 22 29 69 120 118} 6801 
the = ae dealers| brought the dealers up to date on 60 2745 2 18t| 1946] 333) 532 18 30 54 103 128| 6072 
ast week. the work of the NADA Task | Washington ‘ol 451 110} = 406 166 259 10 12 19 30 83} 1546 
z Kahl was one! Force. "60 398 I 58} 414 210 212 10 I 3| 42 73| 1437 
or ; 7 
of three speakers : : All States Reported él 106| 23872 122}  3600| 23119) 5686] 10814) 620) 340) 896) 2565) 2885) 74625 
f Alfred W.Kabl at the ane agg Moines ak an the | For September "60 68} 22228] 154] 3260] 25498] 6960 9207|_~—«827|_——584| ~—978|~—-2664| ~—3644|—76072 
Tile dinteict seectineg here. A total seventh in a series of district meet- | —y.,, él 749| 223706| 1373| 30406| 216286| 50587| 63989|  6623| 3985] 9911 21214) 26237| 675066 
, g . ings sponsored by the association.| To Date "60 840| 242326] 2041] 32722] 220322} 63349} 86270} 8708] 4200) 11541} 21795} 34499) 728613 
of 125 franchised dealers from Polk 
(Des Moines), Boone and Story 
SVE i tore, ant New P Car Registrations, All S for S ber, 1961-1960 
rill | In Towa, Kahl said, the automo-| IN€W Fassenger-Uar hegistrations, tates for September, a 
All tive sales and service business em- 


in Ploys one out of every five persons 
working in the retail, wholesale 
and service businesses. 
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Car registrations as 
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ing ‘e : see . & Co, 
ent Automotive retailing is one of 
jil- the few retail sales businesses 38 States Reported ‘6l| 17354] 2964) 314 | 9599| 13224) 26101] 52283]  878| 4340/7238] 64739| 8500| 4869| 48064, 12498) 13991! 87922; 2574| 18722| 217412 
& that still remains under the own- For September 60} 19258] 2892} 526] 795] 13142] 18390] 35745] 57718} 749 —_—«6715| 8966] 74148] 9611} 5509} 72332| 14628] 16743] 118823} 5430] 22652| 276056 
ershi me- | Alabama ‘ell «199 29 6 | 87; 180] 302) 9858 iT 51 107; 1027; «13 63, 860, ~—:197| ~=Ss«I9l | ~=—«1424 23|—-225| +3200 
Situ cities. Wt'e hich + call peor 60} 230) = 42] 10 7] 112} 194] 365] 956 4 76| 130) 1166) 152} 6) 1384) ~— 224) 265] 2091) =a] = 339) 4232 
ew : : : =, | Alaska ‘6l| 7 1 2 I 4 18 l ! 20 2 21 3 2 28 2 7 68 
ie — dealers informed their 60 23 6 5 | 4 88 104 78 5 II 94 14 12 80 I 13| 134 ;| 67 425 
customers and the general public Arizona “bl 359 40 8 | 138 241 427 905 20 90; 207) ~=—«1222 89 74 759 178; 145) 1245 39 313) 3605 
of their vital part in the national "60| 242 24 7 It] 201] +221} ~— 464) 56 I 95} 139] 90! 90 82] 879} 150} ~—-237|_~—«*1438 71|___228| 3344 
economic picture, Kahl told the | California "el| 3780| ‘575 89 | 1699| 2082] 4445| 8662|  457| 730; 1743) 11592| 1249; 1189) 8099) 1942) 2252) 14731]  390| 5092| 40030 
dealers, ries 60} 3798) 492} ~—«124|_~—«*130|_—2451| 3719] 6916] ~—9602|_—s*t74|_—«1080/—-2343|13199| 1198] «1229 10612} 2018|__—2683|_ 17740] _—843|__—6252|_ 48748 
Paul B. McClure, partner in| Kansas el] 331 45 6 205] 307/563) «1077 20 104)" T17|—«*1318)——226 84)" 1275) 320| 259/264 56] 340! «4772 
lis Johnny Wood’s Auto bdo tin asi, "60/365 52 14 -16| 363} 351| —796| ~—«41403 14 150} 153 _—*1720|_~—=s220}_~—S=s 73] __—*1831| ~— 336} ~—=—358| —2818 96| 331] 6126 
f sas City. told the dealers “correct | Kentucky “el| 309 36 6 | 139) 298) 479) +1184 8} Bi; ~—«st40|—«s*413| ss 60|—s74)—s79{ 11] 290|-—st814)—Ssa27| S378) +4420 
0 tints of 4 at 60| 303 36 3 16} 209] ~—-339]_~— 603] _—=55 10| 113] 98] _—*1376| ~—_—-200 66] 1502} 335) 332|_—-2435 60} 321| 5098 
jil- tama S of used Cars are the Key | ichigan el] 867 240 12 | 850| 1178; 2280) 5303) 126 615; 918) 6962)  757| 506) 4597) I4il| 1868) 9139) 183) 1257) 20688 
‘ot success in the automobile busi- 60] (1289]_——218 23 39] 1175} 1815} 3270} + 6285| _—sto2|_—«1004}_—«1310}_—8701| ~— 986! ~—462| ~—7201| ~—«t28t| ~—«*t'757|_—«*1:1687| ~—«310|__—=«2094| 27351 
a ness. Mississippi el} 140 21 I | 48 85 155 577 6 44) 85 712; ‘120 22 626 158 136] 1062 23; «:143)~=—«-2235 
; McClure urged the dealers to ‘60| «123 19 6 i 90 134| 260) ~—589 6 49| 50] 694] AT 31 995 184| 205} 1526 41} 171] 2815 
ine keep fully abreast of current used- | Missouri “6l| 638 85 6 | 366, 540| 997) 2228 20 177; 204) 2629) ~=—«366| = -207|+—««2377| += s«569) ~~ 612) ~—«4131 62; 621) +—-9078 
ey, '60| 763 94 18 34] 721] ——-632|_—«*1499| 2493 13 178| 275] 2959] ~—-400/_~—Ss180} +3372] ~— 635] ~—s719| += 5306] = 85] 547) ‘N59 
New York “el| 2986 526 45 | 1412) 2349! 4332|—«7517) «139 648) (1215) 9519) +1278) —«121/ +6905 +~—«:1665| + +—«:1963) 12932) 374) +3946) 34089 
Governor Gets Imperial 60} 2941| «547 97| 119] 1990] 2856] 5609} 7695] —s115] = 838} ~—*1405/ + 10053| +1188] 1050; +9202} += 2081; ~—«*1985| 15506] 715! 4532| 39356 
tar . Oklahoma ‘6l| 468 50 5 196] 202) «453 «1250 27 104) 188) 1569) 242] 500/ 327/319) +2479 27| -282|—«+5278 
‘2 Been PELIER, Vt.—A new black | _ '60| 485 45 8 6| 336 255 650} 1460 9 162 224| 1855 223| 14) 2itt 432 449| 3329 82| 314] 6715 
ith perial has been leased for $150} Texas “el| 1152 al 36 | 663] 767| + =«+1659) 4819 93 246,617 «5775| 775| = 400/ 5398] 1465] 1200 +~«—«9238| ~=SsI7I| ~=«1490| 19485 
& month to be used by Gov. F. 60} 1040] ‘143 45 39] 717] 1029] _—«*1973| 4298 53 303} 493| 5147] —-794| ~—=—«489| 6888] ~—«:1373| —*:1435| 10979} +~—«-232|~=—«-2390| 2176! 
As Ray Keyser jr. on official busi- | Washington el] 610 7 9 | 352} 322) = 780) _~—s«*1181 27 125| 218) 1551] 243/101] s*1249) 314) 384) «2291 67; -846| 6145 
er- mess, Arrangements for the lease 60} 556 43 8 19] 252] ~— 416] ~——738]_—=*d:148 6 150) 164] ~—«*1468]_—s170)~—s106}—«1095}_—S 219] ~— 379) ~—«1969) ~—s7] S731} 5579 
we : _| All States Reported ‘61| 29200 4902) 543 15756| 21776| 42977| 87862) 1832) 7356] 12998) 110048) 14118] 8803) 82709| 21358] 23612) 150600 ] 
aff nedy oo by Rep. saa — For September eo] arats| 4683/94] 1243] 21763 30439| 569921 95536] 1266] 10918] 15761| 123481| 15357| 9469] 119484] 23907] 27564| 195721 B126| 40969| 468768 
, Vheisea, AN AULOMODE SAICE- | “Year "6l| 270367| 64502 7432 167222| 224629| 463785| 978011] 20752)  86839| 138529/1224131| 200137) 100642|1131994| 223261| 259051|1915085| 49449 299209|4222026 
man 299209 | 4222026 
. To Date "60| 327421] 57444) 11357] 19491| 278620] 342806] 709718] 1040092} 15839] 113492] 102930|1272353| 187866! 107851| 1295038] 253734| 299079|2143568| 84402| 404407| 4941869 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"60 ’61 
Jan. 


"59 =°60 
Dec. 


"59 =°60 
Nov. 


60 ’61 "60 


April 


60 =(’61 
March 


"60 ’61 
Feb. 


May 


See 


"60 =’61 
June 


"60 «61 
July 


"60 =’61 
Aug. 


"61 


760 ~’61 
Oct. 


60 «61 
Sept. 


*Prices of ’61s added and '53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipred with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


OK 
FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov, 1, Sold 
216 cars from 467 consignments, 
BUICK—’61 LeSabre Estate Wagon 4-dr., 

$2,815* (ps); 4-dr, hardtop, $2,415* 
(ps); 2-dr, hardtop, $2,350* (ps); In- 
victa 4-dr. hardtop, $2,640* (ps), $2,- 
535* (ps). 

60 Electra 2-dr. hardtop, $2,200* (ps); 
4-dr., $2,055* (ps); LeSabre 4-dr., $2,- 
155* (ps), $1,490; 2-dr., $1,700*; In- 
victa 2-dr, hardtop, :2,130* (ps), $2,- 
125* (ps); 4-dr., $2,125* (ps). 

*59 LeSabre 2-dr. hardtop, $1,525* (ps), 
$1,450*, $1,275* (ps); 4-dr, hardtop, 
$1,470* (ps); 4-dr., $1,450* (ps), $1,- 
175* (ps), $1,070*. 

’58 Special 2-dr., $810*, 

’57 Special 2-dr., $680* 
Century 2-dr., $625* (ps). 

’56 RM 4-dr. Riviera, $480* (ps). 

’55 Super 2-dr. Riviera, $290* (ps). 

’54 Special 2-dr. Riviera, $165*. 
CADILLAC—’61 (62) conv., $4,265* (ps); 

2-dr. hardtop, $3,900* (ps). 

’59 (62) 4-dr. hardtop, $2,550* (ps). 

’57 (62) 4-dr., $1,115* (ps). 

’55 (62) Coupe de Ville, $460* (ps); 2- 
dr., $455* (ps). ‘ 

CHEVROLET—'61 Impala (8) conv., $2,- 
235* (ps); 4-dr., $2,125* (ps); Park- 
wood (6) 4-dr., $1,930; Biscayne (6) 
2-dr., $1,690; Corvair (6) 700 4-dr., 
$1,570*; 2-dr., $1,565*, $1,530, 

°60 Brookwood (8) 4-dr., $1,765*; Im- 
pala (8) conv., $1,740*, $1,735*; sport 
sedan, $1,720*; Bel Air (8) 4-dr., $1,- 
550* (ps), $1,350; 2-dr. hardtop, $1,- 
475; Biscayne (6) 4-dr., $1,365; 2-dr., 
$1,265, $1,180*; Corvair (6) 700 4-dr., 
$1,230, $1,085*. 


(ps), $530*; 


59 Impala (8) 2-dr., $1,545* (ps), $1,- 
325*, $1,150*; sport coupe, $1,450* 
(ps), $1,405*, $1,350*, $1,300*; sport 


sedan, $1,405* (ps), $1,345* (ps), $1,- 
325* (ps), $1,200* (ps), $1,290* (ps), 
$1,240* (ps); Parkwood (8) 4-dr., $1,- 
365* (ps); Bel Air (8) 4-dr., $1,230* 
(ps), $1,080*, $960*; Bel Air (6) 4-dr., 
$1,205* (ps); 4-dr. hardtop, $1,030*; 
2-dr., $1,040, $865; Brookwood (8) 4- 
dr., $1,220; Brookwood (6) 4-dr., 
$970*. 

’58 Impala (8) conv., $1,055* (ps); Bis- 
cayne (8) 2-dr., $850*, $680*, $560; 
Biscayne (8) 2-dr., $680*; Bel Air (8) 
4-dr., $675*. 

57 Bel Air (8) station wagon 4-dr., 
$750; 4-dr. hardtop, $730*; 2-dr., 
$590*; Bel Air (6) 4-dr., $625; 2-dr., 
$600*; Two-ten (6) 2-dr., $675; station 
wagon 4-dr., $575, $545; One-fifty (6) 
2-dr., $480. 

°56 Two-ten (8) station wagon 4-dr., 
$600*; Two-ten (6) 2-dr., $335; 4-dr., 
$115*; Bel Air (8) 2-dr., $600*, $525*; 
4-dr, hardtop, $305*; Bel Air (6) 2- 
dr. hardtop, $500*; 4-dr., $355, 

’55 Bel Air (6) 4-dr., $355. 

CHRYSLER—’59 Windsor 4-dr. 
$1,320* (ps). 

’57 NY conv., $575. 

’55 Windsor 4-dr., $130*. 

DODGE—’60 Dart (8) Phoenix 4-dr., 
380*. 


hardtop, 


$1,- 


EDSEL—’58 Pacer conv., $520* (ps); 
Villager 4-dr., $505*. 

FORD—’61 Galaxie (8) 2-dr., $2,000*; 
Falcon (6) 2-dr., $1,475. 


’60 Thunderbird (8) conv., $2,290* (ps); 
Ranch Wagon (6) 4-dr., $1,275*; Fal- 


con (6) 2-dr., $1,160, $1,100, $1,065*, 
$995. 

*59 Galaxie (8) 4-dr., $1,305* (ps); 
conv., $1,125*; Country Sedan (6) 4- 
dr., $1,100*; Fairlane (8) 2-dr., $980; 
4-dr., $875*; Fairlane (6) 4-dr., $835; 
Custom 300 (6) 4-dr., $885, $700*; 2- 
dr., $875. 


’58 Thunderbird (8) 2-dr., $1,605* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $680*; 
Ranch Wagon (6) 2-dr., $680, 

°57 Fairlane 500 (8) 4-dr., $520*; Custom 
300 (6) 2-dr., $405; Country Sedan (8) 
4-dr., $440, $285*; 2-dr., $375* (ps). 

56 Custom (8) 4-dr., $260. 

’55 Crest (8) 2-dr., $200*, $140, 

LINCOLN—’55 Capri 2-dr. hardtop, $150* 
(ps). 
’53 Capri 2-dr. hardtop, $145* (ps). 
MERCURY—’60 Monterey 4-dr. hardtop, 
$1,510* (ps). 

’59 Montclair 2-dr., $810* (ps). 

*58 Monterey 2-dr. hardtop, $765*, 

53 Monterey 2-dr. hardtop, $120*. 

OLDSMOBILE — ’61 (88) 4-dr., $2,490* 
(ps), $2,255* (ps); 4-dr, Holiday, $2,- 
390* (ps); (88) Super 4-dr., $2,260* 
(ps); F-85 station wagon 4-dr., $1,940* 
(ps); 4-dr., $1,900* (ps). 

"60 (88) Super 2-dr., $2,190* (ps), $2,- 
090* (ps); 2-dr. Holiday, $2,175* (ps); 
4-dr. Holiday, $2,040* (ps); (88) 2-dr. 























Holiday, $2,190* (ps); 2-dr., $1,865* 
(ps), $1,770* (ps); 4-dr., $2,000* (ps), 
$1,925* (ps), $1,825* (ps); 4-dr, Holi- 
day, $1,600* (ps), 

’59 (88) Fiesta 4-dr., $1,580* (ps); 2-dr. 
Holiday, $1,565* (ps); 4-dr. Holiday, 
$1,505* (ps); 4-dr., $1,500* (ps), 

’58 (88) Super 2-dr., $1,025* (ps). 

’57 (88) 2-dr, Holiday, $445*. 

PLYMOUTH—’61 Belvedere (8) 2-dr., $1,- 
000*. 

’60 Belvedere (8) 2-dr., $1,000. 

’59 Belvedere (6) 2-dr, hardtop, $970*. 

’58 Belvedere (8) conv., $595*. 

PONTIAC—’61 Bonneville 2-dr., $2,655* 
(ps); Star Chief 4-dr, Vista, $2,510* 
(ps); Tempest (4) 4-dr., $1,505. 

’60 Catalina Safari 4-dr., $2,025* (ps); 
conv., $1,940* (ps); 2-dr., $1,570* 
(ps), $1,500; Ventura sport coupe, $1,- 
960* (ps); Star Chief 4-dr. Vista, $1,- 
920* (ps). 

’59 Bonneville conv., $1,770* (ps); 4-dr., 
$1,550* (ps); Catalina Safari 4-dr., 
$1,500* (ps), $1,475*; 4-dr. Vista, $1,- 
435* (ps); 4-dr., $1,265* (ps), $1,235* 
(ps). 

’58 Star Chief 4-dr. Catalina, $900* (ps); 
2-dr., $660*, $505*, 

’57 Super Chief 4-dr., $630* (ps). 

’56 Chieftain 4-dr., $140*, 

’55 Chieftain 2-dr., $110, $110*. 

RAMBLER—’61 American (6) Deluxe 2- 
dr., $1,400*. 

’60 American (6) Super station wagon 4- 
dr., $1,280; Ambassador (8) Custom 4- 
dr., $1,250* (ps). 

’59 Ambassador (8) Custom 4-dr., $1,- 
135* (ps); American (6) Deluxe 2-dr., 


$705. 
’57 Deluxe (6) 4-dr., $115. 
STUDEBAKER—’ 57 Lark (6) station wag- 
on 4-dr., $935. 
MISCELLANEOUS—’60 Chevrolet (6) %- 
ton pickup, $900. 
’55 Chevrolet pickup, $340, 
’54 Ford tank, $315. 
’50 Chevrolet tank, $310. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 1. 
BUICK—’60 LeSabre conv., $1,705.* 

’59 LeSabre 2-dr. hardtop, $1,455*; 

dr., $1,210*; 4-dr. hardtop, $1,210*. 

’58 Super 2-dr. Riviera, $975*. 
CADILLAC—’57 (62) 2-dr, hardtop, $1,- 

090* (ps), $1,085* (ps). 

"51 (62) 4-dr., $740*, 

CHEVROLET---’61 Impala (8) sport sedan, 
$2,230* (ps), $2,120* (ps), $2,105*; 
4-dr., $1,860* (ps); sport coupe, $2,- 
110; Corvair (6) Monza 2-dr., $1,855*; 
Bel Air (8) 4-dr., $1,740*; Bel Air 
(6) 4-dr., $1,700*; Corvair (6) 700 
2-dr., $1,480. 

’60 Nomad (8) 4-dr., $1,745* 
pala (8) conv., $1,730*, $1,660* (ps), 
$1,610* (ps); sport sedan, $1,740*; 
4-dr., $1,495* (ps); Parkwood (8) 4- 
dr., $1,630* (ps); Bel Air (8) 2-dr., 
$1,375*; Biscayne (8) 2-dr., $1,335* 
(ps); Biscayne (6) 4-dr., $1,290. 

’59 Impala (8) conv., $1,425* (ps); 
Air (8) 4-dr., $1,050*. 

58 Impala (8) conv., $1,025*; Bel Air 
(6) 2-dr., $870*; Biscayne (8) 2-dr., 
$770*; Biscayne (6) 2-dr., $760*, $750, 
$640. 

’57 Two-ten (8) 2-dr. hardtop, $635*; 
2-dr., $600; station wagon 4-dr., $600*. 

755 Bel Air (8) 4-dr., $315*; 2-dr., $275*. 
DODGE—’61 Dart (6) Seneca 4-dr., $1,- 

705*, $1,120; Dart (8) Pioneer station 
wagon 4-dr., $1,510*; (6) Pioneer 4-dr. 
hardtop, $1,370* (ps). 

’57 Sierra (8) 4-dr., $525* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 

$3,370* (ps); Country Squire (8) 4-dr., 


2- 


(ps); Im- 


Bel 


$2,390*; Fairlane (8) 2-dr., $1,580. 
’60 Thunderbird (8) 2-dr. hardtop, §$2,- 
445*, $2,360* (ps); Galaxie (8) 2-dr., 
$1,545*; 2-dr. Victoria, $1,545* (ps); 
4-dr. Victoria, $1,400*, $1,400* (ps), 
$1,375*; Fairlane 500 (8) 4-dr., $1,- 
315* (ps), $1,290*, $1,200*, $1,125; 


Falcon (6) Deluxe 2-dr., $1,205; 4-dr., 


$1,075, $1,025, $1,000; Ranch Wagon 
(8) 4-dr., $1,205; Ranch Wagon (6) 
4-dr., $1,180; Custom 300 (6) 2-dr., 
$1,165. 
’59 Galaxie (8) 2-dr. Victoria, $1,330, 
$1,275; conv., $1,070*; Galaxie (6) 
2-dr, Victoria, $1,250*; 4-dr., $1,100; 


Ranch Wagon (8) 2-dr., $1,020, $940; 
4-dr., $925; Custom 300 (8) 2-dr., $1,- 
000, $930, $950, 

*58 Custom 300 (8) 2-dr., $825; Custom 
300 (6) 2-dr., $650; Fairlane 500 (8) 
4-dr., $780* (ps); 4-dr. Victoria, $675*; 
2-dr. Victoria, $580*; Country Sedan 
(8) 4-dr. (9 pass.), $750*. 

’57 Thunderbird (8) 2-dr, hardtop, $1,- 
565*; Fairlane 500 (8) 2-dr. Victoria, 
$630*; Country Sedan (8) 4-dr., $550; 
Ranch Wagon (8) 2-dr., $520*, $420. 

’56 Country Sedan (8) 4-dr., $400*; Fair- 


lane (8) 2-dr, Victoria,, $400*; Cus- 
tom (8) 4-dr., $240. 
55 Custom (8) 4-dr., $350; Country 


Sedan (8) 4-dr., $155*. 


LINCOLN—’61 Continental 4-dr. 
$4,150* (ps). 
MERCURY—’61 Comet (6) 4-dr., $1,670*. 
’60 Meteor 600 4-dr., $1,630*. 
’59 Monterey 2-dr., $1,135*. 
’58 Monterey 2-dr. hardtop, $550* (ps). 


OLDSMOBILE—’61 F-85 4-dr., $1,680. 


hardtop, 


"59 (88) Super 4-dr., $1,385* (ps); (88) 
4-dr., $1,350*. 

’57 (88) Super conv,, $780* (ps); (88) 
Fiesta 4-dr., $670*. 

’55 (88) 2-dr., $200*. 

PLYMOUTH—’61 Fury (8) 4-dr. hardtop, 
$1,900* (ps); Suburban (8) Custom 
4-dr., $1,880* (ps); Belvedere (8) 4- 
dr., $1,615* (ps); Valiant (6) V-200 


@ 1961, by Automotive News 





4-dr., $1,525. 

’60 Fury (8) 4-dr, hardtop, $1,325* (ps); 
Valiant (6) V-200 4-dr., $1,125, $1,- 
015, 

‘59 Fury (8) 2-dr. hardtop, $835*; Bel- 
vedere (8) 2-dr., $785*. 

'58 Belvedere (8) 2-dr. hardtop, 
Savoy (8) 2-dr. hardtop, $460*. 

"57 Plaza (6) 2-dr., $320; Savoy (8) 
4-dr., $200*, 

PONTIAC—’'61 Tempest (4) 4-dr., 
’60 Catalina Safari 4-dr., $1,725. 
’59 Catalina conv., $1,450; sport coupe, 

$1,275*. 

’57 Super Chief 4-dr. 
(ps), 


$525*; 


$1,650. 


Catalina, $680* 





as 
’56 Star Chief 2-dr. Catalina $335* 
ae ‘0 American (6) Super sta 
on wagon, 4-dr., $1,390: | g 
dr., $675, —— 
*59 Super (8) station wagon | 
200*, $1,125*; 4-dr., $i, 10, "ee 
$825; Custom (8) 4-dr., O75: 35, 
luxe 2-dr., $620. —_ 
58 Custom (8) 4-dr., $790* 
MISCELLANEOUS—’61 Ford & 100 pj 
up, $1,285, - 
’60 Chevrolet El Cami 
$1,100. oe elt; A, 


’59 Chevrolet pickup, $1,250 


CALDWELL, N. J. 


Skyline Auto Auction. Sale e 


day. Prices are for sale of ct 31. tee 
percent offerings changed hands at Sk _ 
Market once again slipped slightly ie a 
should sell before bad weather hits — 
191 cars from 251 consignments + 
BUICK—’59 LeSabre 2-dr. hardtop $1 
425* (ps), $1,110*, $955* (ps);' 4-q, 
5bardtep, $1,040* (ps). Pix 
‘i entury 4-dr., $970* ( : 
Riviera, $585* ton). a 
’57 Super 4-dr. Riviera, $575* : 
2-dr. Riviera, $350* tes) Pe); RM 
’56 Special 2-dr. Riviera, $725+: 4-d 
$210*; RM 4-dr., $365* (ps). ) 
’55 Special 2-dr. Riviera, $275+- 2-d 
$225* (ps); conv., $100*; Super Q-dr" 
$225* (ps); RM 4-dr., $205* (ps) 4 
CADILLAC—'61 (62) conv., $4,250*' 
$4,200* (ps). ~ 
’60 Eldorado conv., $3,410* (ps); 4 
Ville 4-dr. hardtop, $3,200* (ps); (gx, 


conv., $3,100* (ps), 
*59 (62) 2-dr. hardtop, $2,735* (ps): 4. 
dr., $2,310* (ps); Coupe de Ville, $2. 
135* (ps), ti 
58 (62) 4-dr. hardtop, $1,400* (ps) 
’57 (62) 2-dr., $1,465* (ps); (60) Special 
ob 140) Beet $1,365* (ps). 
, ( pecial 4-dr., $460* : 
4-dr., $155* (ps). a 
"52 (62) Coupe de Ville, $115* (ps): 4. 
dr., $100* (ps). ; 
CHEVROLET—’61 Impala (8) sport sedan, 


$2,180* (ps), $2,120* (ps), $1,760: 
conv., $2,135* (ps); Parkwood (8) 4. 
=. $2,120*; Bel Air (6) 4-dr. $1,- 
es » $1, 


’60 Impala (8) conv., $1,700* (ps); sport 
coupe, $1,700* (ps); sport sedan, $1,- 
600* (ps), $1,550* (ps); Parkwood (8) 
4-dr., $1,525, $1,525*, $1,505; Bel Air 
(8) 4-dr., $1,440*, $1,285; Bel Air (6) 
4-dr., $1,395*, $1,390*, $1,375*, $1,- 

(Continued on Page 35, Col, 1) E 
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ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU |-782i 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our [5th Year of 
ontinuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
big, quality auction. Thursdays. 
W. Palm Beach Fairgrounds. 





MARYLAND ae 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947 


Frequency Rates: Listing (maximum: 
column—maximum 
Michi 


am 








LEADING USED-CAR AUCTION DIRECTORY 


}—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
inches on 2 columns.) For display Rates contact Want Ad 


three lines of 
MICHIGAN 


ptco etroir 


now 


DUAL 


Ptco ine 


Ptco TUESDAY 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


@ “DUAL RING" 2 lines running simultane- 
ously, 

© Conveniently located in the heart of the 
automobile world. 

®@ Ten acres of completely fenced parking 
area, 

©@ Always a fine selection of sharp cars, 

@ Friendly relations prevail at all times, 

®@ Congenial auctioneers, 

@ Fair management, 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-318! 








NEW JERSEY 


N-A-D-E 
Every WEDNESDAY 11 A. M. 
OVER 


LT oS 


EVERY WEEK 


Junction of Penna and N J Turnpikes 
Route 206 South. Bordentown, N. J 
Exit 7, N. J. Turnpike + AXminster 8-3400 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 














NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
Insured By 


AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
PRA RE AONRI RAE MPO AREAS NN RE 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





LA FAYETTE—Syracuse Auto Auc- 
tion. Insured checks and titles. Noon 
Wednesdays. 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








OHIO | 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


—— 


PENNSYLVANIA _ 


ALLENTOWN (in Kuhnsville) — 
“Metro,” near Turnpike. Insure 
checks & titles. Every Mon. at noon. 






Sta- 


dick- 


che, 


ues- 
enty 
line, 
lerg 
Sold 


$1,- 
~dr. 


-dr. 
RM 
dr., 


dr, 
dr, 


08) 


de 
62) 


4. 
52,- 
cial 


62) 


an, 
60; 


}1,- 


}1,- 
(8) 
Air 
(6) 
1,- 


en | 


< of! 


ak. 





Uisei-Car Auctions 


(Continued from Page 34) 


370* (ps), $1,330*, $1,320*, $1,300; 2- 
dr., $1,280; Brookwood (6) 4-dr., $1,- 
315; Biscayne (6) 4-dr., $1,280*; Cor- 
yair (6) 500 4-dr., $1,085*, $1,075, $1,- 
050*, $1,025*, $1,025. 

59 Impala (8) sport sedan, $1,325* (ps); 
conv., $1,265* (ps); sport coupe, $1,- 
200* (ps); Parkwood (8) 4-dr., $1,- 
935* (ps), $1,195*, $1,150*; Parkwood 
(6) 4-dr., $1,200*, $1,095, $1,075, $1,- 
035; Bel Air (6) 4-dr., $1,040* (ps), 
$1,000*, $970*; 2-dr., $910, $900; Bel 
Air (8) 4-dr., $955; 2-dr., $895, 

58 Impala (8) sport coupe, $955, $915* 
(ps); conv., $915* (ps); One-fifty (6) 
-dr., $225. 

or Bel Air (6) 2-dr., $775*; 4-dr., $710; 
Two-ten (8) station wagon 2-dr., $550* 


s). 
ae Two-ten (8) 4-dr., $290; Bel Air (8) 
4-dr., $200*. 


55 Two-ten (6) 4-dr., $270; 2-dr., $270, 
$100*; One-fifty (8) 4-dr., $250* (ps); 
One-fifty (6) station wagon 2-dr., 
160; Bel Air (8) 4-dr., $225* (ps); Bel 
Air (6) 4-dr., $220. 

54 Two-ten station wagon 4-dr., $160*; 


9-dr., $135; Bel Air 2-dr, hardtop, 
$100. 
CHRYSLER—’59 Saratoga 4-dr. hardtop, 


$1,500* (ps). 
’57 Saratoga 4-dr, hardtop, $825* (ps); 
Windsor 4-dr, hardtop, $460* (ps). 


DeSOTO—’58 Firesweep conv., $510* (ps). 
56 Firedome 4-dr. hardtop, $210* (ps). 
DODGE—’60 Dart (8) Pioneer 2-dr. hard- 

top, $1,375* (ps). 
59 Sierra (8) 4-dr., $980* (ps). 
158 Royal (8) 2-dr. hardtop, $600*, 
’57 Custom Royal (8) 4-dr, hardtop, 
$435* (ps). 
56 Custom Royal (8) 4-dr., $170*. 
154 Meadowbrook (8) 2-dr., $100*. 


EDSEL—’58 Pacer 2-dr. hardtop, $435* 
(ps). 
FORD—’61 Falcon (6) 4-dr., $1,705*, $1,- 
385, $1,340. 
60 Galaxie (8) conv., $1,410* (ps); 


Country Sedan (8) 4-dr., $1,350* (ps), 
$1,140; Fairlane 500 (8) 2-dr., $1,210*. 

59 Fairlane (8) 4-dr., $920; Custom 300 
(6) 2-dr., $560. 

58 Fairlane 500 (8) conv., $660* 
Custom 300 (8) 4-dr., $540*. 
56 Custom (8) 4-dr., $235, $185*; 2-dr., 
$225, $150*; Fairlane (8) 4-dr., $100* 

iS). 
ies Castor (6) 2-dr., $280; Fairlane (8) 


(ps) ; 


2-dr., $230; Country Sedan (8) 4-dr., 
$170*, $150. 

LINCOLN — ’58 Premiere 2-dr, hardtop, 
$1,200* (ps); Capri 4-dr, hardtop, 
$925* (ps). 

MERCURY—’59 Monterey 2-dr. hardtop, 
$1,140* (ps). 

’57 Montclair 2-dr., $375*. 
’56 Montclair 4-dr. hardtop, $190*. 


55 Monterey station wagon 4-dr., $200*, 

$155*. 
OLDSMOBILE—’ 60 $1,760* 

(ps). 

*59 (98) 4-dr. Holiday, $1,500* (ps). 

*58 (88) Super 2-dr. Holiday, $930* (ps). 

57 (88) 4-dr. Holiday, $610*. 

*56 (98) 2-dr. Holiday, $350* (ps), $325* 


(88) conv., 


(ps). 
’55 (88) 4-dr., $200*; (98) 4-dr., $200* 


(ps). 
PLYMOUTH—’61 Belvedere (8) 4-dr., $1,- 
575*. 
59 Fury (8) conv., $905* (ps), $795* 
(ps); 4-dr., $535*. 
58 Plaza (8) 4-dr., $530*; Savoy (8) 
4-dr., $460*. 
’57 Belvedere (8) conv., $410* (ps); 4- 
dr., $170*; Plaza (8) 4-dr., $370; Sa- 
voy (8) 2-dr., $345*. 


’56 Belvedere (8) conv., $230*; Suburban 
(8) Sport 4-dr., $175* (ps). 
’55 Belvedere (8) 2-dr., $190*; Savoy (6) 
4-dr., $170, $165, $150*. 
PONTIAC—’60 Star Chief 4-dr. Vista, $1,- 
350*. 
’58 Chieftain 2-dr., $890* (ps). 


’57 Chieftain 4-dr., $150; Safari 4-dr., 
$150". 
RAMBLER—’55 Custom 2-dr, hardtop, 


99 
STUDEBAKER—’58 Scotsman station wag- 
on 2-dr., $430, 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
Sale of Oct. 31. 

BUICK—’60 Electra 2-dr. hardtop, $2,335*. 


‘59 Invicta 4-dr. hardtop, $1,790*; Le- 
‘Sabre 2-dr. hardtop, $1,675* (ps); 4- 
dr. hardtop, $1,375*. 

’58 Century 2-dr. Riviera, $1,000* (ps). 

’57 Century Estate Wagon, $735* (ps); 
RM conv., $650* (ps). 

’56 RM 4-dr. Riviera, $425* (ps). 

’55 Century 4-dr. Riviera, $455* (ps); 
Special 2-dr. Riviera, $305*; Super 4- 
dr., $265* (ps), $230* (ps). 

CADILLAC—’60 de Ville 4-dr. hardtop, 
$3,945* (ps); 2-dr. hardtop, $3,625* 
(ps); (62) 4-dr. hardtop, $3,750* (ps). 

’59 (60) Special 4-dr. hardtop, $3,300* 
(ps); Eldorado Seville, $3,295* (ps); 
de Ville 2-dr. hardtop, $3,235* (ps), 
$3,190* (ps), $2,950* (ps); 4-dr. hard- 
top, $3,100* (ps); (62) 4-dr. hardtop, 
$2,950* (ps). 


57 Eldorado 4-dr. hardtop, $2,800* (ps); 
(62) Sedan de Ville, $1,500* (ps); 2- 
dr. hardtop, $1,435* (ps), $1,385* (ps). 

’56 (62) Coupe de Ville, $990* (ps); 2-dr. 
hardtop, $860* (ps); 4-dr., $850* (ps), 
$840* (ps); conv., $835* (ps). 


55 (62) 2-dr. hardtop, $775* (ps); Coupe 
de Ville, $650* (ps). 

’54 ‘(62) Coupe de Ville, $710. 

"53 (62) 4-dr., $335; 2-dr. hardtop, $300, 

CHEVROLET—’61 Impala (8) sport sedan, 

$2,350* (ps); Corvair Monza (6) 2-dr., 
$1,840; Corvair 700 (6) station wagon, 
$1,635; 4-dr., $1,550*; 2-dr., $990. 

’60 Impala (8) sport coupe, $2,025* (ps), 
$1,985* (ps), $1,650; conv., $1,950 
(ps); Corvair 700 (6) 4-dr., $1,375*, 
$1,260, $1,235*, $950; Brookwood (6) 
2-dr., $1,320*. 

*59 Impala (8) sport sedan, $1,590* (ps), 
$1,490*; Parkwood (8) 4-dr., $1,265* 


(ps); Bel Air (8) 2-dr., $1,190*; 4-dr., 








$1,175*; Biscayne (8) 4-dr., $1,175* 
,-2 PS); Biscayne (6) 2-dr., $1,075, $880*. 
58 Corvette (8) conv., $1,825; Impala 
(8) sport coupe, $1,255* (ps), $1,185* 
(ps), $1,150* (ps); Biscayne (8) 2-dr., 
$830*; Yeoman (6) 4-dr., $775*; Del- 
ray (6) 2-dr., $735. 
57 Bel Air (8) sport sedan, $785*; 
Two-ten (8) station wagon, $700* 
(ps); 2-dr., $640*; 4-dr., $625*. 


AUTOMOTIVE NEWS, NOVEMBER 13, 1961 


’56 Two-ten (8) station wagon, $660*, 
$550; Two-ten (6) 4-dr., $545*; sta- 
tion wagon, $535; 2-dr., $470*; Bel Air 
(8) sport sedan, $475*; One-fifty (6) 
station wagon, $365*; 4-dr., $360. 

"55 Bel Air (8) sport coupe, $650*; 


conv., $410*; Bel Air (6) 4-dr., $510*, 
$435*; Two-ten (8) Delray, $585, $400; 
4-dr., $450; station wagon, $435*. 

’54 Two-ten station wagon, $200*; 2-dr., 
$185*. 

’53 Two-ten 2-dr., $445; 4-dr., $275; Bel 

hardtop, 


Air 2-dr. $285; 2-dr., $135*; 


One-fifty 4-dr., $195. 
"51 Deluxe 2-dr., $200*. 
CHRYSLER—’60 Windsor 2-dr. 
$2,235* (ps). 

’59 (300) 2-dr. hardtop, 
’57 NY 4-dr., $1,110* (ps); 
dr. hardtop, $720* (ps). 
DeSOTO—’57 Fireflite 2-dr. hardtop, $725* 


hardtop, 


$2,185* (ps). 
Windsor 4- 


(ps); Firesweep 4-dr., $595* (ps), 
’53 Firedome 4-dr., $110* (ps). 
'48 4-dr., $135. 
DODGE—’61 Phoenix (8) 2-dr. hardtop, 


$2,075* (ps). 


’59 Custom Royal (8) 2-dr. hardtop, 
$1,400* (ps). 
’58 Coronet (6) 2-dr., $680. 


’57 Sierra (8) 4-dr., $910* (ps); Coronet 
(8) 2-dr, hardtop, $600; 2-dr., $585*; 
4-dr., $300*; Royal (8) 4-dr. hardtop, 
$470*. 

56 Custom Royal 
$400*. 

55 Royal (8) 
conv., $330*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,705* (ps), $3,500* (ps), $3,400* 


(8) 2-dr. hardtop, 


2-dr. hardtop, $390*; 
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(ps). 
"60 Thunderbird (8) 2-dr. hardtop, $3,- 
000* (ps); conv., $2,830* (ps); Fair- 


lane 500 (8) 4-dr., $1,410* (ps); Fal- 


con (6) station wagon 2-dr., $1,390; 
4-dr., $1,350; 2-dr., $1,225; 4-dr., 
$1,200. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
400* (ps), $2,300* (ps), $2,260* (ps), 
$2,235* (ps); Galaxie (8) 2-dr,. Vic- 
toria, $1,490* (ps), $1,485* (ps); 


Ranch Wagon (8) 2-dr., $1,210* (ps); 
(Continued on Page 36, Col, 1) 





IGNORES EVERY OBSTACLE / SLASHES OPERATING COSTS 


drive vehicle of half the horsepower! From there on, 


Land Cruiser has the-power to climb steep 54% 
grades and plow through marsh or sand because it’s 
powered by a mighty 135 HP 6-cylinder engine. 


Land Cruiser has the room to take 7 passengers or 
a big payload of equipment because its hardtop or 
soft top bodies are 12% ft. long, 5% ft. wide. 


Land Cruiser has the economy to slash your trans- 
portation costs. Initially, a Land Cruiser costs no more 
than any comparably equipped competitive 4-wheel 


Drive a Toyota LAND CRUISER 


at your nearest Toyota dealer and see for yourself. 





This ad is one of a series running in: 
ILLUSTRATED « TRUE « ARGOSY « SUNSET ¢ FARM JOURNAL 
LUMBERMAN ¢ TIMBERMAN « MINING WORLD e WESTERN BUILDING 
WESTERN CONSTRUCTION ¢« CALIFORNIA BUILDER « CALIFORNIA 
FARMER « PACIFIC ROAD BUILDER e ARIZONA SPORTSMANS NEWS 
WESTERN OUTDOOR .« LOS ANGELES MAGAZINE « DESERT MAGAZINE 
AIRPORT SERVICES MANAGEMENT ¢e SOUTHERN CALIFORNIA RANCHER 


SPORTS 


In these ads, the coupons offer to supply the reader with further information 


and the name of his nearest dealer. 
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you save on every trip because the Toyota Land Cruiser 
gets up to 28 MPG of gas from its highly efficient 
Toyota engine. You spend less time and money on 
maintenance because the Land Cruiser is more rug- 
ged, more durable, more vehicle than any of the 
others. And when it comes to regular servicing, you 
save again because every part of the Land Cruiser 
which needs periodic inspection is more accessible. 


Protected Land Cruiser franchises are available in certain 
areas. For further details, without obligation, complete and 
return this coupon to TOYOTA MOTOR DISTRIBUTORS, INC. 
CDept. A3), 6032 Hollywood Bivd., Los Angeles 28, Calif. 
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(Continued from Page 36) 


$920* $885* 


(ps); conv., 


Chief 4-dr., 


$1,285. 
199 Custom (6) station wagon, $1,335* 


is). 
1g Deluxe (6) 4-dr., $820* (ps). 


, rican (6) 2-dr., $390. 
MIgvELLA NEOUS — ’60 Ford Ranchero, 
$1,085 
ALBANY 


jim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Oct. 30. 
Today’s car market still showed a sluggish 
tone. Car quality was below average; many 
of the cars offered had ailments. Any nice 
clean car brought top prices, Quite a few 
new buyers and most of the old faces, at- 
tended the sale nipping off the clean, ready- 
to-sell low — units, Sold 89 cars from 
signments. 
OK 58 Super $990* 
». 
dn aener 2-dr. Riviera, $530* (ps). 
CADILLAC—'61 (62) conv., $4,000* (ps). 


4-dr. Riviera, 


'BT (62) conv., $1,100*. 
156 (62) 2-dr. hardtop, $550*. 
53 (60) Special 4-dr, hardtop, $185* 


iS). 

(HEVROLET—’61 Impala (8) sport coupe, 
$2,180*; Corvair (6) station wagon 4- 
dr., $1,809*. 

60 Bel Air (8) 4-dr., $1,380* (ps), $1,- 
335* (ps), $1,200; Bel Air (6) 4-dr., 
$1,335*; Corvair (6) 4-dr., $1,110. 

59 Impala (6) sport sedan, $1,420*; 
Impala (8) 4-dr., $1,420* (ps); Bel Air 
(6) 4-dr., $1,150*. 

’58 Impala (8) conv., $1,100* (ps); No- 
mad (8) 4-dr., $920* (ps). 

’57 Bel Air (8) 4-dr., $780* (ps), $595* 
(ps); sport caupe, $690*; One-fifty (6) 
2-dr., $710; Two-ten (6) 4-dr., $700, 
$560. 

56 Two-ten (6) station wagon 4-dr., 
$450; Two-ten (8) station wagon 4-dr., 
$400*; 4-dr., $220; Bel Air (8) 2-dr., 
$400*; Bel Air (6) conv., $340; One- 
fifty (6) 2-dr., $230. 

55 Bel Air (6) 2-dr., $370; conv., $350* 
(ps); 4-dr., $170*; Two-ten station 
wagon 2-dr., $350; 4-dr., $125*, 

OCHRYSLER—’57 NY 4-dr., $550* 

’55 Windsor 4-dr., $250* (ps). 

DeSOTO—’'57 Firedome 4-dr., $500*; 
hardtop, $450* (ps), 

DODGE—’60 Phoenix (8) 
$1,170* (ps). 

'57 Royal (8) 4-dr. hardtop, $560*; 2-dr. 
hardtop, $410*, 

’56 Royal (8) 2-dr. hardtop, $260* (ps). 

FORD—’62 Thunderbird (8) 2-dr. hardtop, 
$3,860* (ps). 

’60 Falcon (6) 4-dr., $1,265*. 
59 Galaxie (8) conv., $1,125*; 
(8) 2-dr., $850, $705*. 
58 Thunderbird (8) 2-dr. 
700* (ps); Del Rio (8) 2-dr., $720*; 
Custom 300 (8) 2-dr., $675*; 4-dr., 
$600; Fairlane (8) 4-dr., $500*; Fair- 

lane 500 (8) 4-dr., $250* (ps). 

’57 Fairlane 500 (8) conv., $740*; 2-dr. 
Victoria, $400*; Custom 300 (8) 4-dr., 


(ps). 
2-dr. 


4-dr. hardtop, 


Custom 


hardtop, $1,- 


$400*; 2-dr., $270; Custom (8) 4-dr., 
$335*. 

56 Country Sedan (8) 4-dr., $335*; 
Ranch Wagon (8) 2-dr., $275; Main 
(6) 2-dr., $180. 

'55 Custom (6) 4-dr., $125*, 

MERCURY—’57 Monterey 2-dr. hardtop, 
$350*, $270*. 

"56 Custom 2-dr, hardtop, $335*, 

OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
$1,275* (ps). 

‘57 (88) Super 4-dr., $660*; 2-dr, Holi- 
day, $640* (ps); 4-dr, Holiday, $640* 
(ps); Fiesta 4-dr., $600* (ps); (98) 
4-dr., $570* (ps). 

’55 (88) 4-dr. Holiday, $250*. 

PLYMOUTH -— ’60 Belvedere (8) 4-dr., 
$950*. 

*58 Savoy (6) 4-dr., $360* (ps). 

‘57 Savoy (8) 4-dr, hardtop, $540*, 

56 Savoy (8) 2-dr., $280*. 

PONTIAC—'55 Star Chief 4-dr., $120* 
(ps); Chieftain 4-dr., $110*. 

RAMBLER—’56 Custom (6) 4-dr., $190*. 

STUDEBAKER—’57 President (8) 4-dr., 
$250". 

MISCELLANEOUS—’58 Dodge %-ton pick- 
up, $650. 


56 Chevrolet %%-ton pickup, $460. 
’55 GMC %-ton rack, $435. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day. Prices are for sale of Nov. 2, Late 
models unsteady, older models selling good. 
Sold 162 cars from 256 consignments. 
BUICK—’58 RM 4-dr. Riviera, $750* (ps); 

Special 2-dr. Riviera, $670* (ps). 

57 Century 4-dr. Riviera, $450* (ps). 


"56 Special 2-dr. Riviera, $400* (ps), 
$335*. 

*55 Century 4-dr., $445* (ps); Special 
2-dr, Riviera, $240* (ps); RM 2-dr. 
Riviera, $200* (ps). 

54 Super 2-dr, Riviera, 255* (ps); 


Special 2-dr, Riviera, $205*. 


CADILLAC—’59 (62) 4-dr, hardtop, $2,- 
500* (ps). 
"58 (62) 4-dr, hardtop, $1,680* (ps). 


"55 (62) 4-dr., $605*. 
CHEVROLET—’61 Impala (8) sport sedan, 


$2,200*; 2-dr., $2,125*; Nomad (6) 
4-dr., $2,175*, $2,100*; Corvair (6) 
700 station wagon 4-dr., $2,100*; Bel 

: Air (6) 2-dr., $1,750*. 

60 Corvette (8) conv., $2,505; Impala 
(8) 2-dr., $1,750*; sport coupe, $1,- 
740* (ps), $1,350* (ps); Biscayne (6) 
2-dr., $1,210* (ps), $1,210*; Corvair 
(6) 500 2-dr., $1,110*, $1,085; 4-dr., 
$1,050*. 

59 Impala (8) 4-dr., $1,345; sport coupe, 
$1,285* (ps); Bel Air (6) 2-dr., $1,- 
010* (ps); 4-dr., $990* (ps); Bel Air 
(8) 2-dr., $995; sport sedan, $900* 
(ps); Biscayne (8) 4-dr., $1,005; Bis- 

,_cayne (6) 4-dr., $890*, $580. 

58 Bel Air (8) sport sedan, $900* (ps); 
4-dr., $805* (ps); conv., $825*; Im- 
Pala (8) conv., $885*; Delray (8) 2- 
dr., $705*; Biscayne (6) 2-dr., $600*. 


57 Bel Air (8) conv., $745*; 4-dr, hard- 
top, $720*; One-fifty (6) 2-dr., $540, 
$490. 


56 Two-ten (6) station wagon 4-dr., 






9640; 2-dr., $485; 4-dr., $425. 

55 One-fifty (6) 2-dr., $305*; 4-dr., 
4.9290"; Bel Air (6) 2-dr., $230. 

53 One-fifty (6) 4-dr., $420*. 
DODGE—’ 65 Coronet (8) 4-dr. hardtop, 

$1,510* (ps). 


'59 Royal (8) 2-dr., $1,000*. 
’57 Royal (8) conv., $300*. 
’55 Custom Royal (6) 2-dr., $285*. 


FORD—’61 Galaxie (8) Starliner, $2,100* 
(ps); Fairlane (8) 4-dr., $2,020* (ps). 

’60 Thunderbird (8) conv., $2,540* (ps); 
Fairlane (6) 4-dr., $1,365*; Galaxie 
(8) 4-dr., $1,350*%; Falcon (6) 2-dr., 
$1,100, $1,080; Custom 300 (6) 4-dr., 
$950* (ps). 

’59 Fairlane (8) 
$955*; Country Sedan (8) 4-dr., 
005*, $995*; 
$1,000*; 
$980*. 

58 Fairlane (8) 4-dr., $860*, $755* 
(ps); Country Sedan (8) 4-dr., $710*; 
Ranch Wagon (8) 2-dr., $705*; Cus- 
tom 300 (8) 4-dr., $600*. 


4-dr., $1,075* (ps), 
$1,- 
Fairlane 500 (8) conv., 
Ranch Wagon (8) 4-dr., 


’57 Fairlane (8) 2-dr, Victoria, $665*; 
conv., $505*, $485*; Custom (6) 4- 
dr., $480*; Country Sedan (8) 4-dr., 
$475*. 


’56 Ranch Wagon (6) 2-dr., $425; Ranch 


Wagon (8) 2-dr., $230; Fairlane (8) 
4-dr. Victoria, $390*; 4-dr., $275*, 
$260; 2-dr., $360* (ps); Country Se- 


dan (8) 4-dr., $235. 

’55 Thunderbird (8) conv., $1,205*; Fair- 
lane (8) 2-dr. Victoria, $230*; Custom 
(6) 4-dr., $215*. 

MERCURY—’58 Monterey 2-dr., $490*. 

57 Colony Park 4-dr., $550* (ps); Mon- 
terey 4-dr., $490*. 

’56 Medalist 4-dr., $220. 

*55 Monterey 2-dr., $235*. 





OLDSMOBILE—’61 (88) conv., $2,550* 
(ps); 4-dr, Holiday, $2,380* (ps), 
’60 (88) Fiesta 4-dr., $1,985* (ps); (98) 

4-dr., $2,100* (ps). 

’59 (88) 4-dr, Holiday, $1,270* (ps). 

’58 (88) 4-dr. Holiday, $840* (ps), $835* 
(ps). 

"57 (88) 2-dr., $700*, $690; 4-dr., $640* 
(ps). 

’56 (88) 2-dr., $435*; 4-dr., $340. 

"55 (98) 4-dr., $390* (ps); (88) Super 
4-dr., $320* (ps); 2-dr. Holiday, $295* 
(ps); (88) 4-dr., $230* (ps); 4-dr. 
Holiday, $215*. 

’54 (88) Super 2-dr. Holiday, $295* (ps). 

PLYMOUTH—’61 Belvedere (8) 4-dr., $1,- 
740*. 

’60 Belvedere (8) 4-dr., $1,095*. 

’59 Fury (8) 2-dr. hardtop, $965*; Savoy 
(6) 4-dr., $700*. 

’58 Suburban (8) Custom 4-dr., $680*. 

57 Savoy (8) 2-dr., $720*; Belvedere 
(8) 4-dr, hardtop, $460*; Suburban 
(8) Custom 4-dr., $385*. 

56 Plaza (6) 2-dr., $295; Savoy (6) 4- 
dr, hardtop, $275; Belvedere (8) 4-dr. 
hardtop, $250*; 2-dr. hardtop, $235*. 

PONTIAC — ’61 Bonneville 4-dr., $2,730* 
(ps); Catalina Safari 4-dr., $2,200* 


ps). 
59 Bonneville 4-dr. Vista, $1,680* (ps). 
’57 Star Chief 2-dr, Catalina, $730*; 
Chieftain 4-dr., $555*. 
RAMBLER—’60 American (6) Super sta- 
tion wagon 2-dr., $1,545*, $1,060. 
’59 American (6) Super 4-dr., $870*. 
’57 Custom (8) 4-dr., $455*. 
STUDEBAKER—’59 Lark (6) Deluxe sta- 
tion wagon 2-dr., $675, $670. 
MISCELLANEOUS—’56 Chevrolet (8) 1%- 
ton pickup, $520* (ps). 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Nov. 1. Increasing number of buyers con- 


tinue bidding off the cars they need from 

the large selection of salable automobiles. 

The brisk activity in all three lanes held 

prices firm in all years and models. Sold 77 

percent of 583 consignments. 

BUICK—’60 LeSabre 2-dr. hardtop, $1,720* 
(ps). 

’59 Electra 4-dr., $1,400* (ps); LeSabre 
4-dr., $1,265* (ps). 

"58 Super 4-dr. Riviera, $1,010* (ps); 
Special Estate Wagon, $960* (ps); 4- 
dr., $725*. 

’57 Special 4-dr., $770* (ps); Estate Wag- 
on, $620* (ps); 2-dr. Riviera, $620* 
(ps); 4-dr. Riviera, $470* (ps); 2-dr., 
$440*; Super 2-dr. Riviera, $620* (ps); 
4-dr. Riviera, $565* (ps); RM 2-dr. 
Riviera, $295* (ps). 

’56 Super 4-dr. Riviera, $370* (ps); RM 
4-dr., $365* (ps); Century conv., $325* 
(ps). 

’55 Super 2-dr. Riviera, $203* (ps). 

'52 Super 4-dr., $120*. 

CADILLAC—’61 (62) conv., $4,225* (ps). 

60 (62) 4-dr. hardtop, $3,550* (ps); 
conv., $3,300* (ps). 

"59 (62) conv., $2,635* (ps); de Ville 2- 
dr. hardtop, $2,195* (ps). 

"5S (62) 4-dr. hardtop, $1,570* (ps); 2- 
dr. hardtop, $1,475* (ps). 


CHEVROLET—’62 Biscayne (8) 2-dr., $2,- 
190*, $2,010*. 

61 Impala (8) sport sedan, $2,300* (ps), 
$2,210* (ps), $2,100* (ps); sport coupe, 
$2,160* (ps), 2 at $2,150* (ps); conv., 
$2,025* (ps); Bel Air (6) 4-dr., $1,- 
775*; 2-dr., $1,600*, $1,500*; Bel Air 
(8) 2-dr., $1,660*, $1,650*; Biscayne 
(8) 2-dr., $1,635; Corvair Monza (6) 
2-dr., $1,510*; Corvair 500 (6) 4-dr., 
$1,485*; 2-dr., $1,390. 

"60 Impala (8) sport coupe, $1,800* (ps), 
$1,745* (ps), $1,700* (ps), $1,675* 
(ps), $1,655* (ps); conv., $1,785* (ps), 
$1,725; Impala (6) conv., $1,650* (ps); 
Bel Air (8) sport sedan, $1,550* (ps); 
2-dr., $1,340*, $1,325*; Bel Air (6) 2- 


dr., $1,310*; Parkwood (8) 4-dr., $1,- 
480*; Parkwood (6) 4-dr., $1,150*; 
Brookwood (6) 2-dr., $1,320; Biscayne 
(8) 4-dr., $1,305*; Biscayne (6) 4-dr., 
$1,150". 

’59 Impala (8) sport coupe, $1,500* (ps), 
$1,200* (ps); conv., $1,450* (ps), $1,- 
125* (ps); Impala (6) conv., $1,185* 
(ps); 4-dr., $1,130; Parkwood (8) 4- 
dr., $1,320*; Brookwood (8) 4-dr., $1,- 
280*; Bel Air (6) 4-dr., $1,215* (ps), 
$1,135* (ps), $1,060* (ps), $1,005*; Bel 
Air (8) 4-dr., $1,195*, $1,160*, $1,140*, 


$975*; 2-dr., $1,125*, $1,070*, $1,- 
035*. 

CHRYSLER—’60 Windsor 4-dr., $1,775* 
(ps). 

*59 Windsor 4-dr., $1,265* (ps). 
’58 NY conv., $675* (ps). 

DeSOTO—’59 Fireflite 2-dr. hardtop, $1,- 
200* (ps); Firesweep 2-dr. hardtop, 
$1,000* (ps). 

’57 Fireflite 4-dr., $505* (ps); Firesweep 
4-dr., $255*. 

DODGE— 60 Seneca (6) station wagon, $1,- 
305* (ps); 2-dr., $1,040, $1,005*; 
Phoenix (6) 4-dr. hardtop, $1,250* 
(ps). 


’59 Sierra (8) 4-dr., $1,250* (ps); Coro- 
net (6) 2-dr. hardtop, $800* (ps); 4- 
dr., $685* (ps). 

EDSEL—’59 Villager 4-dr., $850* (ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,387* (ps), $3,155* (ps); conv., $3,- 
300* (ps), $3,270* (ps), $3,100* (ps); 


Galaxie (8) 2-dr. Victoria, $1,950* 
(ps); Falcon (6) station wagon, $1,- 
640*; 2-dr., $1,530%; 4-dr., $1,400; 


Fairlane (6) 2-dr., $1,430. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
300* (ps); Country Sedan (8) 4-dr., 
$1,475* (ps); Country Sedan (6) 4-dr., 
$1,210* (ps); Fairlane (6) 2-dr., $1,- 
430; Ranch Wagon (8) 4-dr., $1,390*; 
Fairlane 500 (6) 2-dr., $1,190. 

59 Galaxie (8) 2-dr., $1,110*; Ranch 


(Continued on Page 38, Col, 2) 


“Over 90% absorption for 18 years” 


‘‘We find that Pennzoil sales promotion programs, 

such as jumbo direct-mailing cards and the very excellent 
Pennzoil follow-up system, have been of tremendous value in 
obtaining a high rate of shop activity. 


“‘Due to this stimulus, we have maintained an over-all 


absorption figure of over 90% for the past 18 years. 


Pennzoil’s modernized layout plans have kept 
our lubrication department fresh and new. All of this, 
combined with the wonderful acceptance of the public 
for Pennzoil products, has made this job possible.” 


hy Scat 


PAGE H. LAMOREAUX, Owner 
Page Lamoreaux, Vallejo, Calif. 


Page Lamoreaux is internationally known 
as a businessman and speaker. As head of 
Lamoreaux International, he has for several 
years devoted himself to the fight against 
communism abroad by encouraging and in- 
vesting in young businessmen in other 
countries, aiding the development of the 
American private enterprise system in 


foreign areas. 


Give your business a boost with Pennzoil’s 


“BIG 3” profit plans. One... or all... of these plans, 
backed by Pennzoil performance, will make more money for you. 


PLAN 1 


Follow-up Promotion 
System brings in 
customers oftener 
for more services. 


You get these advantages when you handle Pennzoil: supreme quality 
Pennsylvania oils and lubricants; merchandising that helps brighten 
your whole profit picture—in new and used car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 


PLAN 2 


Lifetime Lubrication 
Program ties customers 
to your service 

for life of their cars. 


PLAN 3 


at better prices. 


Custom-Tailored 
Warranty Program helps 
you sell more cars 
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New from Ken 
automatic 
SELF-LEVELING 


BATTERY FILLERS 


e@ FLOW AUTOMATICALLY! 
@ SHUT OFF AUTOMATICALLY! 
e FILL TO CORRECT LEVEL! 
© BIG 2%-QUART CAPACITY 


Ken’s New B-70 Automatic 
Battery Filler quickly fills to 
correct level — shuts off auto- 
matically. No spills . . . No 
dripping. Ideal for dry charge 
batteries. Both valve and con- 
tainer are made of high-impact 
styrene and polyethylene to 
withstand long, hard use with 
either water or battery acids. 
Also features the only auto- 
matic valve for which all parts 
are replaceable! 









Dual- Automatic 


FILLER and TESTER 


Another “first” by Ken, this B-71 
Automatic Filler and Tester is 
combined in a single unit to 
make battery service a one-stop 
operation. Fills batteries to cor- 
rect level automatically. 


Tests either 6 or 12 volt systems 
with visual trouble indicator. 
Extra wire, with simple clip, 
makes it easy to locate many 
other car shorts. 








Find trouble 
fast and easy 


© Sell more 
charges 

© Sell more 
batteries 

© Sell more 
service 


CALL YOUR JOBBER 






you now! 






write Ken direct. 


tHE KEN-TOOL mre. co. 


AKRON 5, OHIO 


. TO KEEP ar 
SHOWROOM =SHINE 


} i 
On Your Customers’. Cars 





Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
too. Fine for household use. In hand- 
some metal container. 


Sold with success by car dealers 
everywhere, 


Also in the complete Las-stik line of 
car care products: leather cleaner e 
wash mitts ¢ tar remover e windshield 
washer solvent © white tire cleaner ¢ 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 





















Put one of these sales 
builders to work for 






Get your pocket-size 
copy of Ken’s all-new, 
complete-line catalog. 
Ask your jobber or 







Wagon (8) 4-dr., $1,015* (ps); 2-dr., 
$965; Fairlane (8) 4-dr., $980; 2-dr., 
$980* (ps), $945*; Custom 300 (8) 2- 
dr., $750*; Custom 300 (6) 4-dr., $650*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
750* (ps); Country Squire (8) 4-dr., 
$1,000*; Fairlane 500 (8) 2-dr. Vic- 
toria, $980* (ps), $885* (ps), $850* 
(ps), $780*; conv., $830* (ps); Custom 
300 (8) 4-dr., $615*; Custom 300 (6) 
4-dr., $480*; Fairlane (8) 2-dr., $550*; 
2-dr. Victoria, $485*, $370*. 

’57 Fairlane 500 (8) 4-dr., $560*; Fair- 
lane (8) 2-dr, Victoria, $530*; 2-dr., 
$500*; Fairlane (6) 4-dr. Victoria, 
$500*; 4-dr., $375* (ps); Custom (8) 
2-dr., $370; 4-dr., $200*; Custom (6) 
2-dr., $220; Country Sedan (8) 4-dr., 
$345". 

’56 Thunderbird (8) conv., $1,280*; Fair- 
lane (8) 2-dr. Victoria, $480* (ps); 2- 
dr., $265* (ps); Custom (8) 2-dr. Vic- 
toria, $410, $260*; Custom (6) 2-dr., 
$190; Country Sedan (6) 4-dr., $195*. 

IMPERIAL—’58 Crown 4-dr. hardtop, 
$998* (ps). 

’57 Imperial 4-dr. hardtop, $910* 
$725* (ps). 

LINCOLN—’57 Premiere 2-dr. hardtop, 
$735* (ps); Capri 4-dr. hardtop, $400* 
(ps). 

MERCURY—’61 Monterey 4-dr: hardtop, 
$1,820* (ps). 

’59 Montclair 4-dr. hardtop, $1,200* (ps). 

’58 Monterey 4-dr., $625*. 

’57 Monterey 4-dr. hardtop, $325*. 

’56 Monterey station wagon, $460; 4-dr., 
$200* (ps); Custom 2-dr. hardtop, 
$100* (ps). 

’55 Montclair conv., $160. 

OLDSMOBILE—’61 (88) 4-dr. Holiday, $2,- 
275* (ps). 

’60 (98) 4-dr., $2,100* (ps); (88) 4-dr., 
$1,675* (ps). 

’59 (88) 4-dr. Holiday, $1,675* (ps), $1,- 
550* (ps); (98) 4-dr. Holiday, $1,600* 
(ps), $1,525* (ps); 2-dr. Holiday, $1,- 
585* (ps). 

’58 (98) 2-dr. Holiday, $950* (ps); (88) 
2-dr. Holiday, $900* ‘ps); conv., $850* 
(ps); 4-dr. Holiday, 2 at $850* (ps). 

PLYMOUTH—’61 Belvedere (8) 4-dr., $1,- 
675*; Valiant 200 (6) 4-dr., $1,635*, 
$1,610*. 

’60 Fury (8) 4-dr. hardtop, $1,400* (ps); 
conv., $1,375* (ps); Belvedere (8) 4- 
dr., $1,400* (ps); Valiant 100 (6) 4- 
dr., $1,150; Savoy (6) 2-dr., $900. 

’59 Suburban (8) Custom 4-dr., $1,090* 
(ps); Deluxe 2-dr., $890*; Fury (8) 
4-dr., $950* (ps); Belvedere (8) 4-dr., 

$675. 

Belvedere (8) 2-dr. hardtop, $675* 
(ps); conv., $535* (ps). 

’57 Suburban (8) Sport 4-dr., $680* (ps); 
Plaza (6) 2-dr., $385; Savoy (6) 4-dr., 
$355*, $350*; Belvedere (8) 4-dr., 
$340* 





















































(ps), 
















PONTIAC—’61 Bonneville 4-dr. Vista, $2,- 
600* (ps); sport coupe, $2,530* (ps). 

60 Bonneville conv., $2,025* (ps); 4-dr. 
Vista, $1,740* (ps); Catalina sport 
coupe, $1,880* (ps); 4-dr. Vista, $1,- 
860*, $1,850* (ps); conv., $1,675*. 

’59 Bonneville 4-dr. Vista, $1,700* (ps); 
Catalina Safari 4-dr., $1,450* (ps); 
conv., $1,175* (ps); Star Chief 4-dr., 
$1,400* (ps). 

’58 Chieftain 4-dr., $690* (ps). 

RAMBLER—’61 Classic (6) Deluxe station 
wagon, $1,690*; 4-dr., $1,360. 

760 Custom (8) 4-dr., $1,300; Deluxe (6) 
4-dr., $1,050; American (6) station 
wagon, $875. 

58 American (6) station wagon, $775* 
(ps); Super (6) Cross Country,, $495. 

’57 Custom (8) Cross Country, $675* 


(ps). 
STUDEBAKER—’60 Lark (6) 4-dr., $550*. 
’58 President (8) 4-dr., $325*; Scotsman 
(6) 4-dr., $300*. 
MISCELLANEOUS — ’60 Chevrolet %-ton 
pickup, $1,200. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Nov. 3. Need 
clean cars. Sold 75 percent of 150 consign- 
ments. 

BUICK—’60 LeSabre 2-dr., $2,015* (ps). 


40th Convention 
Set for Nov. 14 
By Conn. Dealers 


HARTFORD, Conn. — The 40th 
anniversary convention of the Con- 
necticut Automotive Trades Assn. 
will be held Nov. 14 at the Statler 
Hilton Hotel. 

Featured speakers will be James 
C. Moore, National Automobile 
Dealers Assn. executive vice-presi- 
dent, who will outline the activities 
of the NADA Task Force; Harold 
D. Draper, retired Saginaw (Mich.) 
Chevrolet dealer who devotes much 
of his time to studying and teach- 
ing efficiency in dealership opera- 
tion, and James Gavagan, vehicle 
marketing manager of the Satur- 
day Evening Post, whose subject 
will be “What’s Happened to Free 
Enterprise ?” 

Stanley Parsons, convention pro- 
gram chairman, said the afternoon 
session will feature a town-meeting 
type format. A panel of state gov- 
ernment specialists will discuss 
minimum wage, titles, license en- 
forcement, highways and taxes. 

CATA President Arthur J. Roy, 
Willimantic, will preside over con- 
vention meetings. Gov. John Demp- 
sey will be guest of honor at the 
evening banquet. 

A special ladies’ program has 
been planned by the convention 
| committee. 


Used-Car Auction Prices 





(Continued from Page 37) 


’58 RM 4-dr., $875* (ps). 
'57 Special 2-dr., $6$0*. 
’53 Special 2-dr., $135*, 
CADILLAC—’61 (62) 4-dr. 
190* (ps). 
"59 (62) 4-dr., $2,700* (ps). 
’55 (62) 4-dr., $750* (ps). 


hardtop, 


CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 


315*. 

’59 Impala (8) 4-dr., $1,275*. 

’58 Bel Air (8) 4-dr., $990*. 

"57 Bel Air (8) 4-dr., $400*; Bel Air (6) 
2-dr., $340. 

’56 Bel Air (8) 4-dr., $520*, $400*, $380; 
Two-ten (8) station v-agon 4-dr., $175. 

’55 Two-ten (6) 4-dr., $425. 

’53 Bel Air (6) 2-dr., $190*, $185. 

’52 Deluxe 2-dr., $230. 

DODGE—’53 Coronet 2-dr., $125. 
FORD—’60 Galaxie (8) 4-dr., $1,465*, $1,- 
350*. 

’58 Country Sedan (8) 4-dr., $640*; 
Fairlane 500 (8) 4-dr., $640* (ps). 

’57 Fairlane 500 (8) conv., $735* (ps); 
Fairlane (8) 2-dr., $600* (ps); Ranch 
Wagon (8) 2-dr., $405. 

’56 Custom (8) 2-dr., $300. 

‘55 Fairlane (8) 2-dr., $330; 2-dr. Vic- 
toria, $330*. 

’54 Crest (8) 4-dr., $325; 2-dr., $325. 

’53 Custom (8) 2-dr., $125. 

MERCURY—’61 Monterey conv., $2,110* 
(ps). 
’58 Monterey 4-dr., $615* (ps). 
’56 Monterey 4-dr., $250. 
OLDSMOBILE—’56 (98) 4-dr., $350* (ps). 
'55 (88) 2-dr., $350* (ps). 
PLYMOUTH—’57 Savoy (8) 4-dr., $285*, 
ee Ford (8) pickup, 
410. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Nov. 1. 
Sold 105 cars from 148 ccnsignments. 
BUICK—’61 Special 4-dr., $1,875* (ps). 

’59 LeSabre 4-dr., $1,435* (ps); 4-dr. 
Riviera, $1,395*. 

’57 Century 4-dr. Riviera, $700*; Special 
2-dr. Riviera, $525* (ps). 

’55 Special 4-dr., $230* (ps). 
CADILLAC—’60 de Ville 4-dr. 

$3,460* (ps). 

’59 (62) 2-dr. hardtop, $2,420* (ps). 

’58 (62) Sedan de Ville, $1,605* (ps). 

'57 (62) 2-dr. hardtop, $1,120* (ps). 

’56 (62) 4-dr., $780* (ps). 

’54 (62) 4-dr., $350* (ps). 
CHEVROLET — ’'61 Parkwood (8) 4-dr., 

$2,275* (ps); Impala (8) sport sedan, 
$2,200*; Bel Air (6) 4-dr., $1,765*; 
Biscayne (6) 4-dr., $1,585*, 

*60 Impala (8) sport coupe, $1,715; 4-dr., 
$1,700* (ps); Bel Air (8) 4-dr., $1,- 
600*; Bel Air (6) 4-dr., $1,430*, $1,- 
335; Brookwood (6) 4-dr., $1,405; Bis- 
cayne (6) 2-dr., $1,350; Corvair (6) 4- 
dr., $1,250*. 

’59 Impala (8) conv., $1,310* (ps); Park- 
wood (8) 4-dr., $1.300, $1,285* (ps); 
Bel Air (8) 4-dr., $1,150*, $1,025. 

’58 Impala (8) sport coupe, $1,100* (ps); 
Biscayne (6) 4-dr., $910*; Biscayne (8) 
2-dr., $850*; Bel Air (8) 4-dr., $895*; 
Delray (6) 4-dr., $595. 

’57 Two-ten (8) station wagon 4-dr. (9 
pass.), $905; Two-ten (6) 4-dr., $755; 
Bel Air (8) sport coupe, $900*; 4-dr., 
$835*. 

’56 Bel Air (6) 4-dr., $590; Two-ten (8) 
station wagon 4-dr., $555*; 4-dr., $505, 
$495*. ; 

’55 Bel Air (8) 4-dr., $405; Bel Air (6) 
2-dr., $370, $275*. 

’53 Bel Air (6) sport coupe, $250*. 

DeSOTO—’59 Firesweep 2-dr. hardtop, $1,- 
250* (ps). 

’58 Adventurer 2-dr. hardtop, $875* (ps). 
DODGE—’60 Pioneer (6) 4-dr., $1,075. 

’57 Coronet (8) 4-dr., $550* (ps). 

’55 Coronet (8) 4-dr., $300*. 
EDSEL—’59 Ranger (8) 4-dr., $995*. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 

$3.285* (ps); Falcon (6) 4-dr., $1,475. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
600* (ps), $2,375* (ps); Galaxie (8) 2- 
dr. Victoria, $1,520*; 4-dr., $1,500* 
(ps); Fairlane 500 (8) 4-dr., $1,340*; 
2-dr., $1,255; Fairlane (8) 4-dr., $1,- 
200*; Falcon (6) 4-dr., $1.200*. 

’59 Galaxie (8) 4-dr., $1,315* (ps); 2-dr. 
Victoria, $1.135*; Ranch Wagon (8) 
4-dr., $1,195*, $1,100; Country Sedan 
(8) 4-dr., $1,125; Custom 300 (8) 2-dr., 
$945*, $920. 

’58 Fairlane (8) 4-dr., $785; Fairlane 
500 (8) 2-dr. Victoria, $775* (ps); 
Custom 300 (6) 2-dr., $675. 

’57 Fairlane 500 (8) 2-dr., $700*; conv., 
$595*; 4-dr., $510* (ps); Custom 300 
(8) 4-dr., $540; 2-dr., $445*. 

’56 Fairlane (8) 4-dr., $380*; Main (8) 
2-dr., $345. 

’55 Fairlane (8) 2-dr. Victoria, $420; 4- 
dr., $375*, $245*; Main (6) 2-dr., $320; 
Country Sedan (8) 4-dr., $295*. 

’54 Custom (8) 2-dr. Victoria, $280. 


hardtop, 


IMPERIAL—’61 Imperial conv., $2,800* 
(ps). 
LINCOLN—’61 Continental 4-dr., $4,400* 


(ps). 
’58 Capri 4-dr. hardtop, $1,110* (ps). 
’57 Premiere 4-dr. hardtop, $1,960* (ps). 
MERCURY—’59 Monterey 4-dr., $1,110*. 


"58 Monterey 4-dr., $650* (ps); conv., 
$640* (ps). 
’57 Monterey 4-dr., $600* (ps), $525* 


(ps); Montclair 4-dr., $440*, 
'55 Monterey 4-dr., $200*. 
OLDSMOBILE—’61 (98) 4-dr. Holiday, $2,- 
735* (ps). 
’59 (88) Fiesta 4-dr., $1,550* (ps); 4-dr., 
$1,400* (ps), 
’58 (88) Super 4-dr. Holiday, $1,190* 
(ps), $1,100* (ps); 4-dr., $880* (ps). 
’57 (98) 4-dr. Holiday, $685* (ps). 
PLYMOUTH—’62 Fury (8) 2-dr. hardtop, 
$2,350* (ps). 
’59 Suburban (8) Custom 4-dr. (9 pass.), 
$1,200*. 
758 Savoy (8) 4-dr., $650*. 
"57 Savoy (6) 4-dr., $420*, $350. 
’56 Savoy (8) 4-dr., $360*. 


PONTIAC—’60 Bonneville 4-dr. Vista, $1,- 
950* (ps); Catalina 4-dr., $1,865* (ps). 
’59 Catalina 4-dr., $1,450* (ps). 
’58 Chieftain 4-dr., $875* (ps). 
*57 Star Chief 4-dr., $470*, 
’56 Chieftain station wagon 4-dr., $455*. 
’55 Chieftain (870) 2-dr. Catalina, $3957; 
Star Chief 4-dr., $375* (ps); Chieftain 
(860) 4-dr., $305* (ps), $240*. 
RAMBLER—’61 Custom (6) station wagon 
4-dr., $1,450*. 
’59 American Custom station wagon 4- 
dr., $685. 


$4,- 


’58 Custom (6) Cross Country, $925. 

’57 Super (6) Cross Country 4-dr., $695. 
STUDEBAKER—’59 Lark (6) 4-dr., $820*. 
MISCELLANEOUS—’61 Dodge pickup, $1,- 

565. 
’58 Dodge carryall, $550. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct. 31, 
BUICK—’ 61 Electra 225 2-dr. hardtop, $2,- 

850* (ps). 

*58 Century 4-dr. Riviera, $895* (ps). 

’57 Super 4-dr. Riviera, $625* (ps); Spe- 
cial Estate Wagon, $550* (ps). 

’56 Special 4-dr., $575*; Century 4-dr. 
Riviera, $475* (ps). 

CADILLAC—’61 (62) conv., $4,315* (ps); 
4-dr. hardtop, $4,225* (ps). 

’54 (62) 4-dr., $450* (ps). 

’53 (62) 2-dr., $285* (ps). 
CHEVROLET—’62 Corvair Monza (6) 2- 

dr., $2,325*. 

"61 Impala (8) conv., $2,100* (ps); Cor- 
vair Monza (6) 2-dr., $2,055, $2,035, 
$2,025; Brookwood (8) 4-dr., $1,810. 

60 Impala (8) sport coupe, $1,950* (ps). 

’59 Impala (6) sport sedan, $1,110* (ps); 
conv., $1,050* (ps). 

’58 Corvette (8) conv., $1,700*; Impala 
(8) sport coupe, $750* (ps); Biscayne 
(6) 4-dr., $710*; Delray (8) 2-dr., 
$640. 

’57 Two-ten (8) 4-dr., $665, $600 . 

’56 Bel Air (8) sport coupe, $675* (ps); 
Two-ten (8) 2-dr., $435*, $365; One- 
fifty (8) station wagon 2-dr., $400*. 

’53 Bel Air 4-dr., $340. 
DODGE—’60 Polara (8) 

$1,860* (ps). 

58 Custom Royal (8) 4-dr., $810*. 

’57 Royal (8) 4-dr., $600*. 

FORD—’61 Galaxie (8) starliner, $2,000*. 
°60 Thunderbird (8) 2-dr. hardtop, $2,- 
550* (ps); Galaxie (8) 4-dr. Victoria, 
$1,510* (ps); 4-dr., $1,435* (ps); Fair- 
lane 500 (8) 2-dr., $1,205. 

’59 Galaxie (8) 4-dr. Victoria, $1,250* 
(ps); Fairlane (8) 2-dr., $1,000*; Cus- 
tom (6) 4-dr., $815*. 

’58 Fairlane (8) 2-dr,. Victoria, $700* 
(ps); Fairlane 500 (6) 4-dr. Victoria, 
$640* (ps). 

’57 Fairlane 500 (8) 4-dr., $615* (ps); 
Fairlane 500 (6) 4-dr., $425*; Custom 
(8) 2-dr., $510*; Country Sedan (6) 
4-dr., $400* (ps). 

’55 Custom (8) 4-dr., $275*. 

’54 Crest (8) 2-dr. Victoria, $280*. 

MERCURY — ’57 Monterey 2-dr., 
(ps). 

56 Custom station wagon, $300* (ps). 

OLDSMOBILE—’58 (88) Super 2-dr. Holi- 


4-dr. hardtop, 


$345* 


day, $985* (ps); (98) 4-dr., $985* 
(ps). 
56 (88) 2-dr. Holiday, $350*, $340*. 
55 (88) 4-dr., $315*. 
’54 (88) 4-dr., $285* (ps). 
PLYMOUTH—’61 Valiant (6) 2-dr., $1,- 


500. 
"57 Savoy (6) 2-dr., $325*; 4-dr., $305*. 
PONTIAC—’61 Tempest (4) 4-dr., $1,775*, 
$1,715*, $1,705. 

’60 Bonneville 4-dr. Vista, $2,050* (ps); 
Catalina 4-dr. Vista, $1,870* (ps), $1,- 
810* (ps); Star Chief sport coupe, $1,- 
840* (ps). 

’59 Star Chief sport coupe, $1,615* (ps). 

’58 Chieftain Safari 4-dr., $790* (ps). 

’57 Star Chief 4-dr., $515*; Chieftain 2- 
dr. Catalina, $475*. 

’56 Chieftain Safari 4-dr., $350*. 

’55 Chieftain 4-dr., $160*, 

’47 2-dr., $135. 

STUDEBAKER—’60 Lark (8) 4-dr., $990. 
MISCELLANEOUS—’59 Chevrolet El Ca- 
mino, $1,010. 

*55 Chevrolet pickup, $460. 


LAFAYETTE, N. Y. 


Syracuse Auto Auction, Sale every 
Wednesday. Prices are for sale of Nov. 1. 
BUICK—’58 Special 4-dr. Riviera, $780*. 

’57 Special Estate Wagon 4-dr., $685*; 

4-dr. Riviera, $430* (ps); RM 4-dr. 
Riviera, $625* (ps); 2-dr., $600*. 

’56 Special 2-dr., $175. 

CADILLAC—’59 (62) 4-dr. $2,- 
650* (ps). 

’57 (62) 4-dr., $1,175* (ps); 2-dr. hard- 

top, $1,070* (ps). 

"55 (62) 4-dr., $495* (ps). 

’54 (62) Coupe de Ville, $285* (ps). 
CHEVROLET—’60 Bel Air (6) 2-dr., $1,- 


hardtop, 


200. 

’59 Biscayne (8) 4-dr., #820. 

’58 Bel Air (8) 4-dr., $980, $370; 4-dr. 
hardtop, $750*; Bel Air (6) 4-dr., $460. 

"57 Two-ten (6) station wagon 2-dr., 
$700*; Bel Air (8) 4-dr. hardtop, $465*; 
4-dr., $640; 2-dr., $570. 

56 Bel Air (8) 4-dr,. hardtop, $485*; 
Two-ten (8) 2-dr., 8350*, $340; 4-dr., 





nar oarren arma 





An auto, equipped with a unit 
which lowered the spare tire for 
jacking up the car and moving it 
sideways in parking, was intro- 
duced in the early 1930s. 

rr , 


$240; Two-ten (6) 4-dr., $165; 
wagon 4-dr., $205. ae 

"55 Bel Air (8) 4-dr., $375, $320; 2-dr 

on 19220, $100; 2-dr. hardtop, $125, i. 
ps oronet (8) 2-dr, h 
$425*, $275. pa 

’56 Coronet (8) 2-dr. hardtop, $220. 

EDSEL—’58 Ranger 4-dr. hardtop, $360, 
FORD—’'60 Galaxie (8) 2-dr., $1,115; Gal- 
axie (6) starliner, $965*. 

’59 Thunderbird (8) conv., $1,935* (ps); 
Galaxie (8) 2-dr. Victoria, $920; Cus- 
tom 300 (8) 2-dr., $895, $825. 

’58 Fairlane (8) 4-dr. Victoria, $695* 
(ps); Ranch Wagon (8) 2-dr., $690*: 
Ranch Wagon (6) 2-dr., $410, ; 

’57 Fairlane (8) conv., $535, $515; Cus- 
tom 300 (8) 2-dr., $360*, $375; Custom 
(6) 2-dr., $338. 

’56 Fairlane (8) 4-dr., $300, $250*; 4-ar, 
Victoria, $340*, $340; conv., $310*: 
Ranch Wagon (6) 2-dr., $230. 3 

’55 Main (8) 2-dr., $230, 

MERCURY—’59 Monterey 2-dr. 
$840. 

58 Monterey 4-dr., $770*, 

’57 Monterey 4-dr., $535* (ps), 
$300. 

’56 Monterey 4-dr. hardtop, $110. 

’55 Monterey 4-dr., $125. 

OLDSMOBILE—’ 57 (88) Fiesta 4-dr., $500. 

755 (98) conv., $195* (ps). 

PLYMOUTH—’60 Suburban (8) Custom 4- 
dr., $1,475* (ps). 

’59 Savoy (8) 4-dr., $725. 

’58 Suburban (8) Custom 4-dr., 
Savoy (8) 4-dr., $505. 

PONTIAC—’56 Star Chief “-dr., $210, 

’55 Chieftain 2-dr., $100; Chieftain 2-dr. 
Catalina, $100. 

RAMBLER—’59 American (6) Super 4-dr., 
$950. 
STU DEBAKER—’ 57 Deluxe 4-dr., $300. 


+ * * 


— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday (Nov. 2). Consignment was good. 
Sold 409 cars from 641 consignments. 

* * * 


COLUMBUS, O. 

Capital Auto Auction, Sale every Thurs- 
day (Nov. 2). Clean and sharp cars still in 
great demand, Sold 223 cars from 455 con- 
signments. 


hardtop, 


$340, 


$460; 


eh Ss 


DYER, IND. 
Dyer Auto Auction, Sale every Friday 
(Nov. 3). Sale very good. Sold 233 cars 


from 333 consignments. 
* * + 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Nov. 3), Weather: Clear. Sold 82 per- 


cent of 654 consignments. 
* * 


MINNEAPOLIS 
Minneapolis Auto Auction, Sale every 


Wednesday (Nov. 1). Supply still short. 
Sold 40 cars from 79 consignments. 


Used Import Car Prices 


Albany 


Datsun—’61 2-dr., $2,100. 
Simca—’59 Deluxe 4-dr., $175. 


Bordentown, N. J. 


Austin-Healey—’60 conv., $915. 
Lloyd—’59 station wagon 2-dr., $180. 
Renault—’ 60 2-dr., $660. 

’59 4-dr., $390. 
Triumph—’59 4-dr., $190. 

’57 conv., $805. 
Volkswagen—’59 4-dr., $600. 


Caldwell, N. J. 


MG—’60 MGA 1600 roadster, $1,185, $1,- 
025. 
"57 MGA 4-dr., $500. 
Renault—’60 Dauphine 4-dr., $555. 
’58 Dauphine 4-dr., $300. 
Triumph—’60 TR-3 conv., $1,180. 
’59 TR-3 conv., $890. 
’54 Mayflower 2-dr., $110. 
Vauxhall—’58 station wagon 4-dr., $360. 
Volkswagen—’60 station wagon 4-dr., $1,- 
050; 2-dr., $950. 


Chicago 
Austin-Healey—’60 2-dr., $1,650. 
MG—’57 roadster, $625. 
Morris—’59 1000 4-dr., $350. 
Triumph—’ 57 TR-3 conv., $790. 


Columbus, O. 
Peugeot—’61 4-dr., $1,100. 
Singer—’59 Gazelle 4-dr., 

Daytona Beach, Fla. 


Austin-Healey—’60 Sprite 2-dr., $1,005. 
Mercedes-Benz—’59 2208S conv., $3,250. 


$650. 





Metropolitan—’59 2-dr., $750, $690. 
Renault—'60 Dauphine 4-dr., $460. 


. Fontana, Wis. 
Triumph—' 58 roadster, $880. 


Los Angeles 
Alfa-Romeo—’60 Sprint 2-dr., $1,960. 
Borgward—’59 station wagon 2-dr., 
Simca—’59 4-dr., $195. 
Volkswagen—’59 2-dr., $1,050. 

’56 2-dr., $650, $515. 
"55 2-dr., $480. 


Manheim, Pa. 
Fiat—’60 2-dr., $450. 
’59 conv., $635. 
Ford (English)—’60 conv., 
Goliath—’59 2-dr., $205. 
Jaguar—’62 XKE, $5,625. 
’59 4-dr., $1190. 
’54 conv., $290. 
MG—’58 MGA roadster, $875. 
Mercedes-Benz—’59 190SL conv., 
219 4-dr., $1,475. 
’57 190SL, $1,475. 
Opel—’60 station wagon, $1,190. 
Renault—’60 sport coupe, $1,050. 
Volkswagen—’61 conv., $1,640; 2-dr., $1, 
510, $1,480, 2 at $1,450, $1,285. 
’60 2-dv., $830. 
’59 Karmann-Ghia 2-dr., $1,050; Micro- 
bus, $775; station wagon 2-dr., $650. 
57 2-dr., $800. 
Volvo—’58 2-dr., $665. 


Mason City, Ia. 
Renault—’59 Dauphine 4-dr., $475. 
Volkswagen—’59 2-dr., $1,010. 


Lafayette, N. Y. 
MG—’58 MGA roadster, $980. 
Mercedes-Benz—’58 4-dr., $1,130. 


$560. 


$625. 


$2,100; 
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In Today’s Competitive Retailing... 
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Continuous Training Held Vital 


BURLINGAME, Calif.—The basic 
purpose of Ford Motor Co.’s mar- 
keting institutes is to increase its 
dealers’ ability to render service to 
their customers, according to Ww. 
Kent Barclay, executive assistant 
to Ford’s marketing vice-president. 

Speaking at the dedication of 
the fifth institute in the Ford 
system here, Barclay said, “The 
substantial distribution system of 
our company demands virtually 
continuous training of those peo- 
ple involved in it. 

“Tt is important to emphasize that 
in such a competitive business as 
ours,” Barclay said, “success can 
only come to the retailer in direct 
proportion to the quality, capabili- 
ties and training of his personnel. 

“The marketing institute, there- 
fore, has as its objective the up- 
grading of personnel through train- 
ing by serving as a clearing house 
of successful ideas which outstand- 
ing dealers use,” Barclay said. 

“There are, for example,” Bar- 
day said, “8,000 Ford and Lincoln- 
Mercury dealers alone in the United 
States who employ close to 35,000 
salesmen. 

“These independent businessmen 
and their people, faced with a high- 
ly competitive market and increas- 
ing demands for the consumer dol- 
jar, must constantly strive for new 
scientific methods of marketing 
and sound methods of business 
management that will make possi- 
ble satisfactory returns on their in- 
vestment.” 

Also speaking at the dedication 
were Frank E. Zimmerman, di- 
rector of sales training at Ford, 
and William J. Blaskovich, who 
directed Ford’s pilot institute and 
who now is director of the Bur- 
lingame institute. 

The first institute was establish- 
ed in 1959 at Fort Lee, N. J., to test 
methods of training Ford and re- 
tail personnel in Ford marketing 
methods. 

Institutes are now located in New 
York, Chicago, Dallas, Atlanta and 
Burlingame, and a sixth is expected 
to be open in Detroit before the 
end of the year. 

Ford officials expect to reach al- 
most 16,000 company and dealer 
marketing personnel through these 
centers in 1962. 

The institutes operate as com- 
panywide training centers, Each 
week courses are conducted for 
Ford and Lincoln-Mercury dealers, 
with personnel from as far away as 
Cologne, Germany, or South Africa 
in attendance. Selected members of 
the company’s newest division, Au- 
tolite, also are being scheduled to 
attend appropriate institute courses 
together with representatives from 
the Tractor & Implement Division. 
“It is our intention to improve 
the ability of Ford personnel every- 
where,” Barclay said. “Through the 
institutes we are endeavoring to 


Sir Leonard Lord 
Steps Down as 


BMC Chairman 


BIRMINGHAM, England. — Sir 
Leonard Lord, 65, has resigned as 
executive chairman of British 
Motor Corp. and retired from active 
management after 40 years in the 
automotive field. 

The company said Lord had 
agreed to continue as a BMC direc- 
tor and to become a vice-president. 

During his long service, the com- 
pany continued, BMC has become 
the fourth largest auto manufactur- 
er in the world, and production has 
grown from 276,750 in 1952 to 669,- 
000 in 1960. 

A strong advocate of overseas 
trade, Lord set up factories in Aus- 
tralia, South Africa and Rhodesia, 
and established sales organizations 
in Canada and the United States, 
the company said. 

His association with the firms 
Which eventually merged into BMC 
began in 1921 when he joined 
Hotchkiss Engine Co. Since then he 
has been a top official with Morris 
Motors, Ltd, the Lord Nuffield 
Trust and Austin Motor Co., Ltd. 
He was chairman and managing 
director of Austin when it was 
merged with the Nuffield interest 
Into BMC in 1952, 








give greater emphasis to the im- 
portance of not just selling auto- 
mobiles but selling customer satis- 
faction and taking steps to insure 
it. 

“We recognize a strong obligation 
to take those steps necessary to 
provide our customers, through our 
dealers, with outstanding service 
from the produce they buy, Good 
customer treatment, high class 
business ethics, and the building of 
a sound business image in the com- 
munity all require well trained and 
well directed people. These are the 
things we are trying to improve 
through the marketing institutes.” 

Zimmerman said “one of the most 


important things we learned in the 
first school was that the success of 
the marketing institute depended 
more than anything else on provid- 
ing the students with a wealth of 
practical suggestions from highly 
successful dealers. Thus we make 
extensive use of tape recordings, 
filmed interviews and visiting deal- 
ers who serve as guest panelists. 


“We also learned that those 
students attending benefited from 
the course to the extent that they 
participated in it and as a result 
we give strong emphasis now to 
group discussion in all institute 
courses,” Zimmerman said. 


In addition to the centers in the 


NOW...the new 
McQUAY-NORRIS 


ive Gor unl a 


.-- synonymous with quality 


The MI-IOOO engine bearing has an “extra thin” 
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United States, a marketing institute 
is maintained by Ford of England 
and representatives of Ford of Aus- 
tralia are attending domestic mar- 
keting institute courses prior to 
the activation of a permanent 
training center in Australia. 

Sessions are conducted for deal- 
ers, sales managers, used-vehicle 
managers, business Managers, parts 
managers, service managers, car 
salesmen and truck salesmen, 

In almost all of these courses, 
company personnel attend with re- 
tail personnel. At each institute, the 
staff is made up of specialists in 
each phase of automotive market- 
ing, Zimmerman said, 

* o* * 


Ford’s Brock to Direct 


Atlanta Marketing Institute 


ATLANTA.—Ford Motor Co. of- 
ficially opened its Marketing Insti- 


39 


tute here Nov. 2, with L. C, Brock, 
former general field manager of 
the Atlanta Lincoln-Mercury sales 
district, director of the new school. 

In addition to courses for Ford 
and Lincoln-Mercury retail per- 
sonnel, regular classes will be of- 
fered for sales representatives of 
the company’s Tractor & Imple- 
ment, Autolite, and International 
divisions. 

Enrollees from the United States 
will come from Southern Ohio, In- 
diana, Virginia, Kentucky, Ala- 
bama, Tennessee, Florida, Georgia 
and the Carolinas. 

The curriculum will range from 
a two-day short course in introduc- 
tory sales management to a two- 
week session on dealer manage- 
ment. Other subject areas will cov- 
er used car, truck, parts and serv- 
ice management. 





ENGINE BEARING 


EXTRA 


Durability 
Conformability 
Imbedability 


the new MI-IOOO 
ENGINE BEARING 





1. Precision Steel Back 


3. Barrier Plate 


4. One thousandth of an inch 


Babbitt Overlay 
5. Pure Tin Flash 


babbitt lining only .00O1 of an inch thick, electrolytic- 
ally applied on a hard and durable sintered copper- 


lead base. The MI-IOOO has the fine anti-friction, 
qualities of babbitt plus the terrific strength of cop- 
per-lead—so it is easy on the shaft, yet won't pound 


out under the most severe service. 


The combination of the MI-IOOO plus ‘'McQuay- 
Norris Heavy Duty, Chrome Control, Leak-Proof 
Piston Ring set, not only keeps the job running 


longer, but also cuts gas and oil costs. 


McQUAY- NORRIS 
MANUFACTURING CO. 
ST. LOUIS e TORONTO 


2. Sintered Copper-lead Lining 


McQUAY- 
NORRIS 

















Rootes 


OOTES MOTORS, INC., import- 

er and distributor of Hillman, 
Sunbeam and Humber, has consoli- 
dated all San Francisco and North- 
ern California facilities at Rich- 
mond. 

Walt Boyer, Northern California 
district manager, said the move to 
consolidate sales and campaign ac- 
tivities under a single roof was 
taken to increase the efficiency of 
service to dealers. 

eo * * 

ORMAN GARRARD), director of 

competition, Rootes Motors, 
Inc., has announced that increased 
emphasis on motor sports will find 
Rootes Group cars entered in most 
recognized major events in the 
United States. 

“Motor sports do more in improy- 
ing our cars than the best proving 
grounds,” Garrard said in Los An- 
geles. “Through competition we’ve 
learned how to stop cars, and keep 
stopping them. 

“Our tires are better, wiper blades 
work at all speeds and we've 
solved vapor lock. We learn a lot 
that we put back into the car for 
the customer’s benefit.” 

Garrard was in Los Angeles to 
assist local dealers in preparing 
cars for Grand Prix races which 
took place in Riverside. 

* OK * 


Volvo 


AM PERSTEN, Volvo salesman 

for Beverly Wilshire Motors, 
Beverly Hills, Calif., was declared 
grand prize winner of the Volvo 
Tudor Bonanza sales contest con- 
ducted by Volvo Western Distrib- 
uting, Inc. 

Persten rolled up a personal sales 
record of 800 percent in winning 
both the Nugget group $500 bo- 
nanza and the Fred and Charley 
prize of $500, the latter award 
named after Volvo’s now famous 
radio, TV and newspaper com- 
mercial characters in the Western 








By Ben L, Davis 
Staff Correspondent 

LONG BEACH, N. Y. — Faced 
with the demands of a growing 
trade, one new-car dealership on 
this island off the south shore of 
Long Island has relocated outside 
the city and another will follow in 
the near future. 

Ocean-Spray Motor Sales, Inc. 
(Dodge), has taken possession of 
@ more spacious building in Is- 
land Park, just north of Long 
Beach, on the same main artery, 
Austin Blvd. 

The relatively new building meas- 
ures 62 by 160 feet and is situated 
on 32,000 square feet of property, 
which also affords room for new- 
car storage and used-car display. 

The building has a salesroom ca- 
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A NEW AND POSITIVE ANSWER 
to the problems of ball joint and torsion bar 
SQUEAKS + RATTLES + CHATTER + WEAR 


F 112 


AMALIE DIVISION 


Sonneborn Chemical and 
Refining Corporation 


Franklin, Pennsylvania 








Send for : [ 
free folder. pable of displaying 15 new cars and 
AMER-STAGE the shop is convenient for 10 men. 


In the older facility, barely three 
cars could be displayed and six 
men “just about rubbed shoulders” 
in the service department, said 
Murray Schwartz, secretary-treas- 
urer. 

Further, he said, the old build- 
ing was partially obscured by the 
bridge approach which is the main 
entrance to the island of Long 
Beach. 

Further comparison of Ocean- 
Spray Motors’ expansion: From 
two lifts and eight shop bays to 
three lifts (with one more due 
shortly) and 15 bays. 

Schwartz said that the franchise, 
with Ira Peskin as president, has 
been active since October, 1954, The 
firm delivered 400 cars and 12 
trucks during its last year in Long 
Beach, but Schwartz expects to do 
at least 20 percent better with the 
additionat*elbow room, 

Blair Chevrolet is due to move 
outside Long Beach in the quest 
for more space. Final plans are 
being drawn up for a new building 
to be situated at Austin and Sara- 
| toga Blvds., about a mile from the 


805 East 134 St. 











@ Can be installed on all trucks up to 
and including 1!'/2 tons. 


@ Complete kits include ios power 
control and installation brackets. 

@ Snow Plows for Jeeps also are manu- 
factured. 


Distributorships Available 


Kenmore Welding Corp. 


1339 Military Road 
Phone TR 6-8772 
Kenmore 17, New York 















Rootes Consolidates in West .. . 


Import-Car News Notes 





states area. The contest ran from 
July 1 to Aug. 31. 

Although Beverly Wilshire Mo- 
tors didn’t get under way as a 
Volvo dealer until mid-July, Pers- 
ten managed to roll up his margin 
during August to finish on top. 

Bob Hastings, Southwestern Mo- 
tors, San Diego, picked up $300 
second-prize money and third place 
went to another Southwestern 
salesman, Ben Levinson. The two 
salesmen rolled up quota marks of 
260 percent and 160 percent, re- 
spectively. 

Fourth prize and a trip to Las 
Vegas for two went to Jack Burt, 
Jim Fisher Motors, Portland, Ore. 

Bd * k 

Si Volvo registrations for 

August equal to those for the 
same month last year, and our own 
sales figures for September show- 
ing a considerable increase in that 
month over last year, Volvo now 
stands a good chance of being 
among the very few imports to ex- 
ceed its last year’s sales in this 
country,” said Hans Larsson, presi- 
dent of Volvo Import, Inc. 

Volvo finished last year in 
tenth position among imports 
marketed in the United States. 
At the end of the first six months 
of this year, it was seventh, For 
August it was third. 

Larsson said Volvo’s sales in- 
creases in August covered the en- 
tire U. S. Among areas showing the 
sharpest improvements, he said, 
were California, Maryland, Massa- 
chusetts, New Jersey, New York, 
Washington and Alaska. 

* * ok 


Simca 


HIREE new 1962 Simca ‘5’ sedans 
won the team prize at the Le- 
Mans-type Marlboro 12-hour En- 
durance Race for sedans at Marl- 
boro, Md., the longest stock-car 
race ever held in the United States. 
Don C. Greimel, president of B-K 
Foreign Car Clinic (Simca), Beth- 
esda, Md., was captain of the nine- 
man Simca team. He drove one of 
the winning cars, which covered 


In Quest for Space to Deal... 


Getting Out of Town 


present location. It is expected to 
cost $200,000 or more. 

President Marvin Kalkstein said 
that Biair’s new facilities will be 
increased four times, with the 
salesroom to be doubled. 

A used-car lot was opened at the 
new site in mid-June. 

The Blair firm took over the 
franchise from Beach Garage in 
June, 1960. The former franchise 
holder operated for approximately 
40 years at the same address and 
at one time sold both Chevrolet and 
Buick. 


es 


More Elbow Room— . 
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529.5 miles on a tight, twisting, two- 
mile course. 

“The three new Simca ‘5’ se- 
dans were fresh off the boat and 
they had not been prepared for 
racing,” Greimel said. “All we 
did was change to Goodyear Blue 
Streak racing tires.” 

A field of 25 cars started the race 
in the rain and 18 finished. The 
Simca team was the only team 
which completed the race, defeating 
Pontiac Tempest, Volvo and Saab 
teams. The Simcas also finished 
ahead of all U. S.-built cars in the 
race. 

* * ok 
Peugeot 
OBERT B. MENAPACE JR. has 
been named general manager of 
Peugeot Central Distributors, Inc., 
the French auto importer’s new 
sales organization for Wisconsin, 
Minnesota, Iowa, North Dakota and 
South Dakota, Menapace, formerly 
was with Chrysler Corp. 

Peugeot Central Distributors, 
Inc., recently was created to give 
area dealers the maximum benefits 
of a “large and centralized distribu- 
tor organization,” the firm said. The 
importer, Peugeot, Inc., formerly 
sold its cars in this area through 
a distributorship plan. 


Use of Reinforced Plastics 





Dealer a Winner— 


Codrivers of the winning Volvo in this 
year's “Little Le Mans" compact car en- 
durance race, from left, Bill Rutan and Art 
Riley receive congratulations of Patty 
Stross, wife of the course marshal for the 
event. She holds one of two trophies won 
by the Volvo driving team. Riley operates 
a Volvo dealership in Port Washington, 
N. Y., and Rutan is owner of a sports-car 
repair shop in Essex, Conn. 





Seen Rising in Auto Industry 


DETROIT.— The use of fiber- 
glass reinforced plastic in the auto 
will continue to grow in the auto 
industry because enough of the 
product is now being sold to finance 
research, according to L. L. Pal- 
mer, of Molded Fiber Glass Com- 
panies. 

He made his point in a paper 
delivered at the convention of the 
American Society of Body Engi- 
neers here. 

Palmer said that fiberglass rein- 
forced plastic should be considered 
when tool costs are extremely high, 
when the number of pieces is rela- 
tively low, when corrosion is a fac- 
tor or when it’s possible to replace 
several stampings with one fiber- 
glass part. 

A paper by S. M. Terry, manager 
of product development for Rey- 
nolds Chemical Products Co., de- 
tailed the growth of the usage of 
urethane foam in the auto industry, 
pointing out the abrupt and signifi- 
cant technological advances that 
have been made. 

Urethane foams are now widely 
used by the auto makers for seat- 
ing, arm rests and crash pads, gain- 
ing a great deal of popularity in 
less than 10 years because of their 
good performance and relatively 
low cost. 

Much of the progress in ure- 
thane foams is attributable to the 
searching tests that they’ve been 
subjected to. In one test, a person 
sits on a pad, squirms in a pre- 
scribed manner and then stands 
up and strikes a counter. The 
change in the deflection and soft- 





Cramped in its old location in Long Beach, N. Y., on Long Island's south shore, 
Ocean-Spray Motor Sales, Inc. (Dodge), has moved to this new headquarters on prin- 
cipal highway leading to the beach-resort city. The main entrance is at the right, 
Providing more showroom window display across the front of the building. Owners 
expect the new location will boost volume by 20 percent. 


ness of the specimen are meas- 

ured at intervals. 

In a paper on “Developing Cre- 
ativeness in Designers,” Dr. Chester 
E. Evans of Wayne State Univer- 
sity outlined the four freedoms 
which he said were essential in the 
development of managers. 

These were (1) the freedom to 
make mistakes, (2) the freedom to 
participate in the definition of a 
problem, (3) almost the complete 
freedom as to how the job should 
be accomplished, and (4) the free- 
dom to call on the total resources 
of the management team. 

The convention was termed one 
of the most successful ever held by 
the society. Vern H. Foster, pres- 
ident of the society and a Fisher 
Body engineer, said that for some 
reason the convention was better 
attended and better received than 
almost any previous one. 

A major feature of the conven- 
tion was an exhibit of the newest 
products of many of the auto in- 
dustry’s leading suppliers. 

Focal points of the three-day 
meeting were the 12 technical pa- 
pers presented at six sessions. 
These sessions attracted from 200 
to 250 of the industry’s body engi- 
neers each day. 


White Acquires 
Cletrac Crawler 


Tractor Business 


CHICAGO.—White Motor Co. has 
purchased the crawler tractor busi- 
ness of Cletrac Corp. for consolida- 
tion into the operations of its Oliver 
Corp. subsidiary. 

J. N. Bauman, White president, 
and Samuel W. White jr., Oliver 
president, said that in the transac- 
tion Cletrac inventories, engineer- 
ing and designs and numerous ma- 
chine tools, but not Cletrac’s Cleve- 
land plant, were acquired for ap- 
proximately $5.5 million. 

“The transaction is both another 
step in White Motor’s planned di- 
versification into basic industries 
other than heavy-duty trucking,” 
Bauman said, “and a significant 
move to further the growth of 
Oliver in the domestic and foreign 
markets for construction, industrial 
and farm equipment. 

“Our wholly owned, separately 
operated Oliver subsidiary has had 
a good year in farm equipment 
sales,” Bauman said. “We expect 
Oliver will strengthen its position 
in construction and industrial sales, 
in the years ahead, as the result of 
this acquisition.” 

White said Oliver, with headquar- 
ters in Chicago, will consolidate its 
newly acquired crawler tractor 
business into production facilities 
ot its tractor plant at Charles City, 
a. 
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NA? } A Revises 
Dues Structure; 
Exicnds Old Rates 


WASHINGTON.—The National 
ile Dealers Assn, has an- 


Autor: 

eeced a “revised, simplified” 
ques <tructure, effective Nov. 1. 
There now are only four dues 


s, instead of the previous 

eves, the association said the 
gid rates will remain in effect dur- 

November and December. 

Such payments will be accepted 
from dealers who are renewing 
memberships or those enrolling for 
the first time through special cam- 
paigns, it added. 

The new dues structure follows: 
Number of cars and trucks sold 


Send for Free 
Sample Folder Today 
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in previous 12 months—0-100, $30; 
101-200, $60; 201-400, $90, and 401 
and up, $120. 

The old structure was: 0-100, $25; 
101-200, $50; 201-300, $75; 301-400, 
$100; 401-500, $125; 501-600, $150; 
601-700, $175, and 701 and up, $200. 

NADA also said it will reimburse 
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Few Parallels to Other Model Trends. . . 


Compacts Star in Wagon Market 


(Continued from Page 1) 


all members who paid their dues| Petition is so keenly honed that the 


in October if their payments were 
in excess of $5 over the amount 
they would owe under the new 
structure, 


Bank Salutes Dealers 


HUNTINGTON, Ind.—The First 
National Bank in Huntington is 
saluting “Our Dealer of the Week” 
by displaying that dealer’s 1962 
model at its drive-in facility for 
the entire week. Dealers rotate 
from week to week in having their 
cars on display. 
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DESIGNED FOR IMPRESSIVE SELLING! 
BUSINESS CARDS 
IN FULL COLOR 


CARDS SHOWING '62 MODELS 
AVAILABLE FOR FOLLOWING DEALERS: 


© FORD @ CHEVROLET 
© PONTIAC @ OLDSMOBILE 
® DODGE ® BUICK 


Equally impressive Line of cards available for 
Chrysler, Mercury, Plymouth and Rambler 
dealers. 


DETROIT 12, MICHIGAN 











EXTRA PROFITS 








¢ “LOAD-STER" 





HELPER SPRING 





Extra profits are yours when you sell and install the Prior 
“LOAD-STER” Helper Spring, the only spring that takes 
effect only when needed to carry excessive loads caused 
by weight or rough roads. 12 “LOAD-STER” models fit 
most passenger cars and station wagons and all 1-ton 
and 34-ton pickup trucks. Load capacity is increased by 
1,000 to 1,500 pounds making the “LOAD-STER” ideal 
for passenger cars pulling utility trailers, for salesmen 
with heavy sample cases or for pickup trucks with an 
over-load problem. The ease of installation, complete 
absence of maintenance and nearby warehouses will 
make the “LOAD-STER” one of the most profitable and 


salable items you carry. 


FOR COIL OR EASY T0 


NEE 


Mt 
MAINTENANCE 


INT 31 me a 





For further information, write 


PRIOR PRODUCTS, INC. / tuic'as 


wagon market is carved into 22 
slices in registration statistics com- 
piled by R. L. Polk & Co. despite 
the fact that there are only 14 
makes of domestic cars. (Dodge 
Polara is not available as a ’62 
model, but in subsequent reports 
its vacancy will be filled by Chevy 
II.) iis 
SS came on exception- 
ally strong in the wagon field. 
In the first nine months, compact 
wagons accounted for 48.70 percent 
of wagon sales. 

In the non-wagon field, com- 
pacts took 30.13 percent of the 
market. For the overall industry, 
compacts’ share in the first nine 
months was 32.90 percent. 

Most evident example of the 
compact influence wag Rambler, 
which captured 13.89 percent of the 
wagon market in the first nine 
months although its share of over- 
all new-car sales was only 6.40 per- 
cent. 

Among other makes, compact 
wagons outsold standard wagons 
for Ford, Mercury, Oldsmobile and 
Buick. On the other hand, the com- 
pacts trailed their bigger brothers 
for Chevrolet, Plymouth, Pontiac 
and Dodge. 

* +* ok 
At THE corporate level, Amer- 
ican Motors replaced Chrysler 
Corp. in the Big Three of the 
wagon field for the first nine 
months. 

Ford Motor Co. and General 
Motors ran virtually neck and 
neck in wagons. GM captured 
37.29 percent of wagon sales and 
Ford Motor took 36.85 percent. 
In the overall] new-car market 

during the same period, GM was 
far ahead of Ford Motor, 45.36 per- 
cent to 28.99. Ford Motor offered 
five entries in the wagon sweep- 
stakes, while there were eight 
wagons carrying GM colors. 

AMC, with two wagon entries in 
the Polk counting system, scooped 
up third place with 13.89 percent 
of the wagon market, compared 
with its overall 6.40-percent pene- 
tration, as noted above, 

* * * 
(oe CORP. with six wag- 
ons, took 10.76 percent of the 
wagon market, compared with its 
10.99 percent of the overall market. 
S-P, with a single wagon, ac- 


counted for 1.21 percent of the 


GM Arraignment 
Continued in L. A. 


(Continued from Page 1) 


houses, has been continued at the 
request of GM attorneys. 

New arraignment date is Nov. 
20, in the United States District 
Court of Federal Judge Harry C. 
Westover. This is the second con- 
tinuance. Arraignment was orig- 
inally set for Nov. 6. 


Maxwell N. Blecher, attorney for 
the antitrust division of the De- 
partment of Justice, requested the 
court to notify the defendents they 
must enter a plea on the Nov. 20 
arraignment. He further requested 
the court to set up a time schedule 
fer motions attacking the indict- 
ment. Both requests were denied 
by the court. 

Chevrolet executives indicted are 
K. E. Staley, general sales man- 
ager; Lee N. Mays, assistant gen- 
eral sales manager; Roy M. Cash, 
Pacific Coast regional manager, and 
Robert, M. O’Connor, Los Angeles 
zone Manager. 

General Motors, and the Chevro- 
let executives, were represented by 
attorneys Homer Mitchell and War- 
ren Christopher of the firm of 
O’Melveny & Myers, and attorneys 
Phillip Nevins and Marcus Matt- 
son of the firm of Lawler, Felix 
and Hall. The three dealer associa- 
tions (LOSOR Chevrolet Dealers 
Assn., Dealers Service, Inc., and 
Foothill Chevrolet Dealers Assn.) 
were represented by attorneys 
Glenn S. Roberts and Judge Victor 
R. Hansen, of the firm of Hansen 
& Dolle, who concurred in the GM 
request for continuance. 





wagon market and 1.17 percent of| far ahead of runner-up Falcon’s 
the overall market. Best-selling | 102,673. Falcon and standard Ford 
single wagon in the first three quar-| combined, however, out-registered 
ters was the standard Chevrolet.| standard Chevrolet and Corvair, 
With 130,682 registrations, it was| 200,281 to 162,686. 





RESERVE SPACE NOW! 


Automotive News 
AUTO SHOW ISSUE 


DECEMBER 11, 1961 


(regular issue date) 


@ Photos and data on every 1962 American Automobile 
@ Prices and specifications of all '62 models . 
@ Complete data on new Truck models 


@ Feature stories about industry suppliers, including new develop- 
ments on ‘62 models 


Styling and Engineering developments 


Advertising news on each make. 
Circulation for this issue ... over 47,000! 


CLOSING DATES: 
Three and four color ads—November 28. 
Two color and B & W ads—November 30. 


Regular rates apply. 
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Let business friends and associates 
choose their own gifts from a 


HUDSON GIFT SELECTOR | 


They’ll be so pleased—and so will you—for the Hudson 
Gift Selector works two ways. Lets business friends 
choose gifts they really want—saves you precious time 
and effort. The Selector packet is available in 6 different 
price lines—each containing 24 beautifully illustrated 
gifts. Just choose the Selectors you want—we'll do the 
rest—even mail the Selectors and deliver the gifts your 
friends choose. For further information—visit the Business 
Gift Center, Hudson’s Downtown, 9th Floor. Or send the 
coupon below for descriptive folder. No charge, of course. 


The J. L. Hudson Co., Business Gift Center 
1206 Woodward Ave., Detroit 26, Michigan 
Please send me a Gift Selector Folder: 


FU DSON’S 
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Send for Free 
Sample Folder Today 


dealers in the country, both from 
a point of view of a sales quota 
in times of plenty and a production 
allocation in times of shortage?” 
asks Ford. 

“If during one of these years, 
there was a shortage of station 
wagons, how does the jury decide 
how the manufacturer should 
have allocated station wagons to 
dealers? 

“If there were two dealers in 
South® Bend, upon what basis will 
the jury determine that the defend- 

ant should have made allottments 
.| to each?” 

Ford also points out that a Mer- 
cury dealer agrees to carry a new- 
car inventory equal to between 8 
and 12 percent of his previous 
year’s sales, but wondered if it is 
a violation of the good-faith law 
to insist he carry a “reasonable 
supply” of units. 

“Tf a dealer, such as this plaintiff, 
does not wish to carry any vehicles 
in stock at all, is it coercion to call 
to his attention his agreement to 
do so?” 


Equally Impressive Line of cards available for 
Chrysler, Mercury, Plymouth and Rambler 
dealers. 
17631 FILER e 


UTLEY BROTHERS, INC. oe DETROIT 12, MICHIGAN 





An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment 


AUTOMOTIVE NEWS 
965 E. Jefferson Detroit 7, Mich. 








REDUCE INVENTORY PROBLEMS 
WITH PORT-A-WALL® 


TOPPER 


@ Any car in your stock can have slim white- 
walls, in minutes, with TOPPER! 


Bearfoot’s sensational black and white attachable 
sidewall eliminates one of your big inventory 
problems. Many inventory-conscious dealers are 
ordering cars with blackwalls and using Port-A- 
Wall TOPPER when whitewalls are requested. 


* * * 


ORD’S brief reflects factory 
frustration and concern over the 


New Ky. Tax Law 
Gets Court Test 


LOUISVILLE. — Kentucky Auto- 
mobile Dealers Assn. briefs have 
been filed with the Kentucky Court 
of Appeals in its case to test the 
validity of the state’s new tax law 
as it relates to motor vehicle 
dealers, 

George M, Catlett, KADA’s gen- 
eral counsel, anticipates an early 
decision of the case by the court 
“because of the great interest in 
the nature of the question which 
it involves.” It is, however, im- 
possible to fix any given date as 
to when a decision may be forth- 
coming, Catlett said. 

The new 3 percent sales and/or 
use tax had been declared “void 
and of no effect” on July 18 by 
Judge Henry Meigs of Franklin 
Circuit Court. 


Then save up to $30 per car with TOPPER, too! 


BEARFOOT AIRWAY CORPORATION 


Automotive Division 
Wadsworth, Ohio 


WASHINGTON.—Among the five 
major car makers, Ford Motor Co. 
officials reported the most activity 
in securities transactions in the pe- 
riod between Sept. 11 to Oct. 10. 
Studebaker-Packard Corp. had no 
insider transactions. 

Henry Ford II, Ford board 
chairman, who holds no common 
stock in his own name, in Sep- 
tember disposed of 3,500 shares 
of common stock as a beneficial 
owner of a trust which still re- 
tains 49,886 shares of common. 
Ford, as a beneficial owner of an 
employe program, reports 810 
common shares. 

Andrew A. Kucher, Ford engi- 
neering and research vice-president 
who indirectly owns 604 shares of 
common under the employe pro- 
gram, disposed of 3,000 personally 
owned shares in September, leaving 
him with 11,100 shares of common. 

Lee A. Iacocca, Ford Division 
general manager, the beneficial 
owner of 243 common shares under 
the employe program, acquired 800 
shares of common in September. 

Theodore O. Yntema, Ford direc- 
tor and finance committee chair- 
man, disposed of 4,000 shares of 
common in September and retained 
24,245 shares, 

Ford II in September sold pri- 
vately 7,470 shares of Class B shares 
and retained 765,533 shares of Class 
B. As a beneficial owner, his pro- 
portion of Class B stocks amounts 
to 3,284 shares in Holding Company 
A, 2,716 shares in Holding Company 
D, and 158,184 shares in trust. 

B. A. Chapman, executive vice- 
president, American Motors Corp., 
exercised options in August to 
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mobile manufacturers cannot rely 
upon the provisions of their con- 
tracts and are thereby compelled 
either to continue existing contracts 
and renewals thereof indefinitely or 
run the risk of creating a substan- 
tial liability for damages.” 

In a paragraph bearing on 
Ford-dealer relations in general, 
the company warns in South 
Bend that a lengthy trial there 
would deter it from terminating 
“any other dealer who may be- 
come grossly inefficient, to the 
detriment of the public and the 
operations of Ford Motor Co. 
products in the area that he 
serves.” 

Blenke Brothers Co., Inc., had 
become so inoperative as a Mercury 
dealership, Ford says, that it is 
“not likely ever to have an automo- 
bile dealer more inefficient.” 

Judge Robert A. Grant is yet to 
rule on Ford’s motion to declare 
the good-faith law unconstitutional 
in the Blenke Bros. case. Attorney 
Philip M. Cagen, of Valparaiso, 
Ind., has submitted a lengthy de- 
fense of the constitutionality of the 
law, although the Justice Depart- 
ment declined to intervene in the 
proceeding. 

+ ok * 

N NASHVILLE, Executive Direc- 

tor Milton Acuff of the Tennes- 
see Motor Vehicle Commission con- 
ducted a one-day hearing in the 
case of Cocke County Motor Co., 
of Newport, Tenn. vs. Ford. 

The merits of Cocke County Mo- 
tor as a Ford dealer are being de- 
cided now. Ford fought the law 
creating the Motor Vehicle Com- 
mission through the courts last 
year. The Tennessee Supreme Court 
unanimously decided the law was 
constitutional, and the U. S. Su- 
preme Court refused to review the 
ruling. 

Subsequently, last May, Ford 
sent Cocke County Motor an of- 
ficial termination notice. The 
dealership actually had been 
terminated in 1958 but continued 
to operate without a sales agree- 
ment, pending outcome of the 
legal contest on the Commission 
law’s validity. 


Among ‘Insider’ Transactions... 
a etctisadtetiontamoeennainteotanimanekeiapanione 


Ford Stock Most Active 


acquire 15,750 shares of common. 
This brought his holdings to 

28,115 common shares. 

R. E. McNeill jr., a Chrysler Corp. 
director, acquired 100 shares of 
common in August to bring his 
holdings to 400 common. Another 
Chrysler director, J. T. Trippe, in 
September acquired 500 shares of 
common to raise his holdings to 700 
shares. 

An officer of General Motors 
Corp., William “L. Mitchell, styling 
vice-president, disposed of his total 
holding of common stock—192 
shares. Another GM officer, Philip 
J. Monaghan, manufacturing vice- 
president, disposed of 267 shares of 
common and retained 1,610 shares 
of common. 


Dealerships Close 
As Pickets Seek to 
Halt Sunday Sales 


DALY CITY, Calif.— Two local 
dealerships voluntarily closed, one 
of them for a company picnic, be- 
fore 150 union automobile sales- 
men from neighboring San Fran- 
cisco appeared Nov. 6 to protest 
the refusal of members of the Pen- 
insula Automobile Dealers Assn. to 
cease Sunday sales of new and 
used autos. 

The two firms, Gateway Chev- 
rolet, 7400 Mission St., and Neville 
Ford, 7360 Mission, were closed 
when pickets arrived. A sign in 
Gateway’s show window said: 
“Closed for company picnic.” 
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new Defends Right to Punish ‘Lax’ Dealers... 
DESIGNS joc /762 ; : 
DESIGNED FOR IMPRESSIVE SELLING! Fi ad R d £ h 
= 

BUSINESS CARDS or tps Goo I al Law 
IN FULL COLOR (Continued from Page 2) “coercion and intimidation” taboos| Ed Walker jr., who ope:ated th 
CARDS SHOWING ‘62 MODELS automobiles to all its dealers over|in the law, implying that factory| dealership with his father toate 
AVAILABLE FOR FOLLOWING DEALERS: | a three-year period and decide how | men are curbed in their efforts to| 1954 through 1959, defendeu its sales 
© FORD © CHEVROLET many of each mode] should have | sell cars and parts to dealers who| performance before Acui!. Forg’s 
© PONTIAC © OLDSMOBILE been allotted to the plaintiff | fall down on the job. chief witness was Don Burdett 
© DODGE @ BUICK (Blenke) in relation to the other “As a result,” Ford says, “auto-| former Louisville district ealen 


manager, who now has a Similar 
position in Philadelphia. 
cd * * 


aoe said he personally 

recommended the termination 
while Walker sought to show that 
the dealership’s sales were ade- 
quate. Acuff will make recom. 
mendations and submit the record 
to the all-dealer Tennessee Motor 
Vehicle Commission for final deci- 
sion. 

The Tennessee and Oklahoma 
Commission laws and procedures 
are almost identical. Termination 
“without cause” is grounds for an 
appeal to the Tennessee Commis- 
sion, which must weigh the facts 
in the case supporting each side’s 
position. 

Oklahoma Commission aides at 
the Nashville hearing were Assist- 
ant Executive Secretary John Long 
and Attorney Norman Reynolds, 
who are investigating the complaint 
against the Oklahoma City district 
sales manager and will handle the 
state’s presentation at the Dec, 5 


hearing. 
* * * 


Jaguar Cars, Inc., Is Sued 
By Minn. Import Dealer 


MINNEAPOLIS.—M ark Doyne, 
Ine. (Austin - Morris - MG - Alfa- 
Romeo) has brought suit against 
Jaguar Cars, Inc., New York, im- 
porter of Jaguar in the United 
States, a wholly owned subsidiary 
of Jaguar of Chicago, and against 
the present Jaguar distributor in 
this area, Jaguar Midwest of Chi- 
cago, for franchise termination. 

The suit is being brought under 
the Minnesota “good-faith” act. 





SELL 4x4 VEHICLES? 
Sell the best!... 





Winds the largest manufacturer of free-wheeling hubs. 
The Husky is self-engaging, never requires rocking 
or rolling. Unlike others, the Husky can’t bind through 
abuse. Never requires tools, just a twist of the fingers 
... because its engineered with all operating condi- 
tions in mind. Model for any vehicle. Keep your 
customers happy with his 4x4 . . . sell the best! Write 
for literature and name of nearest representative to: 
TRADE WINDS, INC., Box 976q, Boulder, Colorado 
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$1024.00 
Plus Gross 
Profit Monthly 


In each two stall area of your service 
department, large or small, with no add 
ed fixed expense. Give your customers 


what they now are demanding. 


SERVICE WHILE 
YOU WAIT 


Recover 85% of your service business now 
in the hands of independents and gas 
stations, 


We have been in the business of improv- 
.ing service operations since 1938. Our bro- 
chure covers in detail the practical appli- 
cation of service while you wait, and pro- 
cedure time study, how to work mechanics 
as a team, advantage of salary with profit 
sharing as against flat rate, unit repair 
department, a complete concise explana- 
tion your service manager can apply. 


BROCHURE $15.00 


Send Check and Order to 


I. C. S. A. DIVISION 


2170 S$. Canalport Ave., Chicago 8, Ill. 
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Car, Truck Output Estimates 
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Auto Contract Costs 


U. S. PRODUCTION—CARS 

























Week Week Jan. 1 dan. 1 
Ended Same Ended Output To 
Nov. 11, Week, Nov. 4, To Date, Nov. 12, ’ 

1961 1960* 1961 November 1960* 1961 | 

AMERICAN MOTORS 

MDOP sccdetaseaebennseossi 10,500 8,350 10,362 17,302 423,175 305,280 
YSLER CORP.** .. 18,900 18,425 18,088 29,154 930,603 533,183| agreement on a new contract, the 

Chrys!er-Plymouth new agreement provides for no 
INOW: srecsesreiss Sch 12,200 11,006 11,564 18,698 526,908 354,138 | reductions in the number of stew- 
eS re 2,700 1,759 2,506 4,127 75,227 81,268| ards until mid-1963. At that time, 
Imperial ................... 500 483 554 852 14,718 8,663 | adjustments will be made on the 
Plymouth... 6,000 5,306 5,752 9,201 224,484 160,204| afternoon and midnight shifts. 

UN ALI! i iek path ciyses x3 3,000 3,458 2,752 4,518 212,479 104,003 Chrysler claimed it had one 

Dodge Division .......... 6,700 7,163 6,524 10,456 384,800 179,045| representative for every 100 em- 
Dart-Polara 5,000 5,067 4,962 7,855 339,678 133,721} Ployes, whereas GM had one for 
NOOR cijcctednesiss 2,096 1,562 2,601 45,122 45,324| every 250 workers, and Ford, one 

FORD MOTOR 40,036 45,815 70,051 1,652,025 1,384,088 | for every 270 workers. 

Ford Division 30,598 37,030 57,075 1,319,535 1,109,538; “Both parties to the contract 
MNMNGR 5, ins tosstancttadesssrs 9,192 13,195 16,530 447,084 431,941| recognize this imbalance in repre- 
Ford Fairlane .......... BARA Gesdccsi S708. Oe ss 10,669 | sentation,” Reuther said. “Six 
Ford Galaxie ............ 18,000 20,127 17,774 29,798 797,417: 593,246| months before the expiration of 
Thunderbird ............ 2,380 1,279 2,347 3,968 5,034  73,682/ the new contract, a joint commit- 

L-M Division ...... 7,433 9,438 8,785 12,976 332,490 274,550| tee will be created to study the 
MANE 38S ecoxsdise0osssose 1,040 254 1,110 1,791 15,268 26,354; Problem of representation and 
Mercury Comet ...... 3,673 4,727 5,025 6,784 175,183 158,752, work out an equitable structure.” 
Mercury Monterey.. 2,720 4,457 2,650 4,401 142,039 89,444 Except for a group of workers 

GENERAL MOTORS .. 78,944 69,990 76,092 127,180 2,732,314 2,207,606 | at the Newark (Del.) assembly 

Buick Division ............ 9,658 9,079 9,481 16,414 253,962 228357/ plant who “jumped the gun” and 
Buick (Std.) ............ 6,074 6,193 5,881 10,078 233,005 151,513 | 4 small group of workers in the die 
BOCIAL on. 5...sscesssseeres 3,584 2,886 3,600 6,336 20,957 76,844; model department at Chrysler’s 

Cadillac ....... Epes 4,536 3,352 3,808 6,822 136,716 123,284| Highland Park (Mich.) engineering 

Chevrolet Division .... 45,550 38,977 = o 1,617,228 — ee ee ee ee 
| reer or > WE © peer inc 563 
Chevrolet (Std.) .... 31,642 $2,687 30,528 51,132. 1,400,336 1,002,480 Weekly Production 

ONE ces ciss ss stivzevice 6,950 6,290 7,200 11,390 216,892 275,045 

Oldsmobile Division .. 9,500 9,564 9,358 15,167 340,710 253,663 Steady; November 
tie eraorcsson oats 2,100 2,759 2,142 3,422 23,266 54,566 > 
Oldsmobile (Std.) .. 7,400 6,805 —_ 11,745 —— 199,097 Goal Is In Doubt 
ontiac Division ........ 9,700 9,018 9,978 15,652 383,698 289,214 

F Pontiac (Std.) ........ 6400 6,001 7,115 10,704 373,129 193,212} ae tie aa a. a iia, 
Tempest ...........0..0 3,300 3,017 2,863 4,948 10,569 96,002 a idle all w or 
CORP. j . 

ON sseisacieis 3,109 1,881 2,498 5,068 95,968 61,114 “uae 7 - ; oe ‘. a. Nene 
re seen one = - pa _— aes Cadillac operated two shifts for six 





Total Cars, U. S.** ....152,155 138,793 152,940 
Totals for 1960 include DeSoto production. 


U. S. PRODUCTION—TRUCKS 




















days. Oldsmobile worked the regu- 
lar five-day schedule. 

American Motors production was 
stepped up again as the plant con- 
tinued on a six-day, two-shift op- 
eration. Studebaker-Packard re- 
sumed the nine-hour, five-day 


248,936 5,840,302 4,496,345 

















Week Week dan. 1 Jan. 1 
—e —_ — — . te site a schedule after a one-week return 
a e ’ eek, Nov. 4, ate, Nov. a . , $ 
“1961 1960" 1961 November 1960" 1961" | tO the eight-hour day. 
27 14 391,145 ‘1,040 AL Chrysler Corp. assembly op- 
7,559 = 8,817 _—:13,093 348,288 282,330 erations were on a five-day 
19 41 74 =. 2,304 = -1,586| schedule. 

eet toe. io) © ee Bore 3,057 1,783|° © E. Briggs, Chrysler-Plym- 
1,694 1,607 2,586 63,055 60,134 outh general manager, announc- 
cca 7,900 6,003 8,335 13,127 285,399 290,625/ oa that November schedules for 
FREIGHTLINER. ........ 25 15 17 42 891 1,094 the Chrysler 300 sports series 
I 1,147 1,520 2,141 2,408 «92,985 58,411] ave been increased 78 percent 
INTERNATIONAL ...... 2435 1,614 2,820 4,088 109,845 123,462! over October and will be increas- 
BTS essseetees  sesennsees 13,106 8,380 ed an additional 26 percent in 

eee. - 10 dicainitte 303 | December. 
69 158 236 = 4,006 = 4,427 A shortage of transmissions and 
168 121 303 11,868 6,330 | axles cut Checker’s production for 
152 240 238 8,037 8,360 | the week ending Nov. 4 to 85 units, 
1,778 1,975 3,138 112,388 + 98,243 | compared with 153 the week ear- 
90 100 100 4071. 4,506 | lier. Output was up to an estimated 

aes ee Tae _ | 100 units last week. 

Total Trucks, U. S..... 23,407 21,024 26,386 39,483 1,060,345 952,114 Commercial-car production for 
Total Cars, Trucks the week was down 11.3 percent, 
a ; Raptcane<ooestoh tae 175,562 159,817 179,326 288,419 6,900,647 5,448,459 | ¢.5m 26,386 to 23,407 caste, "ek up 


***PDQ production figures not reported in 1960. 


CANADIAN PRODUCTION—CARS 





by the same percentage over the 
21,024 assemblies in the like week 
in 1960. 

The idle Chevrolet plant and a 








ek Week Jan.1 Jan. 1 : 
a ee andes To Te cut in the Ford schedule were 

Nov. 11, Week, Nov. 4, To Date, Nov. 12, Nov.11, | Chiefly responsible for the dip. 

1961 1960* 1961 November 1960* 1961 & * + 

CHRYSLER CORP. .... 1,200 948 963 1,925 43,440 38,459) Mercury Returns to Line 
FORD MOTOR. .............. 2,550 1,775 2,568 4,192 80,183 79,981 we y i : 
GENERAL MOTORS .. 4,595 3,671 4,416 . 7,317. 149,509 137,567| At St. Louis Assembly Unit 
AMERICAN MOTORS _ 336 ___.......... 341 Oe eal 6,534/ on LOUIS.—The first Mercury 
MO RMITRE ccs cccssnsennssesen 180 160 177 287 4,800 = 4,975 | oa) produced here since January, 
rolled off the assembly line last 
Total Cars, Canada.... 8,861 6,554 8,465 14,311 277,941 267,516 Tuesday (Nov. 7) at Ford Motor 


CANADIAN PRODUCTION—TRUCKS 


Week 


Co.’s Hazelwood plant here. 
Current schedules call for the 


production of 200 units daily, Frank 


Week Jan. 1 











Ended _- ‘a gl ens 7 = 3 To E. Wilde, plant manager, stated. 

Nov. 11, » Nov. 4, ‘o Date, Nov. 12, Nov. 11, s11 3 
"1961 —«1960" 1961. November 1960" 1961 a ae sedans, hardtops 
CHRYSLER CORP. .... 150 MOR ~ eantoatnd 150 5,094 5,680 Fords were produced at the plant 
FORD MOTOR ............. 225 179 333 390 16,839 14,683 for the first six months of the year 
GENERAL MOTORS .. 562 583 B72 906 30,508 24,842/ 114 a UAW strike halted produc- 
ERNATIONAL ..... 170-104 54 224 9,742 9,456 1 Fo), from late July until mid-Octo- 
re : i i sar, th ant 
Tolal Trucks, Canada 110% 974 650 3670 _o,nd _sagni| POE. PHor to this year, the plant 
Total Cars, Trucks, assembly of Mercurys, except for a 
GF Canada... 9,968 7,528 9,424 15,981 340,124 322,177| short period in 1948-49 when Lin- 





Grand Total, 
Cars and Trucks, 
__U.S. and Canada....185,530 


"Revised. 





Membership Rises 
40 Pct. in Texas 


AUSTIN, Tex.— Membership in 
the Texas Automobile Dealers Assn. 
has Increased 40 percent since the 
’ginning of a membership drive 
ast June, according to C. C. Gunn, 
President. Gunn told TADA direc- 


167,345 188,750 


coln was included in the schedule. 
* 


AMC to Step Up Output 


In Canada as Sales Rise 

BRAMPTON, Ont. — The Ameri- 
can Motors plant here, Canada’s 
newest auto factory, will go to a 
two-shift operation in December 
or early January. as part of the 
company’s plan to raise production 
schedules in response to dealer or- 
ders. 

The company is now on a 10-hour 
shift and turns out 70 Ramblers a 
day, a 25 percent output increase 
over the 1961 model year. 


304,400 7,240,771 5,770,636 







tors that Texas membership in the 
National Automobile Dealers Assn. 
has increased 20 percent during the 
period. 

The board announced an expan- 
sion program for the TADA collec- 
tion department. 


There’s news in the Classified Ad col- 
umns of AUTOMOTIVE NEWS, Read them 
for a clue to what is going on. 





wt Higher than °55 or ’*58 


(Continued from Page 6) 
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continued their fight for a second 
election on the AMC contract. 
Their membership approved the 
agreement Oct. 1 by a vote of 1,607 
to 1,309. 

+ 


* * 
r THE supplier field, Dana Corp., 

Toledo, and Budd Co., Philadel- 
phia, will resume bargaining this 
week, while Bendix Corp. and UAW 
bargainers were racing to reach an 
agreement on a new contract be- 

fore a strike deadline last Friday 
midnight (Nov. 10). 

Dana, which had recessed bar- 
gaining on a national level to re- 
turn to local plants to work out 
contracts on a local level, will 
resume work on a national con- 
tract Wednesday (Nov. 15) in 
Cleveland. 

Budd will resume bargaining on 
a national contract today (Nov. 13) 
in Detroit. Strike deadlines have 
not been set at either Budd or 
Dana, UAW officials said. 

Elsewhere, officials of Interna- 
tional Harvester Local 569 in Louis- 
ville signed a three-year contract 
for a 2% percent annual wage in- 
crease and additional fringe bene- 
fits. Union members have ratified 
the contract, which makes wage in- 
creases retroactive to Oct. 2. 

A settlement was reached be- 
tween UAW Local 681 and the 
Bower Roller Bearing Division of 
Federal Mogul-Bower Bearings, 
Inc., Detroit, which includes an 
economic package similar to that 
achieved at GM and Ford, and sev- 
eral changes in contract language 
and non-economic matters. 

The new contract covers about 


plant, workers stayed on the job 
and by last Monday (Nov. 6) all 
Chrysler operations were running 
normally. 

Only Chrysler local that have not 
settled local disagreements are the 
Dodge Truck unit in Detroit, the 
electrical plant at Indianapolis, and 
the engine plant in Trenton, Mich. 
First to ratify the national agree- 
ment was Local] 889 in Detroit, 
which represents office and tech- 
nical workers. All ratification votes 
are to be completed by Nov. 20. 

Chrysler thus became the only 
member of the Big Three to come 
to a full agreement on a contract 


without a strike. 
* * 


* 
. why did the Big Three pay 
such a high price for labor 
peace? 

Some observers say GM, Ford 
and Chrysler were egged on by 
American Motor’s profit-sharing 
plan which marked a first for the 
industry. AMC granted the same 
benefits the UAW won from the 
Big Three but tied its cost for 
some of them to company profits. 
The Big Three wasn’t in favor 

of profit-sharing for workers but 
felt they couldn’t be outdone by a ta workers at three Detroit 
smaller manufacturer and there-| P/@nts. ai aS ae 


fore had to come up with some-| Machinists Dealer Pact 


thing equal to AMC’s offer. 
Ends Strike at Des Moines 


Also, when talks began last sum- 
mer, all three companies were look- 
ing for strong car sales and didn’t aa Seance i. ee = 
want to interrupt production of; ° hi mechanics at 9 new-car deal- 
their 1962 models by lengthy erships was settled here last week 
steilees when Local 254 of the International 
K Assn. of Machinists voted 123 to 
22 to accept an offer by the Des 
Moines Automobile Dealers Assn. 
The mechanics went back to 
work under a new one-year con- 
tract between the union and Betts 
Cadillac, Inc.; Bob Brown Chevro- 
let, Inc.; Crescent. Chevrolet Co.; 
Friedman Motors, Inc. (Chrysler- 
Plymouth); Holmes Oldsmobile 
Co.; Floyd Lehman Ford, Inc.; 
Lowe Mid-Town Motors, Inc. (Lin- 
coln-Mercury); O’Dea Chevrolet, 
Inc., and Sumner Pontiac, Inc. 
The new contract gives the me- 
chanics a 10-cent hourly wage in- 
crease to $2.86 an hour. The con- 
tract also provides for three 
weeks’ annual vacation after 15 
years. The mechanics had asked the 
10 cents an hour increase and three 
weeks vacation after 12 years. 
The new contract for one year 
replaces the former three-year con- 
tract which had expired last Sept. 2. 


Polk Clarifies 
Article on How 
It Counts Cars 


DETROIT.—An article in the 
Oct. 30 issue of AUTOMOTIVE NEWS 
on how car sales become registra- 
tions contained statements “which 
are not exactly correct,” according 
to H. H. Blohm, vice-president of 
R. L. Polk & Co. 

“Polk includes all registrations 
received «from state motor vehicle 
departments,” Blohm said. 

“In addition, Polk receives from 
the manufacturers lists of non-reg- 
istered units which also are count- 
ed. Included in this category are 
vehicles purchased for off-highway 
uses, and by governmental agen- 
cies, but which do not require reg- 
istration with state motor vehicle 
departments. 

“All vehicles purchased by the 
Federal government are included 
in the reports even though some 
may be used outside the United 
States.” 





























* * * 
URTHERMORE, both President 
Kennedy and Secretary Arthur 

J. Goldberg had exhorted both sides 
to settle their differences and pre- 
vent a strike. In addition, William 
E. Simkin, director of the Federal 
Mediation and Conciliation Service, 
was in Detroit during much of the 
negotiation period. Some people fig- 
ured that the Government would 
step in if negotiations ground to a 
standstill. 

Despite these pleas, however, 
the U. S. Labor Department re- 
ported last week that the strike 
at GM was a major factor in 
making September the biggest 
strike month of the year. The 
GM strike involved about 500,000 
workers at its peak. 

Total strike idleness in Septem- 
ber amounted to 3,150,000 man days, 
the Labor Department said, or 
about 0.35 percent of all working 
time. The comparable figure for 
August was 0.13 percent, and for 
September, 1960, it was 0.17 per- 
cent. 

An estimated 310 stoppages, 
about equally divided between 
manufacturing and non-manufac- 
turing industries and involving 
about 334,000 workers, began in 
September. An additional 220 stop- 
pages continuing from August 
brought the number of workers in- 
volved in all stoppages in Septem- 
ber to 390,000. 

* * * 

tal OTHER labor developments in- 

volving auto makers, both Amer- 
ican Motors and the UAW were 
reported gratified by the outcome 
of an election in which members 
of Local 72 in Kenosha approved 
the company’s profit-sharing plan 
by a two-to-one majority. 

The election, which reversed a 
previous UAW vote to reject the 
contract, gave employe approval 
to a profit-sharing agreement by 
a vote of 6,738 to 3,264. A total 
of 10,028 out of a total union 
membership of 11,803 voted in the 
election. There were 26 void bal- 
lots. 

In the first election Oct. 8, em- 
ployes rejected the contract by 
1,507 to 1,444—a margin of 63 bal- 
lots. “The first vote was. the result 
of a complete misunderstanding,” 
said Harvey Kitzman, UAW re- 
gional director. 

The election was preceded by a 
week-long series of meetings be- 
tween Leonard Woodcock, UAW 
international vice-president, and 
local members urging support of 
the contract. 

In Milwaukee, however, a small 
number of members of Local 75 


Miss. Dealers 
Meet at Biloxi 


BILOXI, Miss.—The 20th annual 
Mississippi Automobile Dealers 
Assn. convention is in session at 
the Buena Vista Hotel here, The 
the Buena Vista Hotel here. 

Among speakers scheduled Tues- 
day are Roy Abernethy, executive 
vice-president of American Motors 
Corp., who will talk on “It’s Up to 
You in ’62.” 
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For Aid on Future Planning... 





Chrysler Picks Dealer Consultants 


(Continued from Page 1) 


the Chrysler-Plymouth and Dodge 
dealer councils, Townsend said. 
* * * 

as new Chrysler chief said the 

company’s plans for two to five 
years ahead will be discussed be- 
tween the dealer consultants and 
himself. This is a decided departure 
from the agenda of other top-level 





Fenner Tubbs W. W. Massey Sr. 


dealer councils in the industry, such 
as the “General Motors President’s 
Council,” which meets in Detroit 
semi-annually. 

Townsend named the first six 
consultants in a letter mailed last 
week to all Chrysler Corp. dealers. 
Appointed were: 

Three-year terms — Charles C. 
Freed (Chrysler-Plymouth), Salt 
Lake City, and Mike Rendaci 
(Dodge), Clinton, Ind.; Two-year 
terms—Fenner Tubbs (Chrysler- 
Plymouth), Lubbock, Tex., and 





Harry Heiman 
James A. Mason (Dodge), Fern- 
dale, Mich., and one-year terms— 
Harry Heiman (Chrysler-P 1 y m- 
outh), Utica, N. Y., and W. W. 
Massey sr. (Dodge), Jacksonville, 
Fla. 


Charles C. Freed 


Townsend explained that the 
group was kept small because of 
the “classified nature of the sub- 
jects we will consider.” He said he 
had personally invited each of the 
first six panelists to serve and de- 
scribed them as 
perienced automobile retailers.” 

of * * 
REED is a former president and 
Mason a former treasurer of the 
National Automobile Dealers Assn. 
Freed received Chrysler Corp.’s 
“quality dealer’ award last month 
at a dinner in Salt Lake City at- 





Heartsill Wilson Quits 


Plymouth Sales Post 


DETROIT.—W. Heartsill Wilson, 
41, inspirational-type orator who 
spoke at numerous dealer conven- 
tions, has resigned as sales promo- 
tion director of 
Plymouth - V a l- 
iant. 

Wilson said he 
planned to re- 
main in the auto 
sales field as a 
consultant, work- 
ing out of his 
home in suburban 
Grosse Pointe 
; Park, Mich. He 

2 had been a deal- 
W. H. Wilson ership executive 
in his native Texas prior to joining 
Chrysler Corp. in 1953 as Dallas dis- 
trict manager for Dodge. 

A Chrysler-Plymouth spokesman 
said Wilson resigned “for personal 
reasons and his departure is re- 
gretted.” 

Wilson’s duties in Plymouth-Val- 
iant sales promotion are being as- 
signed to James A, Lawson, who 
had headed Chrysler-Imperial] sales 
promotion. Reporting to Lawson in 
sales promotion will be Don A. 
Julius for Plymouth-Valiant and 
Gordon Barnes for Chrysler-Impe- 
rial. 

Wilson was the second merchan- 
dising official to leave Chrysler 
Corp. in a week. Wendell D. (Pete) 
Moore, 43, quit as Dodge advertis- 
ing and sales promotion director to 
join MacManus, John & Adams as 
Cadillac account executive. No suc- 
cessor to Moore has been selected. 





“thoroughly ex-; 








tended by E. C. Quinn, company 
sales vice-president, and C., E. 
Briggs, Chrysler-Plymouth general 
manager. 

Rendaci is considered one of the 
corporation’s top small-town deal- 
ers. He is particularly exemplary 
in the service field, according to 
company Officials. 

Townsend said he would ap- 
point two new dealers every year, 
one from each division, to re- 
place those whose terms have ex- 
pired. 

Establishment of a direct chan- 
nel of communication between 
Townsend and the dealer organiza- 
tion is another attempt to restore 
the Chrysler “image” and bolster 
dealer relations. 

Giving the dealer advisors to 
Townsend a say-so on future prod- 
ucts may reflect disappointment 
among some dealers with styling 
of ’61 and ’62 models. There has 
been outspoken criticism in the 
field with the “look-alike” qualities 
of Plymouth-Valiant and Dod ge- 
Lancer this year. 

ok ok +. 


OWNSEND said the dealer- 

council system has been effec- 
tive in solving day-to-day operating 
problems of the company. But he 
indicated that another step was 
needed to bring the dealers in on 
long-range planning. 

“From my conversations with 
them,” Townsend wrote, “I am sure 
each man selected enters into this 
new function with me in the spirit 
which prompts the formation of 
such a group.” 

Auto manufacturers have often 
consulted individually with deal- 
ers on upcoming models. But 
none has formalized a dealer 
group directly invited to counsel 
the company president on mod- 
els up to five years in advance 
of release. 

In emphasizing the cleavage be- 
tween the “dealer consultants” and 
the dealer councils, Townsend 

stated: 

“There is general agreement 
among our dealers and company 
management that relations between 


Chrysler-Plymouth 
Dealer Council 


Convenes Today 


DETROIT.—The National Chrys- 
ler-Plymouth Dealer Council meets 
here today (Nov. 13) for the first 
time since its organization July 20. 


Council members by regions are: 
Atlanta—Herbert Morgan, Calhoun 
Motor Co., Inc., Anniston, Ala.; 
Boston—George M. DeVoe, DeVoe 
Motors, Inc., Dedham, Mass.; Char- 
lotte—P. M. Brown, Gate City Mo- 
tor Co., Greensboro, N. C.; Chicago 
—David A. Learner, Nate Learner’s 
Sales & Service, Rock Island, IIl.; 
Cincinnati—Tom O’Brien, Tom 
O’Brien Co., Indianapolis; Dallas— 
Clifton Dennard, C. S. Hamilton 
Motor Co., Dallas; Detroit—Donald 
J. Barrett, Rollie Barrett, Inc., De- 
troit; Kansas City—Lee J. Marshall, 
Marshall Motor Co., Inc., Salina, 
Kans.; Los Angeles—M. R. Mack- 
aig, Mackaig & Sons, Los Angeles. 


Memphis—E. J. Craigo, Craigo 
Motors, Inc., Jackson, Miss.; Min- 
neapolis—C. J. Whittey, Corwin- 
Churchill Motors, Inc., Bismarck, 
N. D.; New York—James E. Mur- 
phy, Murphy Bros. Motor Sales, 
Elizabeth, N. J.; Philadelphia—c. 
A. Bott, Charles A. Bott, Inc., Phil- 
adelphia; Pittsburgh—C. J. Thomp- 
son, Thompson’s Chrysler Sales Co., 
Pittsburgh; Portland—T. J. Price, 
George R. Jones Co, Spokane, 
Wash.; St. Louis—W. L. Taylor, 
Rail Splitters Motor Sales, Spring- 
field, Ill.; San Francisco—C. C. 
Freed, Freed Motor Co., Salt Lake 
City; Syracuse—Max Pepper, Pep- 
per Auto Sales, Inc., Syracuse, 
me 

Members-at-large are Ellis Bach- 
man, Swift & Bachman, Inc., 
Quincy, Mass.; Stanley Balzekas 
jr., Balzekas Motor Sales, Inc., Chi- 
cago; Fenner Tubbs, Fenner Tubbs 
Co., Lubbock, Tex.; D. I. Rosser jr., 
Poquoson Motors, Inc., Hampton, 
Va., and W. R. Shadoff, Pomona, 
Calif. 


this company and its dealers have 
shown excellent progress in the 
last year. 

“The two dealer councils repre- 
senting Dodge and Chrysler-Plym- 
outh dealers have dealt competently 
with a diversity of current prob- 
lems in the retail selling area, They 
have made good recommendations 
for improvement in factory-dealer 
relationships, and while much re- 
mains to be done in all areas, I am 
confident this communication sys- 
tem will continue to bring good re- 
sults for both parties.” 

* * * 

HE “dealer consultants” will 

start their consultations with 
Townsend on ’64 models. 

Newsmen were told at a Chrys- 
ler-Plymouth award luncheon last 
week the ’63s have been all wrapped 
up as far as the designers are con- 
cerned. The award went to the ’62 
Plymouth. It came from the Na- 
tional Society of Interior Designers 
and saluted Plymouth’s “excellence 
of interior design.” 

Last month, the ’62 Valiant Sig- 
net 200 was chosen for a rare 
award by the Society of Illustra- 
tors in New York. In September, 
the award cycle got under way 





Mike Rendaci James A. Mason 


when the American Institute of 
Interior Designers gave Buick its 
prize. 

In a rare visit to the Plymouth 
studios last week, newsmen saw 
stylists at work on instrument 
panels and hardware for the ’64 
model. 

Frank Walter, director of prod- 
uct and chief engineer of Plym- 
outh-Valiant, said the quality and 
wearability of Plymouth interior 
fabrics and vinyls has steadily im- 
proved. 

In other Chrysler developments, 
Portland (Ore.) Contractor Jim 
Bacaloff said he would file proxy- 
fight forms with the Securities 
and Exchange Commission this 
week in Washington. Bacaloff 
and Sol A. Dann, Detroit attor- 
ney, are known to be compiling a 
slate of opposition directors for 
consideration at the annual 
shareholder meeting next April. 

Bacaloff said he would confer in 
Portland today with Chrysler Di- 
rector L. F. McCollum, president of 
Continental Oil Co. 

“We intend to pursue an aggres- 
sive proxy contest for the control 





of Chrysler Corp.,” Bacaloff said. 





Show Planners— 


Three officials of the Valley Fair (Calif.) 
Auto Show look over display locations. 
They are, from left, Robert Hamilton (Chev- 
rolet), president, Santa Clara County Auto 
Dealers Assn.; Irving Normandin (Chrysler- 
Plymouth), association secretary-treasurer, 
and Eugene Arvin, president, Valley Fair 
Merchants Assn. 











% 











New Oklahoma Dealer Leaders Congratulated— 


Outgoing president of the Oklahoma Automobile Dealers Assn., 


W. H. Cobb, left, 


Ponca City Pontiac-Cadillac dealer, congratulates new OADA officers. From left facing 


Cobb, are W. G. Horton (Ford), Oklahoma City, president; 


R. W. White (Chevrolet), 


Tulsa, vice-president, and Jack Clark (Dodge), Oklahoma City, reelected secretary. 
treasurer. Roy Tant was reelected secretary-manager. 


Roundup of Exhibits ... 


New Show Record in L. A. 


POSTWAR attendance record 

was set at the 39th Los Angeles 
International Automobile Show as 
216,776 persons viewed the more 
than 400 cars on display during the 
nine-day run, according to Charles 
H. Elmendorf, executive secretary 
of the sponsoring Los Angeles 
Motor Car Dealers Assn. 

“Dealers reported that the in- 
dicated buyer interest at this 
show far exceeded that experi- 
enced in any of the other post- 
war shows,” Elmendorf said. 


The previous postwar high of 
212,026 visitors was achieved two 
years ago. Last year’s event, which 
occurred during a bus strike and 
which was marred by several days 
of heavy rain, drew 203,123. 

* * * 

N THE basis of dealer orders 

and reaction at the show, John 
T. Panks, Rootes Motors managing 
director, said he had revised an 
earlier forecast of Sunbeam Alpine 
and Hillman sales in the West in 
1962. 

The forecast of $15 million in 
Alpine sales has been increased 
to $20 million, Panks said, and 
the prediction of $7.5 million in 
Hillman sales has been boosted 
to $10 million. 

“This is the best Los Angeles 
show in Rootes history,’ he con- 
tinued. 

“Sunbeam Alpine orders have ex- 
ceeded our expectations. The re- 
ception for the new Hillman 1600, 
making its first public appearance 
at the show, also indicates that ’62 
will be a banner year for Hillman.” 

Panks added that although the 
new Super Minx was not available 
for the show because of a strike at 
the factory, dealers were ordering 
them in large numbers “sight un- 
seen” on the basis of specifications 
and the general upward trend for 
other Rootes models. 
eS * * 
Geows will open this week in 

Denver (Nov. 13-18), Vancouver, 
B. C. (Nov. 14-18), Phoenix (Nov. 
17-23), and Kansas City (Nov, 19- 
26). The Philadelphia and Pitts- 
burgh expositions, which opened 
last Saturday (Nov, 11), will close 
Saturday (Nov. 18). 

Denver’s Golden Anniversary 
show is being staged at the Coli- 
seum and Exhibition Hall, with 
W. W. White as chairman. 

The five-day Pacific International 
Auto Show in Vancouver will be 
the largest display of domestic and 
foreign cars ever held in the area, 
according to the sponsoring Auto- 
mobile Dealers Assn. of Greater 
Vancouver. 

Three stage shows, featuring the 
Ames Brothers, a vocal group, and 
the Harmonicats, will be held daily. 

In addition to cars, the Phoenix 
show will have a Truck ‘“Power- 
ama” Exposition, featuring vehicles 
of all classifications, according to 
Ed Greenband, manager. 

The display is being set up under 
a giant tent at the Park Central 
Shopping Center. Its theme is 








“Golden Anniversary . . 
Statehood.” 
* * 


* 
tks 44th annual show sponsored 
by the Motor Car Dealers of 


. Arizona 


| Greater Kansas City is the earliest 


in the model year ever held in the 
city, said H. W. Ireland, association 
president. In the last few years it 
has been held in March. 

The Autorama Fashion Show 
and Toddler’s Sweepstakes again 
are features of the Pittsburgh 
show, which is expected to draw 
more than 100,000 visitors, 

The Toddler’s Sweepstakes, which 
also is sponsored by the Pittsburgh 
Automobile Dealers Assn., is a 
photo contest for children six years 
old and younger, 

Giant enlargements of the 14 
selected photos are displayed at the 
show. Show visitors will pick a 
first, second and third-place winner 
by ballot, and the three winners 
will receive United States Savings 
Bonds. 

More than 130 cars were dis- 
played at the five-day show staged 
by the Santa Clara (Calif.) County 
Auto Dealers Assn. and the Valley 
Fair Merchants Assn. at the Val- 
ley Fair Shopping Center in San 
Jose. 

* * * 

7s Troy (O.) show was “as 

good or better than last year’s,” 
according to Paul Robinson, execu- 
tive vice-president of the cospon- 
soring First Troy National Bank 
& Trust Co. The Troy New Car 
Dealers Assn. was the other spon- 
sor. 

The Tucson (Ariz.) New Car 
Dealers Assn. displayed about 125 
models at a three-day show at 
the El Con Shopping Center. Ten 
dealers participated. 

Ten dealers in Western Lake 
County exhibited ’62 models at their 
annual show in the Great Lakes 
Mall in the Cleveland suburb of 
Mentor. 


Highway Group 
Again Pulls for 
Safe Holiday 


WASHINGTON.—For the third 
consecutive year the Auto Indus- 
tries Highway Safety Committee 1s 
sending a “Holiday Safe Driving 
Letter” to-all members of the Na 
tional Automobile Dealers Assi. 
and the National Tire Dealers & 
Retreaders Assn. for use in a na 
tionwide automotive holiday traffic 
safety activity. 

Automobile and tire manufactur 
ers will be encouraged to solicit 
dealer support and will use the 
letter in their own holiday contacts 
with employes. 

In sponsoring the “Drive for 4 
Safe Holiday” promotion, the com 
mittee is hopeful of reducing traffic 
accidents at a time when they 
reach their peak—during the hol 
day season. 
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GM U:s Goodman, Cole... 


Top Shuffle Changes 
Chevy, Pontiac Chiefs 


(Continued from Page 1) 


gealer, and another Knudsen is 
yunning the show. 2 
NUDSEN’S shift from Pontiac 

K general manager to the top spot 
at Chevrolet was one of four ap- 
pointments announced by the GM 
poard of directors. The others: 

James E. Goodman succeeded 
Sherrod E. Skinner, retired, as ex- 
ecutive vice-president in charge of 
the automotive, body and assembly, 
parts and Defense Systems divi- 
sions. 

Goodman formerly was group 
vice-president in charge of the 
pody and assembly divisions. In 
that post, he reported to Skinner. 

Edward N. Cole, 52, moved from 
Chevrolet general manager to 
group vice-president in charge of 
the car and truck divisions. He re- 
ports to Goodman. Cole also was 
elected to the GM board. 

Elliott M. (Pete) Estes, 45, was 
named Pontiac general manager 
and was elected a GM vice-presi- 
dent. Estes formerly was Pontiac 
chief engineer. 

* * * 
OODMAN, who will be 57 years 
old Dec. 11, now is one of the 
top half-dozen men in the corpora- 
tion. His zone of influence encom- 

passes the six vehicle divisions, 13 
parts and accessory units, the De- 
fense Systems Division and the 
three body and assembly divisions 
—Fisher Body, Ternstedt and 
Buick - Oldsmobile - Pontiac Assem- 
bly. 

He's one of four executive vice- 








DeLorean Appointed 


Pontiac Chief Engineer 


PONTIAC, — John Z. DeLorean 
has been named chief engineer for 
Pontiac. The appointment was an- 
nounced by General Manager El- 
litt M. Estes, who held the engi- 
neering post before being promoted 
to the division’s top job last week. 

Estes also named J. P. Charles 
executive assistant chief engineer. 
DeLorean and Charles formerly 
were assistant chief engineers for 
Pontiac. 

DeLorean, 36, joined Pontiac in 
1956 and had been assistant chief 








John Z. DeLorean J. P. Charles 


engineer since 1959. He is a grad- 
uate of Lawrence Institute of Tech- 
nology in Detroit, Chrysler Institute 
of Engineering and University of 
Michigan. 

Charles joined General Motors in 
1926 following graduation from 
Purdue University. He was first at- 
tached to the GM Proving Grounds 
in Milford, Mich. He transferred to 
Pontiac in 1928 and became assist- 
ant chief engineer in 1951. 


Due Dec. 11... 


Annual Show Issue | 


Automotive News’ sixth 
annual Auto Show Issue 
will be published Dec. 11. 

Features will include 
color photos of °62 domes- 


tic models, prices, specifi- 
tations, photos and data on 


hew trucks, engineering 
and styling developments, 
auto-advertising plans, top 
selling features of each 
make, and the role of sup- 
Pliers in production of the 
hew models. 





presidents. The others are Louis 
C. Goad, 60, staff activities; George 
Russell, 56, finance, and Cyrus R. 
Osborn, 64, who heads the engine 
divisions, the Dayton and household 
appliance groups and the overseas 
and Canadian group. 


Goodman has spent 36 of his 
57 years with GM. He joined 
Fisher Body in 1925 as an assem- 
bly line worker in Norwood, O. 
Promoted through various super- 
visory jobs, he served as resident 
manager of several Fisher Body 
plants and became the division’s 
assistant factory manager in 1945. 

He was general manager of 
B-O-P Assembly Division in 1952 
when he was named Fisher Body 
general manager and elected a GM 
vice-president. Six years later, he 
was placed in charge of the body 
and assembly group and was 
named a GM director. 

Goodman’s predecessor as body 
and assembly group vice-president 
was John F. Gordon, now GM 
president. 

* * Oo 
- Drtee des promotion filled a top- 
echelon job that has been va- 
cant since Sept. 1, 1959. Reporting 
to him are the general managers 
of the five car divisions and GMC 
Truck & Coach. 

Preceding Cole in this spot were 
Harry J. Klingler (1951-54) and 
Thomas H. Keating (1956-59). GMC 
Truck was not a part of the job 
during those years. 

Observers suggested that one 
reason for reactivating the car- 
truck group vice-presidency is 
that Goodman’s long tenure with 
GM does not include the general 
managership of a vehicle division. 
Skinner, Goodman’s predecessor, 
had been Oldsmobile general 
manager for 10 years. 

By the same token, the GM board 
did not appoint a body-assembly 

group vice-president to succeed 
Goodman. The general managers of 
Ternstedt, Fisher Body and B-O-P 
Assembly now report directly to 
the executive vice-president. 
* * cd 


Al*e directly under Goodman 
(and on the same level as Cole) 
is Roger M. Kyes, accessory group 
vice-president. Kyes’ duties were 
not altered by the board’s actions 
last week. 

Cole moves to a_ high-ranking 
staff job after five years as Chev- 
rolet general manager. He joined 
Cadillac in 1929 and in 1943 was 
named chief design engineer re- 
sponsible for United States Army 
light tanks and combat vehicles. 

In 1946, Cole was promoted to 
chief engineer at Cadillac. He 
was then 37 years old. During the 
Korean War, he managed Cadil- 
lac’s Cleveland Tank Plant. He 
moved to Chevrolet as chief engi- 
neer in 1952 and became general 
manager of GM’s largest division 
in 1956. 

Cole is credited with a major 
role in the development of the 


| Cadillac short-stroke V-8 engine 


and the Chevrolet V-8 which was 
introduced in the ’55 model. 


He played a leading role in the 
development of the Corvette, and 
he is credited with much of the 
basic design and engineering con- 
cepts of the rear-engine, air-cooled 
Corvair. 

* * OK 
NUDSEN, 49, became Pontiac 
general manager the same day 


| that Cole took over at Chevrolet 


July 1, 1956. He joined GM in 1939 
as a tool chaser at Pontiac, even 
though his father was president 
of the corporation. 

He was appointed director of 
GM’s process development section 
in 1949, went to Allison Division 
in 1953 and became general man- 
ager of Detroit Diesel Engine Di- 
vision in 1955. The next stop was 


Pontiac. 


Knudsen made changes. The 
first one was to strip the Silver 
Streak from the ’57 model. It had 
been a part of Pontiac styling 
for two décades and was almost 





as familiar as the Indian head. 

But it went out and it stayed out. 

In five years at the helm, Knud- 
sen changed Pontiacs’ public image 
as much as he changed the appear- 
ance of the car. 

A Chevrolet dealer remarked last 
week that Knudsen has given Pon- 
tiac many of the features that 
Chevrolet capitalizes on—hot en- 
gines, sporty styling for the 
younger buyer, something different 
in a small car. “Wonder what he’s 
got up his sleeve for Chevrolet?” 
the dealer mused. 

* * * 
ACTORY-DEALER relations 
have improved considerably 

under Knudsen. In addition to his 
semiannual swings around the 
country and regular meetings with 
the division’s elected dealer coun- 
cil, Knudsen inaugurated a dealer 
conference program. 

Each spring 18 dealers, three 
from each region, are invited to 
the factory for a series of meet- 
ings and interchange of ideas. The 
program began four years ago. A 
different set of dealers attends each 
year. 

He’s taken an interest in dealer 
profits and has watched them im- 
prove. At Pontiac’s national press 
showing of the ’62 models, Knud- 
sen declared: 

“Our interest in the business 
health of our dealers has been 
mutually profitable. Each succeed- 
ing successful new model, coupled 
with our policies aimed at cre- 
ating stronger dealer relations, 
has improved the profit position 
of our dealers and has enhanced 
the value of the Pontiac fran- 
chise.” 

Knudsen’s move from the gen- 
eral managership of one GM car 
division to another is not without 
precedent, but it is very unusual. 
The only similar case in modern 
times was in 1946, when Nicholas 
Dreystadt was transferred from 
Cadillac to Chevrolet. 

Knudsen is only the second man 
in GM history to head both Chev- 
rolet and Pontiac. The other was 
his father. In 1932-33, the elder 
Knudsen was general manager of 
both divisions. Irving J. Reuter was 
top man at Buick and Oldsmobile 
during that period. 

ad * * 

eat, 45, Pontiac’s new general 

manager, is the second-young- 
est GM vice-president. His only 
junior is 42-year-old Richard L. 
Terrell, general manager of Elec- 
tro-Motive Division. 

Estes’ association with GM 
began in 1934 when he became a 
student at General Motors Insti- 
tute, Flint. After four years there, 
he studied at University of Cin- 
cinnati two years and was grad- 
uated with a degree in mechan- 
ical engineering. 

He was with General Motors 
Research Laboratories from 1939 
until he joined Oldsmobile in 1946. 
He was named assistant chief en- 
gineer at Oldsmobile in 1954 and 
moved to Pontiac as chief engineer 
in 1956. 

At Oldsmobile, Estes contributed 
to the development of the high- 
compression “Rocket” engine. At 
Pontiac, he directed the engineer- 
ing on the “wide-track” wheels and 
the Tempest’s transaxle and flexible 
driveshaft. 

Although his entire working life 
has been spent in engineering, 
Estes isn’t a complete stranger to 
Pontiac dealers. Working closely 
with Knudsen the last four years, 
he has participated in many fac- 
tory-dealer activities. 

He has taken part in dealer coun- 
cil meetings and the dealer con- 
ference program. He also has 
attended National Automobile Deal- 
ers Assn. conventions and has ac- 
companied Knudsen on his swings 
around the country. 





117 Years’ Service 


For 4 GM Officials 


DETROIT.—The ages of the 
four men promoted by General 
Motors last week total 203 years. 
They have spent 117 of those 
years with GM. 

Here’s the rundown: James E. 
Goodman, 57 years old, 36 years 
with GM; Edward N. Cole, 52 
years old, 32 years’ service; 
Semon E. Knudsen, £9 years old, 
22 years’ service, and Elliott M. 
Estes, 45 years old, 27 years’ 
service. 








é 
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Selling in France— 


Lynn A. Townsend, left, president of C 
merits of his company's products to French 







hrysler Corp., gives a sales talk on the 
President Charles DeGaulle, center, during 
the Paris Auto Show. This is just a part of selling job U. S. auto makers are doing 
in Europe. |. J. Minett, vice-president in charge of international operations, is at right. 





IH Opens 2nd Center .. . 


Truck Supply Pool Set Up 


SPRINGFIELD, O.—Internation- 
al Harvester Co. has established a 
truck sales processing center at 
2755 Columbus Rd., Springfield, it 
was announced by D. F. Kuntz, the 
company’s truck sales manager. 

He emphasized that the new fa- 
cility is a sales operation and is 

in no way controlled by Spring- 
field Works, the company’s local 
‘plant. The center will stock 1,000 
trucks. = 

The center operates under the 
management of E. J. Martin, whose 
most recent assignment was in the 
company’s motor truck engineering 
department in Fort Wayne, Ind. 

Kuntz explained that the center 
is the second International truck 
processing facility. A similar opera- 
tion was opened at Fort Wayne in 
1958 and was the first of its kind 
in the truck industry. 

The purpose of the center here 
will be to provide International 
truck dealers and company-owned 
branches and stores fast delivery of 
trucks produced by the firm’s 
Springfield works. The facility will 
maintain a “prototype”: inventory 
of about 1,000 trucks at all times. 

The center will have a “will- 
call” facility for customers and 
dealers who want to pick up 
trucks at the factory. It will give 
trucks predelivery inspection. 
Also, it will provide dealers and 
branches with trucks equipped 
with special items such as fifth 
wheels, special fuel tanks, radios, 
sanders, grille guards and other 











MORGAN 


Aristocrat of the 
2-Litre Class 


Call, write or wire 


FERGUS IMPORTED CARS, 


COlumbus 5-6494 


MAKE MORE 
PROFIT WITH 


Don't lose a day of profitable selling. 


Importers East of the Mississippi 


1717 Broadway (54th St.) New York City 19 


special items not normally fur- 
nished by Springfield Works. 

The center has a 20-stall service 
station, where trucks can be com- 
pletely equipped for immediate cus- 
tomer delivery. 

“The center, with its emphasis on 
quick delivery, will greatly enhance 
our ability to serve dealers and 
customers better than any other 
truck manufacturer,” Kuntz gaid. 


Dodge Dealers Get 
5 Pct. Demo Credit 


DETROIT.—Dodge has instituted 
a new program which will provide 
Dodge dealers with a 5 percent al- 
lowance for ’62 cars that are placed 
in demonstrator service. 

The Dodge program has two 
phases. The first provides a 5 per- 
cent allowance for ‘62 Dart models 
placed in demonstrator service be- 
tween Nov. 9 and Dec. 9, 1961. 
Under this program the dealer may 
qualify one demonstrator for each 
30 Dart models that he sold in the 
first nine calendar months of 1961, 
and he must agree to keep the car 
in demonstrator service for at least 
six months. Both dealer-owned and 
salesmen-owned demonstrator cars 
are eligible. 

The second phase of the program 
provides the same 5 percent allow- 
ance for ’62 Dodge Dart, Polara 500 
and Lancer demonstrators which 
are in dealer inventory on the an- 
nouncement day of '63 models, 





eal 
It is com 
Fee As 
petition 
It's a big 

sale ata ge 

Mela ee) ®) 

It has- unlimited 
features for easy 
oa 


pric e 






4-Seater Roadster 
2-Seater Coupe 
Super Sports 
2-Seater Roadster 
rae Hl 
2-Seater Roadster 


Vaeah § 
Aan ce 
each SET A 







re 
serie 


INC. 












AUTOMOTIVE NEWS, NOVEMBER 13, 1961 





At the Factories... 


Late Personnel News 





American Motors | 


The creation of two zones out of 
what has been the New York zone 
of American Motors Sales Corp. has 
been announced by Roy Abernethy, 





: oe i 
W. A. Fullerton Otte Kindshoven 
American Motors executive vice-| 
president. 

W. A. Fullerton remains as man- 
ager of the New York zone and has 
moved from offices in Union, N. J., | 
to new quarters in Scarsdale, N. Y. 
R. P. Hart, formerly district man- 
ager in the Boston zone, has been 
appointed assistant zone manager. 

Otto Kindshoven, formerly assist- | 
ant New York zone manager, has 
been promoted to manager of the 


Obituaries 


| 

| 

Alfred P. Haake | 

ATHENS, Ga.—Alfred P. Haake, 76, 
economic consultant to General Motors and | 
former head of the Rutgers University | 
Economics Department, died Nov. 2 while | 
giving a speech before the Southern In-; 
dustrial Editors here, 


Jesse W. Miller 
ELIZABETHTOWN, Ky.—Jesse W. Mil- 
ler, 59, manager of Pate Motor Co. for 23 | 
years, died oe ae ‘ 





oF | 
| 

Lloyd L, Tremper Sr. 
LANSING.—Lioyd L. Tremper sr., 70, 
former regional manager in Pontiac for 
GMC Truck & Coach Division, died of a} 
heart attack Oct. 30. He was a distributor 
for Diveo Truck Co. for 10 years before his 
retirement in 1956. 

* * * 

Kerner Evan Shore 
WINSTON-SALEM, N. C.—Kerner Evan 
Shore, 78, who operated the Cadillac deal- 
ership here from 1906 until 1930, died 

Oct, 27. 


















* * * 


John E. Clark 

ST. LOUIS.—John E, Clark, 59, a for- 
mer auto dealer in suburban Clayton, is 
dead. From 1946 to 1953 he was a Dodge 
dealer. For 20 years prior to that, he was 
with Ford Motor Co., the last 15 as man- 
ager of Lincoln-Mercury sales and service 
in St. Louis, Cincinnati and Washington, 


D. C. 
* * * 


Harvey D. Tilton 
TOLEDO.—Harvey D. Tilton, formerly 
an auto dealer in Oak Harbor and Fre- 


mont, died Oct. 31. 
* * * 


Joseph Remes 
MIAMI.—Joseph Remes, 91, founder of 
Remes Auto Parts Co., Grand Rapids, 
Mich., died here Oct, 30, He had retired in 
1941 and moved to Coral Gables, Fla. 
* * Eo 


Arminger I. Hubbard 

BUFFALO.—Arminger I, Hubbard, 63, 
president of A, I. Hubbard Motor Sales, 
Inc., died Nov. 2. Mr. Hubbard entered the 
auto business when he was 18 and first 
handled Overland, He sold various makes in 
the ’20s and ’30s and became a Hudson 
dealer in 1940. He became a Rambler 
dealer when American Motors Corp, was 
formed and last fall added Checker, 

* * * 


Carl A. Anderson 

PHOENIX.—Carl A, Anderson, 67, a 
former dealer, died here Oct. 26. He joined 
his brother, M, O, Anderson, in a Seattle 
Buick operation in 1936 and in 1946 or- 
ganized C. Anderson Buick in Wenatchee, 
Wash, After selling this dealership in 1956, 
he operated a used-car business in Wenat- 
chee until 1960, when he moved here, He 
was employed on the new-car sales staff 
of Childress Buick Co. until his death. 

* * * 


Gerald O. T. Erdalh 
RALEIGH, N, C.—Gerald O, T, Erdalh, 
45, who coined the advertising slogan, 
‘“‘There’s a Ford in Your Future,’’ died 
here Nov. 4, Erdalh was a college under- 
graduate when he won a national contest 
with his now-famous slogan. 

* + * 

Richard J. Dwyer 
MILTON, N. H.—Richard J, Dwyer, 44, 
proprietor of Dwyer Motor Sales, Inc. 
(Buick) Rochester, N. H., died here Oct. 
31 from what medical authorities said was 


a self-inflicted gunshot wound. 
* * 


Fred J. Miller 
CLIO, Mich.—Fred J. Miller, 79, a for- 
mer Ford dealer here, died Oct, 30, Miller 
was a partner in the McCrady-Miller Ford 
Sales from 1916 to 1945, when the business 


was sold. 
x ca * 


Jack Alder 

HILLIARD, O.—Jack Alder, 56, an auto 
dealer here and former secretary of the 
Ohio State School Bus Owners and Drivers 
Assn., died Nov. 2. 

* * * 
George S. Wanless 

LOUISVILLE.—George 8S, Wanless, a 
former Ford dealer in suburban St. Helens, 
died Oct. 31 in Tampa, Fla. 


newly created Newark zone, head- 
quartered in Union. R. T, Hoey, for- 
merly assistant business manage- 
ment manager of the New York 
zone, has been appointed assistant 
manager. 

* ea 


Oldsmobile 


Charles E. Dietrick, assistant of- 
fice manager-car distributor in 
Oldsmobile’s Indianapolis zone, has 
been named a district manager in 
the Minneapolis zone. 

He replaces W. E. Roby, who was 
named assistant business manage- 
ment manager in the Chicago zone. 
Dietrick joined Oldsmobile in 1960 
in Indianapolis. 

William D. Stirm, Oldsmobile’s 
assistant office manager-car dis- 
tributor in the Detroit zone, has 
been named Detroit district man- 
ager, succeeding 
Robert Jacoby, 
who has been 
transferred to an- 
other district. 
Stirm joined 
Oldsmobile as a 
clerk in 1954. 

John S. Lang- 
don, formerly a 
district manager 
in the Houston 
zone, has been 
appointed busi- William D. Stirm 
ness Management manager there. 
He joined Oldsmobile in 1954 as a 
district manager in the Kansas 
City zone. 

Langdon succeeds Robert Caul- 
kins, who has been named assist- 
ant sales promotion manager at 
company headquarters in Lansing. 

* ok * 


Chevrolet Truck 
A series of promotions in the 
Chevrolet truck staff has been an- 
nounced by J. E. Conlan, assistant 
general sales manager for trucks. 


B. N. White, truck manager of 












R. R. Sheehan 


B. N. White 


the Pacific Coast region at Oakland, 
Calif., becomes assistant manager, 
commercial and truck department, 
Central Office. M. G. Heathman, 
sales promotion manager of the 
Los Angeles zone, succeeds White. 

R. R. Sheehan, truck manager of 





R. P. Peck M. G. Heathman 
the North Central region at Detroit, 
succeeds C. H. Justice, truck man- 
ager of the Atlantic Coast region 
at New York, who becomes fleet 
manager of the Boston zone. 

Roger P. Peck, sales promotion 
manager of the Detroit zone, suc- 
ceeds Sheehan. 

L. P. Schinzing, senior statisti- 
cian, truck department, Central 
Office, becomes truck manager of 
the Birmingham (Ala.) zone. 

* * * 


Chevrolet Car 


Top-level promotions in the 
Chevrolet field sales organization, 
following two retirements, have 
been announced by K. E. Staley, 
general sales manager. 

Robert D. Lund, who has been 
with Chevrolet 15 years, has been 
named regional manager in Cin- 
cinnati, in charge of the Mideast 
Region. Formerly assistant re- 
gional manager in Oakland, Calif., 
Lund succeeds J. D. Thompson, 
who retired after 38 years with 
Chevrolet. 

E. A. Snyder, a Chevrolet veteran 





of 32 years, becomes zone manager 
in Pittsburgh, replacing Wesley P. 
Dalton, who retired after 28 years 
with the company. Snyder has been 
zone manager in South Bend since 
1960. 

F. B. Adis, Louisville zone man- 
ager for the last five years, re- 
places Snyder in South Bend; How- 
ard Pike, Pittsburgh city manager 
since 1958, succeeds Adis in Louis- 
ville, and Kenneth Womack, assist- 
ant zone manager in Cincinnati 
since 1954, succeeds Pike in Pitts- 


burgh. 


* * 


Dodge 


Orley Ferris, formerly sales man- 
ager in the Eugene (Ore.) district, 
has been appointed Seattle district 
manager for Dodge. Earlier Ferris 
was a district manager for Buick 
in Seattle. 


Wolfram Is Improving; 
Hopes for Jan 1. Return 


LANSING.—Jack F, Wolfram, 
Oldsmobile general manager, is re- 
covering nicely and hopes to return 
to work in about six weeks, a 
spokesman said last week. Wolfram 
suffered a coronary attack Oct. 8. 

In Wolfram’s absence, Controller 
Earl W. Schuon is presiding over 
the weekly meetings of the divi- 
sion’s department heads. The meet- 





HELP WANTED 


| BUSINESS | 
| MANAGEMENT | 
MANAGER | 


| Locate in Washington, D. C. with an 
| executive position in the Volkswagen 


distributor organization. Opportunity 

in our company is outstanding for well- 
' qualified, ambitious young men (age 
| 30 to 50). 
We are interested only in a man who | 

has professional ability and experi- 
ence. He will be expected to build an 
effective Business Management pro- 
; gram, as well as to implement his pro- 
, gram with 50 alert, progressive, profit- 
able dealers. | 
| Liberal salary, unequaled fringe pro- 
| gram, and unbeatable working condi- 
tions. Send resume to: 


CAPITOL CAR 
DISTRIBUTORS, LTD. 


6530 NEW HAMPSHIRE AVENUE 
TAKOMA PARK, MARYLAND 





ings bring together the chiefs of | ys 


sales, engineering, manufacturing, 
purchasing, personnel and public 
relations. 


Record Shipment Arrives 


DULUTH, Minn.—The largest! 


shipment of foreign cars ever to ar- | 


rive here via the St. Lawrence Sea- 
way was landed. It was a shipment 
of 70 cars from British Motors 
Corp. 








HELP WANTED 








SALES MANAGER 


To take complete charge of zone office. 
Must have at least 5 years’ experience 
in domestic sales; at retail and whole- 
sale level. 

He will work with a leading Volks- 
wagen distributor on East Coast and 
will be responsible for 12 to 15 deal- 
ers; must know Business Management 
and work with and understand dealers 
financial operations, plus all other fac- 
ets of dealers operations. Liberal sal- 
ary. Unequaled fringe benefits and un- 
beatable working conditions. 


Tell us about yourself, send resume 
and recent photo in confidence to: 


CAPITOL CAR 
DISTRIBUTORS, LTD. 


6530 NEW HAMPSHIRE AVENUE 
TAKOMA PARK, MARYLAND 


WANTED: Skilled mechanic, either special- 
ized or general, Will hire on 50% basis 
with bonus or on guaranteed monthly 
salary, Contact: Harshman Motor Co., 
227 W. Coal, Gallup, New Mexico. 


PARTS MANAGER—Large Milwaukee Gen- 


eral Motors dealership seeks merchandis- 
ing-oriented manager with history of 
increased wholesale and retail sales, as 
well as ability to select and train own 
staff, Excellent salary—even greater po- 
tential for result-getter. Replies confi- 
dential, Send complete résumé to Box 
2911, c/o Automotive News, Detroit 7. 


COMBINATION service and parts manager 


wanted in south Florida. Good pay, old 
established firm, well equipped shop, Box 
2905, c/o Automotive News, Detroit 7. 


SERVICE MANAGER for 1,500 new car 


Chevrolet-Cadillac dealer located on the 
Gulf Coast of Florida. Excellent oppor- 
tunity for young, aggressive, executive- 
type man, Background must include large 
operation service management experience. 
Submit résumé to Earl A. Post, General 
Manager, Larry Dimmitt, Inc., 603 S. 
Fort Harrison Ave., Clearwater, Florida. 





Are You Calling 
On Dealers? 


We have a terrific new parts & service 
and sales promotion plan. It takes 10 min- 
utes to present. Dealer will make a decision 
on the spot. Sells for $25.00. Excellent 
commission with repeat orders guaranteed. 
Over 200 dealers in one state alone use 
this plan. Tell us about yourself, territory 
covered, present lines. Box 2938, c/o Auto- 
motive News, Detroit 7. 





ZONE 


AGGRESSIVE Cadillac-Pontiac dealer in 
flourishing area of southern New York 
state seeks a couple of ambitious sales- 
men—management potential—to complete 
his sales staff, Earnings unlimited; lib- 
eral draw, guaranteed commissions, profit 
sharing, free demonstrator, gasoline al- 
lowance and demonstrator maintenance, 
hospitalization, etc. If you are ambitious, 
honest and industrious, and want to make 
$10.000 plus a year and work for more, 
send complete résumé in confidence to 


Box 2926, c/o Automotive News, De- 
troit 7. 
TOP MAN ONLY—SERVICE MANAGER 


for aggressive Chevrolet dealership—1,600 
car potential. Must be outstanding or- 
ganizer and promoter. Compensation in 
line with ability, Opportunity practically 
unlimited. Furnish references and résumé 
of experience. Do not apply unless you 
are a ‘‘top man.’’ Box 2927, c/o Auto- 
motive News, Detroit 7. 


SERVICE MANAGER, Buick dual. Wealthy 
community, New Jersey. Growing opera- 
tion. Box 2940, c/o Automotive News, 
Detroit 7. 


TRUCK SALES ENGINEER: Requires ex- 
perience, knowledge and initiative. Chal- 
lenging position in leasing field with un- 
limited opportunity. Philadelphia area. 
Replies confidential. Send complete ré- 
sumé to Box 2941, c/o Automotive News, 
Detroit 7. 


SERVICE MANAGER, Pontiac experience 
preferred, qualified to organize and train. 
Well established location Chicago metro- 
politan area, new-car volume 850. Im- 
mediate opening. Box 2933, c/o Automo- 
tive News, Detroit 7. 


AN ESTABLISHED independent southwest- 
ern Pennsylvania leasing company, spe- 
cializing in ‘‘truck fleets,’’ requires a top 
man capable of assuming full responsibil- 
ities for building the present organization 
into a top money maker. Write Box 2921, 
c/o Automotive News, Detroit 7, 


DISTRICT SERVICE MANAGER. There is 
an opening in our organization for an 
industrious, personable man, Automobile 
background preferred. The job entails 
calling on VW dealers and involves the 
handling of technical problems, service 
customer relations, and the many man- 
agerial aspects of the automobile retail 
service business. The right man should 
be free to travel. Our territory includes 
New York, New Jersey end Connecticut. 
Salary to $8,000 plus automobile, expense 
account and many fringe benefits, Send 
detailed résumé and photograph to: W. L. 
Caufield, World-Wide Automobiles Corp., 
32-43 49th St., Long Island City 3, New 
York. 

















om Wanted 


benefit of those seeking employment, 
tion | ee ne " d at 

half reguior rates, namely: ¢ 
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apply 





CANADIAN with lifelong automotive ex- 
perience, moving South permanently, 
wishes to associate with small town Ram- 
bler or Studebaker dealership with privi- 
lege of buying-in after trial period. Able 
to take charge any or all departments. 
South Atlantic region preferred, Box 
2912, c/o Automotive News, Detroit 7. 

SERVICE MANAGER, age 35, married, 
twelve years’ experience in volume serv- 
ice operations. Excellent references. In- 
terested in responsible position with ag- 
gressive, service-minded dealer. Box 2935, 
c/o Automotive News, Detroit 7. 


GENERAL MANAGER, no job hopper, 39, 
married, children, Fifteen years’ experi- 
ence in sales and general management. 
Good reason for desiring a change and 
excellent references from present em- 
ployer, Prefer upper Midwest General 
Motors or Ford dealership with buy-out 
or buy-in arrangement, if possible, Box 
2922, c/o Automotive News, Detroit 7. 

AUTO FINANCE MAN, thoroughly checked 
out on credit desk and internal office op- 
erations, desires Southern California or 
Arizona location after first of year. Com- 
plete résumé on request. Box 2934, c/o 
Automotive News, Detroit 7. 




































POSITION WANTED 





ACCOUNTANT-OFFICE 
MANAGER 


GM-Ford Dealership Experience 


Mr. Dealer: Can offer you the ver i 
business management. Accurate Pe Dag 
financial statements and forecasts, |f you 
have a large volume dealership and can 
offer substantial salary and incentive plan 
and desire the very best in office manage- 
ment, please contact. Will relocate. Box 2939, 
c/o Automotive News, Detroit 7. ; 


—— 


JOBBER PARTS SALESMAN: I < 
ed in Pennsylvania, would he tone 
locate in Arizona or Southwest with 
reliable jobbing concern with good pay 
plan—draw and percentage of G.P Like 
to travel, I am not a ‘‘job hopper’’—been 
jobber salesman 20 years with one con- 
cern, I’m married, family, sober, aggres- 
sive, reliable, self-starter .money-maker. 
Can furnish résumé, photographs and 
best of references. Box 2929, c/o Auto- 
motive News, Detroit 7, 


ss 

ACCOUNTANT - office - business manager. 
Thirteen years’ experience, including 
M.H., as secretary-treasurer and general 
manager of large GM dealerships, Strong 
in budgets, daily controls, financial an- 
alysis, credits and collections, Excellent 
references and will relocate for right 
proposition. Box 2923, c/o Automotive 
News, Detroit 7. 


—_—————— 

BUSINESS MANAGER — CONTROLLER, 
experienced in volume Chevrolet and 
Ford dealerships, presently employed by 
large Chevrolet dealer, desires to return 
West. Top experience in all phases of 
dealership management. Box 2918, c/o 
Automotive News, Detroit 7. 


csseriaapsricipenrnsivamensesinintosieadisenentnstiatpscinsaninnesiainestinaiiatbaeatindl 

EMPLOYEE OF FORD DEALERSHIPS 
(3) for past 20 years, desires position 
as business manager or executive parts 
and service superintendent. Familiar with 
all phases of dealership mnanagement, out- 
standing in parts and service merchandis- 
ing. None other than Ford dealerships 
considered, Willing to relocate anywhere, 
preferably in New Orleans Ford district. 
Box 2924, c/o Automotive News, De- 
troit 7. 


GENERAL OR SALES MANAGER—Chev- 
rolet-Olds dealer selling out to liquidate 
partner. Age 42, married, two children, 
12 years’ experience. Eight years with 
top metropolitan GM dealer. South pre- 
ferred. Reply to Box 2928, c/o Automo- 
tive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING FORD in pros- 
perous Illinois farm area — $15,000 — 
building lease available. Reason, health. 
Box 2925, c/o Automotive News, De- 


troit 7. 


sdhicepbcliindiaanedieiniienminen 

AGENCY HANDLING LARK—Seattle-Ta- 
coma trading area, home of Seattle's 
1962 Worlds Fair, All or 51% of stock 
available. Health forces sale of this thriv- 
ing business, Box 2930, c/o Automotive 
News, Detroit 7. 

ccijndpttidtadieeniaatngiaiimieneimmeaianaiiaa 

PONTIAC DEALER in northeastern Penn- 
sylvania since 1936, with no family to 
take over, wishes responsible partner- 
manager under 50, 370 new, 600 used 
cars per year, Finest location and fa- 
cilities. Principals only, Box 2931, ¢/o 
Automotive News, Detroit 7. 

<icinnstnibsaiiacensniataidleniniiteiintmaniaminiineein 

FOR SALE — Auto dealership or garage 
equipment—machinery, tools, bins, offic 
machinery, furniture and fixtures, Ad 
condition. Will sell cheap due to illness 
3169 Clay St., San Francisco, California, 
WaAlnut 1-3323. 





WILL SACRIFICE dealership handling 
Buick-Pontiac, farming community in 
eastern Washington, Minimum parts and 
equipment inventory. Box 2936, c/o Auto 
motive News, Detroit 7. 


— 


DEALERSHIPS WANTED 


YOUNG, EXPERIENCED VW MAN wants 
to purchase authorized Volkswagen agen- 
cy—or opportunity to buy partnership in 
VW dealership. Cash available immedi- 
ately, Ready to do business at once. 
VOA approval assured, Box 2896, c/a 
Automotive News, Detroit 7, 

a 

WISH TO BUY GM DEAL or Ford product 
deal in Rocky Mountain area. Prefer city 
of at least 40,000. Send full particulars 
in first reply, Confidential, Box 2932, ¢/0 
Automotive News, Detroit 7. 





BUSINESS OPPORTUNITIES 
FOR SALE— LEASING COMPANY. 
month lease with 1961 and 1962 Fords 
and Chevrolets. Located in Lansing, Mich. 
area, Will sell right. Box 2937, c/o Aute 


motive News, Detroit 7. 

eee Sea thet ee ee i 
CAREER OPPORTUNITIES in claims 7 

vestigation. Operate own adjustme 

agency, earnings to $12,000. Train 


home. Free booklet. Associated Adjustem™ 
Inc., Dept. A., 422 Washington Building: 
Washington, D. C. 


em 
AUTO LEASING 
COMPANY 


250 units operating Chevroiets 
and Cadillacs. 
Located in large metropolitan area of Flot 
ida. Outright purchase or merger con ; 
ed. For full particulars write Box 2891, ¢/ 
Automotive News, Detroit 7. 
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};>EALER SERVICES 


CARS FOR SALE 
— 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


accessories and similar goods. 


APPRAISAL SERVICE 


furniture— = ui; —Machiner y—Tools 
For Sey /sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“pidden Earning Power" booklet. 
VE INVENTORY & APPRAISAL CO. 
wr mealend Ave. Detroit 27, Michigan 
WEbster 3-6445 






IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 

































— 
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1960 LARK 


s FINANCE FIRMS, BANKS: 
eer gece SKIP problems to Home De- 4.DOOR SEDANS 
tective ©o., Inc., Box 862, Greensboro, 


North Carolina — Direct phone: I-919- 
> BR22034. Write for listing forms. 40 
years in business — facilities in every 
state and abroad, America’s Premier Skip 
Bulletins free upon request. Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune. Testimonials from customers 
thruout U.S.A. 


Automatic transmissions and heaters, five 
new tires and new batteries. Mechanically 
sound. Painted green and white. 


Limited Quantity Available at 


$375 each 


tin 
‘ols, 
you 
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939, 
1962 Auto Costs! AUTOMOTIVE GLASS 
ome “in , DISTRIBUTORS 
at- how much your Deal's cars really 
= a The book, "AUTO COSTS," gives you 219 ve teaeaee” Texas 
ith the factory invoice prices of all 1962 American 
ond cats, 25 foreign cars, 4 American trucks, and 
ike ‘thei ipment. Used by dealers and 
en all their equip . : @ 
on- panks nationwide. Order your ‘62 edition 
es- today for only $10—three year subscription $18 
2 eee WILL WHOLESALE 
to- AUTO COSTS, inenger oo Company, 300 1961 MODELS 
erty, Tv. 

oo —————_—_—__——————— es | F Rambler Americans—All Type Compacts 
ng CARS WANTED Fords—Chevrolets—T-Birds—Cadillacs 
ne SEDANS—HARDTOPS—CONVERTIBLES 
an : 
~ FOREIGN & SPORTS Low mileage—Clean cars 
ed CARS NEEDED Delivery Arranged 

Largest wholesale buyer and seller 
ial "ar terelen cars in the East. MORSE NATIONAL 
rR, WILL PAY TOP $$$$ FOR CAR RENTALS 
ind 1955-1956-1957 Miami tat ti 1 Ai rt 
= Standard Transmission, 4-Door, 6 Cyl. on ae 
. PLYMOUTHS & CHEVROLETS Phones NE 3-8655 
c/0 

Call Cliff Pittman, LU 3-9100 

Pg J. D. CAR CO. 
ion 1561 Jerome Ave. Bronx, N. Y. 
rts 
ith ASSOCIATED SOUTHERN BUYERS will + 
ut- buy for cash, $100,000 and up, fleet or 62 
~ finance company aaa gop 
ps capital, expert appraisal, efficient trans- 
re, tation, Southern Buyers, Box 165, 
et. Seamerville, Georgia. Call: 857-1491. VOLKSWAGENS 
og LATE MODEL MERCEDES-BENZ diesel 

dans. Give complete description, loca- ° *. 
at tion and price. Rolling Stock, Box 28245, Fully Americanized 
. Dallas, Texas. i - 
ns CAs FON SALE Immediate Delivery 
= to any port in U. S. A. 
no- 

’ 
_ ||'62 Volkswagens SPECIAL PRICE 
— Fully Americanized ON VOLUME 
nal 
— & 
th. ‘ cs 
Des Immediate Delivery 
' 
= ° ALL NATION'S 
e's Excise Taxes Paid TRADING CO. 
‘iv- 
iv eee VEHICLES 10 Fenton Drive Millburn, N. J. 
ion Ave., Newark, N. J. 

* N. J. phone: Bigelow 2-6161 Phone: ESsex 2-1286 
to 
er- 
sed BUSINESS OPPORTUNITIES 
fa- 
¢/0 
Lge 
fice 
4 Distributors of Automotive Products . . . 
i; Se ees oeeieenine msn nieha NSLS 
= Here is a growing business you can get 
in into ... unique and profitable. 
and 
'to- 
n+ P ( ' 
in 
di- 
ce. 


N SWEDISH DESIGN 


Swedish organization, world’s leading safety belt manu- 
facturer with extensive sales in Europe, intends to start 
p manufacturing superior safety belts in the U. S. Belts with 
unique features not found on the American market. These 
. safety belts are exclusively used and sold by leading car 
manufacturers and distributors in Europe. U. S$. production 


will start early in 1962 and Swedish factory representa- 
5 tives will be in Detroit January, 1962. Interested DISTRIB- 
' UTORS are invited to obtain further information. Please 
- specify territory wanted. 

. Ehrensvardsgatan 2 Stockholm, Sweden 
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CARS FOR SALE 





clean 
used 
cars! 


you need ‘em 


HERTZ 


has ’em! 


All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 


You name it, we’ve got 
it—in fast-selling colors 
— equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 


1960 and ’61 models 
are now available at 
Hertz offices across 
the country. 


CALL 
THE HERTZ MANAGER 
IN YOUR CITY TODAY 


or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 


TRUCK EQUIPMENT WANTED 


WANTED: Holmes wrecker crane W45 or 


heavy crane. Burns and Burns, Plainwell, 
Michigan. 


PARTS FOR SALE 


GOODYEAR FIRESTONE 
GOODRICH sO. 


Trade-In Tires 


All Perfect—Used—Nice Treads 





750-14 






800-14 § A5 Per dozen lots 
ots SAB sin cy 
900-14 


$1.00 extra for whitewall 
F.O.B. Akron, Ohio 


Call collect for further information: 


TOWN TIRE, INC. 


PR 3-7891 Akron, Ohio 
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PARTS FOR SALE 


LLOYD PARTS for all models, Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 

LLOYD PARTS—complete stock, Prompt 
shipment. Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


s 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 





FORD 


fenders, doors, quarter panels and hoods 


From 1952 to 1958 
Big Bargains! 
JERSEY MOTORS 


Hopkins Ave. Jersey City, N. J. 








PARTS WANTED 


OBSOLETE AND SURPLUS genuine Ford 
auto and truck parts, 1928 to 1955, large 
or small quantities, Contact E, J, Pear- 
tree, Broker, P, O. Box 242, Rome, 
Georgia. Phone: 404-232-8336. 





TRUCKS FOR SALE 





& 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


& 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


FOR SALE: Holmes Wrecker in good con- 
dition, $600. Contact: Harshman Motor 
Co., 227 W. Coal, Gallup, New Mexico. 


SHOP EQUIPMENT FOR SALE 





TEN LATE MODEL LYONS PARTS BINS, 
$30 each. Fifteen White steel display 
self-service parts merchandising counters, 
$25 each. Ohio Valley Automotive, 3418 
Reading Road, Cincinnati 29, Ohio. 

FOR SALE: Used Clayton Analyzer in 
good condition, Contact: Harshman Mo- 
tor Co., 227 W. Coal, Gallup, New 
Mexico. 


MISCELLANEOUS 


SEARCHLIGHT FOR SALE: 72” General 
Electric searchlight complete with power 
unit, mounted on good 1953 Ford F600 
tandem axle chassis, $2,300. Hale-Phipps 
Motors, Box 983, Mason City, Iowa, 


“ORIGINAL YELLOW BRAKE BAR" 

















Automatic BrakKinG 


ONLY BAR MANUFACTURED TODAY 
WITH THE UNIVERSAL $ 45 
“WRIST ACTION" 5] 
Incidg. BRAKE HOOK-UP 


NEW ROADKING 


Standard Four Point Hookup $3950 


Sacha ae $50 


egu 
Universal Wrist Action Bar 
COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 
$4500 


TowKinG 42:00, 


TRAIL KING * $9750 
BALL BAR..... 37 


Compac-Tow Intra- * $3750 
State Tri-Bar .... 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory ................ $59.80 
Dealers’ 25% Discount ..............00.s0++ 14.95 
Dealers’ Net with 4 

Standard plus 2 Large $44.85 
Adapter Clamps Fed. Tax. Inc. 
























* SPECIAL, 3 FOR $100.00 “ON THE BALL" 


TOW PILOT 


NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 
COUPLER—-CONVERTS . $] 975 


aay cow Ber to te L with *Cadalloy Steel Safety Coupler 

All’ 2” Bail Hitches ONLY Dealers’ List F.0.B. Factory ................ $51.00 

Carrying Bags $2.00 & $2.95 I) Dealers’ 25% Discount... 12.75 

SAFETY CHAINS, set of 2, only eee eee eae 

Our Dealers’ Net F.O.B. Factory Prices Standard plus 2 Large $38.25 
Include Federal Excise Tax hdaster Genes Fed. Tax. Inc. 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S. A. and Export 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 
wi char, 

Call Collect 5 pvsrarse, 

40 So. Clinton St., Chicago 6, Ill. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 





SEE PAGE 34 
for the nation's 
TOP AUTO AUCTIONS 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 


J 
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LIMITED SLIP 


DIFFERENTIAL 
MAKES THE jeep FLEETVA 


EVEN MORE MOBILE? 


That's Why The U.S. Post Office And Man 
Commercial Users Purchase FLEETVANS Wi 
Limited Slip Differentials Already Installed 
































More and more buyers of commercial pickup an 
delivery vehicles are specifying limited slip diffe 
entials. It’s a matter of getting maximum vehicl 
efficiency. Such a unit won’t bog down in mu¢ 
sand, snow or ice with one drive-wheel spinnig 
while customers wait. If there is any traction at al 
for the other drive-wheel, that’s where the limiteg 
slip differential puts the action. It walks awa 
aT from trouble. 

= cal Getting stuck costs much. A limited slip differ 
ential costs little. Your customers will be grateful t 
you for the money-saving convenience you provié 
them—when you sell them limited slip differentials 


ta i, 
The new ‘Jeep’ FLEETVAN . . . the ideal vehicle for multi-stop pickup and delivery 
use. The FLEETVAN maneuvers and parks easily. Gives top gas economy, best driver 
comfort and road visibility, plus more payload and cargo capacity. If your present 
commercial vehicle line does not offer all of these selling advantages (and more, 
that we haven’t space to mention) then write to: Franchise Manager, Willys Motors, 
Toledo, Ohio, for full information. 


This is the U.S. Post Office version of the versatile new ‘Jeep’ FLEET- 
VAN. It’s a husky, walk-in delivery van made even more sure-footed 
with limited slip differential as standard equipment on this model. 
Take a tip from what the Post Office orders and have your next vehicle 
equipped with a limited slip differential. 


CORPORATION toledo 1, ohio 


Spicer products available in Canada through Hayes Steel Products Ltd., Merritton, Ontario 








